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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
And development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions hetween advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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General Fireproofing Co. 


Globe-Wernicke Co., The....47, 131 Melind, Louis, Co. 
Graff, Geo. B., Co. 130 Meyer & Wenthe, Inc. 
Graphic Duplicator Co. 125 Michigan Desk Co. 
Guide System & Supply Co. 93 Miller-Bryant-Pierce Co. 
Gunlocke, W. H. Chair Co. 124 Mittag & Volger, Inc. 
H Monroe Calculating Mach. Co. 
Hall-Welter Co. ” Moore Push Pin. Co. 
Hanson Scale Co. ate Mutschler Bros. Co. 
Harding, Milo, Co. 138 N 
Harter Corporation, The 163 National Blank Book Co. 
Heyer Corporation, The 165 ee 
U National Engraving Co. 
Imperial Desk Co. 89 
4 , : New England Woodworking Co.12 
Imperial Mfg. Co. 152 
— . New Indiana Chair Co. 
Imperial Methods Co. 12 oO 
Indiana Desk Co. 15¢ : : : 
, “ <5 Oakville Co. Div. Scoville 
Ink Specialties Co., Inc. 126 = a 
— 6 : Old Dominion Paper Co., The 
J Old Town Rib. & Carb. Co.....79, 
Jasper Cabinet Co. 106 
Olsen, O. C. S., Co. 
Jasper Chair Co. 65 
Oxford Filing Supply Co. 
Jasper Desk Co., The 75 
P 
Jasper Office Furniture Co 108 
Pacific Cb. & Ribbon Mfg. Co 
Jasper Seating Co. 117 
Peerless Key-Imperial Mfg. Co. 
K 
Koh-I-Noor Pencil Co., Inc. 104 Peerless Steel Equip. Co. 
oe ee a eA 134 Perma-Bilt Equipment Co. 
I Phillips Process Co., Inc. 
Le Febure Corp. 151 Postindex Visible Files 
Leopold Co. 160 Precise Developments Co. 
M Pronto File Corp. 
Manifold Supplies Co. 41 Q 
Markilo Co. 158 Quality Park Envelope Co. 
Markwell Manufacturing Co.....142 R 
Martens Type Cleaner Co. 150 Red Feather Products, Ltd. 


Master-Craft Corp., Div. S-W. 


Meilicke Systems, Inc. 








THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions 


In the execution 
this bureau calls upon 


customers 
A 
Acme Visible Records, Inc 51 
Aigner, G. J., Co. R5 
Allen & Co. 121 
Allied Carbon & Ribbon Corp...155 
Amberg File & Index Co. 118 
American Passbook Co. 163 
American Photo Laboratories _ 161 
Amer. Writing Mach. Stores Div. 77 
Ames Supply Co. 74 
Anderson-Hickey Co., Inc. 96 
Art Metal Construction Co 63 
Art Steel Sales Corp. 83 
Autocopy, Inc. 122 
B 
Bankers Box Co. 55 
Barkley, C. L., & Co 82 
Blaisdell Pencil Co. 141 
Bolens Products Co. 71 
Bright Chair Co. 122 
British Staty. Exporter 153 
Browne-Morse Co. 140 
Buckeye Ribbon & Carbon Co. 133 
Business Efficiency Aids 134 
Cc 
Carter's Ink Co., The 127 
Clarotype Co., The 138 
Codo Mfg. Corp. 102 
Columbia Rib. & Car. Mfg. Co. 45 
Continental Ink Co. 163 
Cook, The H. C., Co. 141 
Copy Right Mfg. Corp 114 
Corona Typewriter 43 
Corry-Jamestown Mfg. Corp. 90 
Cotterman, I. D. 163 
Cram, The George F., Co. 149 
Cramer Posture Chair Co. &4 
D 
Darnell Corp., Ltd. 154 
Dawn Mfg. Corp., The 162 
Dayton Stencil Works 163 
Dictaphone Corp. . 81 
Diebold Safe & Lock Co. 112 
Dixon, Jos., Crucible Co. 119 
Domore Chair Co., Inc. 95 
Downey, C. L., Co. 126 
E 
Eaton Paper Corp. 125 
Ehrlich Upholstery Works 158 
Ellingsworth Mfg. Co. 100 
Esterbrook Pen Co., The 133 
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Frankel Carbon & Ribbon Co...107 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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159 





Reliance Pencil Corp. 149 
Rite-Rite Mfg. Co. 163 
Rivet-O Mfg. Co. 163 


Roberts Numbering Mach. Co...130 
Rockwell-Barnes Co 115 
Royal Typewriter Co. 49 
Ss 
St. Johns Table Co. 145 


Sengbusch Self-Cl. Inkst’d Co...157 


Shaw-Walker Co. 105, 116 
Sheaffer, W. A., Pen Co. 72 
Shepherd, N. T., Chair Co. 111 
Sheppard, C. E., Co. 146 
Shipman-Ward Mfg. Co 137 
Sikes Co., Inc., The 109 


Smith, L. C., & Corona Type- 


writer, Inc. ° 43 
Speed Key Mfg. Co. 154 
Speed-O-Print Corp. 147, 148 
Speed Products Co. 135 
Staedtler, J. S., Inc. 110 
Standard Record Co. 146 


Starkey Paper & Supply Co..162 


Storms, H. M., Co. 160 
Sturgis Posture Chair Co. 73 
T 
Taylor Chair Co., The 87 
Technygraph Co., The 137 
Toledo Metal Furniture Co. 156 


U 
Underwood Elliott Fisher Co. 
Back Cover 


U. S. Typewriter Ribbon Mfg. 


Co. 159 
U. S. War Bonds— Stamps 164 
Vv 
Vail Mfg. Co. 99 
Van Dyke Industries 114 


Victor Adding Machine Co. 143 


Victor Safe & Equip. Co. 136 
Vogel-Peterson Co. 129 
Ww 
Wagemaker Co. 118 
Warshaw Mfg. Co. 145 


Webster, F. S., Co. 2 


Weis Mfg. Co. 67, 68, 69, 70 
Wells Furniture Mfg. Co. 132 
Wells Office Furniture Co._101, 

Welty Pen Co. 162 
Wilson Jones Co. 91 


Windsor Duplicator Supply Co. 150 
Furn. Institute 9 
Y 


Yawman and Erbe Mfg. Co. 128 


Wood Office 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 


Amer. Writing Mach. Stores 


Ames Supply Co 
Shipman-Ward Mfg. Co 


Adding Machine Rolls & Paper 


Miller-Bryant-Pierce Co 
Rockwell-Barnes ¢ 


Adding Machines 


Amer. Writing Mach. Stores 
Monroe Calculating Machine C« 


Smith L. C., & Corona 


writers 


Victor Adding Machine Co 
Adding Machines, Rebuilt & Used 


Shipman-Ward Mfg. Co 
Adding Typewriters 


Underwood Elliott Fisher 


Adhesives 
(See Inks, Adhesives, et 
Arch and Clip Board Files 
Globe-Wernicke Co The 
Rockwell-Barnes C<¢ 
Shaw-Walker Co 


Yawman and Erbe Mfg. Co 


Associations, Manufacturers 


Wood Office Furniture Institute 


Atlases, Geographical 
Cram, George F., Co 
Bankers Note Cases 
Art Steel Sales Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Victor Safe & Equip. Co 


Binders, Catalogue and Periodical 


Aigner, G. J., Co 
Amberg File & Index Co 
Master-Craft Corp., Div 
National Blank Book Co 
Sheppard, The C. E., Co 
Wilson Jones Co 


Binders, Permanent Storage 


Bankers Box Co 
Master-Craft Corp., Div 
Sheppard, The C. E., Co 
Wilson Jones Co 
Binders, String 
Bankers Box Co 
Blank Books 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 


Blue Print and Pian File Cabinets 


Anderson-Hickey Co 
Art Metal Construction C 
Art Steel Sales Corp 
Browne-Morse Co 
Corry-Jamestown Mfg. Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Peerless Steel Equip. Co 
Pronto File Corp 
Shaw-Walker Co 
Yawman and Erbe Mfg. (¢ 
Bond Boxes 
Art Steel Sales Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Book Cases 
Art Metal Construction ¢ 


Browne-Morse Co 


Corry-Jamestown Mfg. Corp 


General Fireproofing Co., 
Globe-Wernicke Co., The 
Michigan Desk Co 


New England Woodworking 


Peerless Steel Equip. Co 
Shaw-Walker Co 
Weis Mfg. Co 67 


Yawman and Erbe Mfg. Co 


Bookkeeping Machines 
Underwood Elliott Fisher 
Box Letter Files 
Art Steel Sales Corp 
Globe-Wernicke Co The 
Rockwell-Barnes Co 
Weis Mfg. Co 
Brief and Zipper Cases 
Master-Craft Corp., Div 
Calculating Devices 
Mellicke Systems, In 
Shipman-Ward Mfg. Co 


S.W 


Calculating Machines 


Monroe Calculating Machine Co 


Victor Adding Machine Co. 
Calculating Machines, Used 
Shipman-Ward Mfg. Co 

Carbon Papers 
See Ribbons and Carbons) 
Card Index Boxes and Trays 
Art Metal Construction Co 
Art Steel Sales Corp 


Corry-Jamestown Mfg. Corp 


General Fireproofing Co., The 


Globe-Wernicke Co The 
Guide System and Supply C«¢ 
Imperial Methods Co 

New Englan 
Peerless Steel Equip. Co 
Pronto File Corp 
Shaw-Walker Co. 
Wagemaker Co 

Warshaw Mfg. Co 


Weis Mfg. Co 67, 68 


Wells Office Furniture Co 
Yawman and Erbe Mfg. Co 
Cash Boxes 


Art Steel Sales Corp 


General Fireproofing Co.. The 
Casters, Caster Bearings, Slides 


Darnell Corp 
Cell loid Envelopes 

See Envelopes, Celluloid 
Chair trons 

Solens Products Co 
Chairs, Office 

Bright Chair Co 

Cramer Posture Chair Co 

Domore Chair Co Ine 

Ehrlich Upholstery Works 


General Fireproofing Co., The 
Gunloecke, The W. H. Chair Co 


Harter Corp 

Jasper Chair Co 

Jasper Seating Co 

Kundtz, The Theodor Co 

Michigan Desk Co 

New Indiana Chair Co 

Shaw-Walker Co 

Shepherd, N. T., Chair C« 

Sikes The 

Sturgis Posture Chair Co 

Taylor Chair Co., The 

Toledo Metal Furniture Co 

Wells Office Furniture Co 
Chairs (Posture) 

Bright Chair Co 


Cramer Posture Chair Co 
Domore Chair Co., Ine 


General Fireproofing Co.. The 
Gunlocke, The W. H. Chair Co 


Harter Corp 
Jasper Chair Co 
Tasper Seating Co 
Shaw-Walker Co 
Sike S (re The 
Sturgis Posture Chair Co. 
Taylor Chair Ce The 
Toledo Metal Furniture Co 
Wells Office Furniture Co 
Chairs, Tablet Arm 
Jasper Chair Co 
Jasper Seating Co 
New Indiana Chair Co 
Cheek Covers & Passhooks 
American Passbook Co 
Check Protectors & Writers 
Hall-Welter Co 
Checks, Stamped Metal 
Dayton Stencil Works 
Meyer & Wenthe, Inc 
Clip Boards 


See Arch and Clip Board Files 


Coin Bags, Trays & Wrappers 
Art Steel Sales Corp 


Downey, ¢ I ( 


Copyholders 


Copy Right Mfg. Corp 

Dawn Mfg. Corp The 
Costumers 

Globe-Wernicke Co The 

Peerless Steel Equip. Co 


Shaw-Walker Co 


Woodworking Co. 


% 
JY 


143 


137 





105, 116 


101, 1038 


to 
) 


105, 116 


109 
73 
87 

156 

103 


SG 
126 
114 
162 
131 
155 


116 


Vogel-Peterson Co 


Wells Office Furniture C« 


Covers, Loose Leaf 

Ellingsworth Mfg. Co 
Crayons 

Dixon, Jos., Crucible 
Dating Stamps 

Melind, Louis, Co 


Meyer & Wenthe, Inc 


Rivet-O Mfg. Co 
Desk Lamps 

Dawn Mfg. Corp 

Van Dyke Industries 
Desk Pads & Tops 

Aigner, G. J., Co 

Wagemaker Co 

Wilson Jones Co 
Desk Pen & Ink Sets 


Sengbusech Self. Cl. Inkstand Co 


Sheaffer, W. A., Per 
Desk Trays 
Aigner, G. J., Co 
Art Metal Constructi 
Art Steel Sales Corp 
Corry-Jamestown Mfg 
General Fireproofing 
Globe-Wernicke Co 
Imperial Methods ¢ 
Peerless Steel Equip 
Shaw-Walker Co 
Weis Mfg. Co 


Yawman and Erbe Mfg 


Desk Work Distributors 
Art Steel Sales Corp 
Globe-Wernicke Co 
Victor Safe & Equip 
Wilson Jones Ce 

Desks 


Art Metal Constructior 


Art Steel Sales Corp 
Browne-Morse Co 
Corry-Jamestown Mfg 
General Fireproofing 
Globe-Wernicke Co 
Imperial Desk Co 
Indiana Desk Co 
Jasper Office Furnitur 
Leopold Co 

Michigan Desk Co 


National Desk ( Inc 


Olsen, 0. C. S., Co 
Peerless Steel Equip 
Shaw-Walker Co 
Victor Safe & Equip 
Wagemaker Co 

Wells Furniture Mfg 


Wells Office Furniture C« 
Yawman and Erbe Mf 


Dictating Machines 
Dictaphone Corp 


Dietating Machines, Used 
Shipman-Ward Mfg. C« 
Dictating Machine Records 


Standard Record Cx 
Display Hooks 
Oakville Co. Div. Sec 


Duplicating Machines & Supplies 


Amer. Writing Mact 
Autocopy, Inc 


Columbia Rib. & Carb 
Frankel Carbon & Ribbor 
Graphic Duplicator Co 


Harding, Milo, Co 
Heyer Corporation, T! 
Ink Specialties Co 
Manifold Supplies Co 
Miller- Bryant- Pierce 
Mittag & Volger, Inc 
Old Town Ribbon & ¢ 
Red Feather Products 
Smith, L. C., & Cor 
Speed-O-Print Cory 
Starkey Paper & Su 
Technygraph, The 
Victor Safe & Equir 


Windsor Duplicator Sur 


Duplicating Machines, Used 


Graphic Duplicator ¢ 
Envelope Openers 
Oakville Co. Div. Ses 





THE CLASSIFICATIONS 
(Continued on page 6) 


Envelopes 
Globe-Wernicke Co., The 47, 131 
Quality Park Envelope Co. 78 
Wilson Jones Co 91 
Envelopes, Celluloid 
Markilo Co. 158 
Eradicators, Ink 
Carter's Ink Co., The 127 
Heyer Corp., The 165 
Erasers, Rubber 
Blaisdell Peneil Co. 141 
Dixon, Jos., Crucible Co. ee, 
Eyelets & Eyelet Fasteners 
Oakville Co. Div. Secovill igl 
Rivet-O Mfg. Co. jeden 163 
File Boxes, Collapsible Corrugated 
Bankers Box Co 55 
Barkley, C. L., & Co 82 
Globe-Wernicke Co., The i7, 131 
Guide System & Supply Co. 93 
Oxford Filing Supply Co.. . 59 
Pronto File Corp. 88 
Weis Mfg. Co 67, 68, 69, 70 
File Boxes, Metal 
Art Metal Construction Co. 63 
Art Steel Sales Corp &3 
Corry-Jamestown Mfg. Corp 90 
Globe-Wernicke Co., The 47, 131 
Peerless Steel Equip. Co 155 
Pronto File Corp 88 
Rockwell-Barnes Co cident 115 
Shaw-Walker Co. odie 105, 116 
Victor Safe & Equip. Co. 136 
Weis Mfg. Co 67, 68, 69, 70 
iting Cabinets, Insulated 
Shaw-Walker Co 105, 116 
Victor Safe & Equip. Co 136 
Filing Cabinets, Metal 
Anderson-Hickey Cog. 96 
Art Metal Construction Co 63 
Art Steel Sales Corp.... 83 
Browne-Morse Co 140 
Corry-Jamestown Mfg. Corp 90 
General Fireproofing Co., The...52, 53 
Globe-Wernicke Co., The 47, 131 
Peerless Steel Equip. Co 155 
Pronto File Corp 88 
Shaw-Walker Co 105, 116 
Victor Safe & Equip. Co. 136 
Yawman and Erbe Mfg. Co 128 
Filing Cabinets, Wood 
Art Metal Construction Co........ . 63 
Art Steel Sales Corp gS 
Browne-Morse Co ilies 140 
Business Efficiency Aids 134 
General Fireproofing Co., The...52, 53 
Globe-Wernicke Co., The 417, 131 
Imperial Methods Co 123 
Indiana Desk Co 156 
Jasper Cabinet Co 106 
Michigan Desk Co conta, ae 
New England Woodworking Co. 120 
Peerless Steel Equip. Co 155 
Perma-Bilt Equipment Co . 86 
Shaw-Walker Co. ....... 105, 116 
Victor Safe & Equip. Co 136 
Wagemaker Co wee 18 
Weis Mfg. Co 67, 68, 69, 70 
Wells Office Furniture Co 101, 103 
Yawman and Erbe Mfg. Co 128 
Filing Supplies 
Aigner, G. J Co 85 
Art Metal Construction Co 63 
Barkley, C. L., & Co 82 
Browne-Morse Co. bling 140 
Corry-Jamestown Mfg. Corp 90 
General Fireproofing Co., The....52, 53 
Globe-Wernicke Co., The 47, 13 
Guide System & Supply Co 93 
Imperia! Methods Co. 128 
Oxford Filing Supply Co. 59 
Pronto File Corp 88 
Quality Park Envelope Co. 78 
Rockwell-Barnes Co ° . 115 
Shaw-Walker Co 105, 116 
Victor Safe & Equip. Co.. 136 





THE CLASSIFICATIONS 
(Continued from page 5) 





Warshaw Mfg Co 145 


Weis Mfg. Co 67. 68. 69, 70 
Yawman and Erbe Mfg. Co 128 
Filing Tables 

Toledo Metal Furniture Co 156 


Finger Pads 
Melind, Louis, Co 61 
Speed Products (<« § 
Folders (See Filing Supplies) 
Fountain Pen Repairing 


Welty Pen Co. 162 
Fountain Pens, Mfrs. 
Carter's Ink Co., The 127 


Esterbrook Pen Co., The 133 


Sheaffer, W. A., Pen Co 72 
Welty Pen Co 162 
Globes, Geographical 
Cram, The George F., Co 149 
Gummed Cloth Rings 
Graff, Geo. B., Co 130 
Warshaw Mfg. Co 145 
index Card Signals 
Cook, H. C., Co. 141 
Graff, Geo. B Co. 130 
Victor Safe & Equip. Co 13¢ 
index Tabs 
Aigner, G. L., Co 5 
Barkley, C. L., & Co 82 
Globe-Wernicke Co., The 47, 131 
Guide System & Supply Co 93 
Markilo Co 158 
Master-Craft Corp Div. S.-W 105 
Melind, Louis, Co 61 
Shaw-Walker Co 05, 11¢ 
Sheppard, The C. E., Co 146 
Speed Products Co 135 
Victor Safe & Equip. Co 13¢ 
Inks, Adhesives, Ete 
Carter's Ink Co The 127 
Continental Ink Co 163 
Ink Specialties Co 126 
Melind Louis, Co 61 
Rivet-O Mfg. Co 163 
Sheaffer, W. A Pen Co 72 
Inkstands 
Sengbusch Self-Cl. Inkstand Co 157 
Labels 
Imperial Methods Co 123 
Oxford Filing Supply Co 59 
Warshaw Mfg. Co 145 
Weis Mfg. Co 67, 68, 69, 70 
Ladders, Library, Store & Vault 
Cotterman, I. D 163 
Leads for Mechanical Pencils 
Dixon, Jos., Crucible Co 119 
Rite-Rite Mfg. Co 163 
Sheaffer, W. A., Pen Co 72 


Leather Upholstered Furniture 


Bright Chair Co 122 

Ehrlich Upholstery Works 158 

Gunlocke, The W. H. Chair Co 124 

Jasper Chair Co 65 

New Indiana Chair Co 76 
Letterheads 

National Erigraving Co 158 


Letter Trays (See Desk Trays) 
Library Equipment 
Art Metal Construction Co. 63 
Art Steel Sales Corp a3 
Corry-Jamestown Mfg. Corp 90 


General Fireproofing Co., The 52 


Globe-Wernicke Co., The 47, 131 
Peerless Steel Equip. Co 155 
Shaw-Walker Co 10 1lf 
Yawman and Erbe Mfg. Co 128 
Lockers and Storage Cabinets 
Anderson-Hickey Co 96 
Art Metal Construction Co 63 
Art Steel Sales Corp 83 
Browne-Morse Co 140 
Corry-Jamestown Mfg. Co 90 
General Fireproofing Co., The 52 
Globe-Wernicke Co., The i7, 131 
New England Woodworking Co 120 
Pronto File Corp 8S 
Shaw-Walker Co 105, 116 
Yawman & Erbe Mfg. Co 128 
Loose Leaf Books & Systems 
Aigner, G. J., Co g5 
Amberg File & Index (« 118 
LeFebure Corp 151 
Master-Craft Corp., Div. S.-W 105 
National Blank Book Co 163 
Sheppard, The ( E., Co 146 
Wilson Jones Co 91 
Loose Leaf Sheet Covers, Celluloid 
Markilo Co 158 


Wilson 


Jones Co 91 


Loose Leaf Metals and Devices 
Sheppard, The C. E., Co 146 
Wilson Jones Co 

Mail Distributors 


Globe-Wernicke Co., The 17 
Victor Safe & Equip. (« 
Map Tacks 
Graff, Geo. B., Co 1 
Moore Push Pin Ce 5 
Maps 
Cram, The George | Co i9 


Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co., The 92 
Globe-Wernicke Cc The 17 
Leopold Co 
Shaw-Walker Co 0 
Memorandum Books 


Master-Craft Corp., Div. S.-W l 
National Blank Book Co 
Rockwell-Barnes Co 11 


Wilson Jones Co 
Mending Tape 
Warshaw Mfg. Co 


Metal Badges, Checks, Tokens, Etc 


Dayton Stencil Works 

Meyer & Wenthe, Inc 12] 
Moisteners 

Rivet-O Mfg. Co lf 

Sengbusch Self Cl. Inkstand ¢ 
Numbering Machines 

Melind, Louis, Co 

Roberts Numbering Mach, Co 0 


Office Partitions and Railings 
Globe-Wernicke Co., The 
Pads, Figuring 
National Blank Book Co 
Rockwell-Barnes Co 


Wilson Jones Co 
Paper 
Eaton Paper Corp 12 


Rockwell-Barnes Co 
Paper Clamps 
Esterbrook Pen Co The 


Oakville Co. Div. Seovill lf 
Old Dominion Paper Co., The ) 
Paper Clips 
Cook, H. C Co 
1 


Graff, Geo. B Co. 
Oakville Co. Div 
Old Dominion Paper Co., The 4 
Vail Manufacturing Co 
Paper Fastening Machines 
Markwell Mfg. Co 
Products Co 


Scovill 


Speed 
Victor Safe & Equip. Co 
Paste (See Inks, Adhesives, Et« 


Pencil Sharpeners 
Koh-I-Noor Pencil Co In 104 
Pencils, Mechanical 
Carter's Ink Co., The 2 
Rite-Rite Mfg. Co lf 
Sheaffer, W. A., Pen Co 72 
Pencils, Mechanical, Repairing 
Welty Pen Co 
Pencils, Paper Wound 
Blaisdell Pencil Co 
Pencils, Wood Cased Lead 
Blaisdell Pencil Co 
Dixon, Jos., Crucible Co 11 
Koh-I-Noor Pencil Co Ine 104 
Reliance Pencil Corp 14 
Staedtler, J. S., In 
Penholders 
Dixon, Jos., Crucible C« 
Esterbrook Pen Co., The ] 


Pens, Steel 
Esterbrook Pen Co., The l 
Inkstand (« 1 
Pins and Pin Containers 
Oakville Co. Div 
Vail Mfg. Co 
Platens, Typewriter 
Amer. Writing Mach. Stores D 
Ames Supply Co 
Postal Scales 


Hanson Scale Co 


Sengbusch Self. Cl 


Scovill 


Presentation Covers 


Amberg File & Index ¢ 
Ellingsworth Mfg. Co 100 
Oxford Filing Supply Co , 


Publishers 
British Stationery Exporter 
Punches 
Globe-Wernicke (« The 
National Blank Book (C<« 


Wilson Jones Cc } 
Push Pins 


Moore Push Pin Co 158 


Oakville Co. Div. Scovi 


Ribbons and Carbons 


Allen & Co 121 
Allied Carbon & Ribbon Corp 155 
Amer. Writing Mach. Stores Di 7 
Ames Supply Co 74 
Buckeye Ribbon & Carbon ¢ 

Carter's Ink Ce The 127 
Codo Mfg. Corp 02 
Columbia R. & C. Mfg. Co 15 
Frankel Carbon & Ribbon (« 107 
Manifold Supplies Co j 
Miller-Bryant-Pierce Co 144 
Mittag & Volger, Inc 7 
Old Town Ribbon & Carbon Co... 79, 80 
Pacific Carb. & Rib. Mfg. ¢ 11 
Peerless Key-Imperial Mfg. 152 
Phillips Process Co 142 
Royal Typewriter Co., Inc 49 
Shipman-Ward Mfg. Co 

Storms, H. M Co 160 


Underwood Elliott Fisher tack Cover 
Typewriter Ribbon Mfg. Co 
Webster, F. 8., Co 2 


Rubber Stamps 


U. 8S 


Melind, Louis, Co 61 
Meyer & Wenthe In 21 
Safes 
Art Metal Construction (Cc ( 
Diebold Safe & Lock C¢ 112 
General Fireproofing Co., The..52, 5 
Globe-Wernicke Co The 47, 1é 
Shaw-Walker Co 105, 11° 
Victor Safe & Equip. Co 13¢ 
Yawman & Erbe Mfg. Co 128 
Scrapbooks 
Globe-Wernicke Co The j 1 
Weis Mfg. Co 67. 68. 69. 70 
Wilson Jones Co 91 
Secretary Desks 
Art Metal Construction Cc f 
General Fireproofing Co The . 


Globe-Wernicke Co The 17, 131 

Peerless Steel Equip. Co 155 

Shaw-Walker Co 105 
Shelving 

Art Metal Co 
Morse Co 140 





truction 
Browne 
Corry-Jamestown Mfg. Co 90 
General Fireproofing Co 
Globe-Wernicke “ l 
Shaw-Walker Co 10 11¢ 

Stamp Pads 
Carter's Ink Co 
Melind, Louis, Co f 
Meyer & Wenthe, Inc 
Phillips Process Co 9 
Rivet-O Mfg. Co 163 
Rockwell Co 115 
Victor Safe & Equip. ¢ 

Stands for Office Machines 
Ames Supply Co. 
Anderson-Hickey Co of 


Art Steel Sales Corp 83 





sarnes 


General Fireproofing Co., The....52, 
Globe-Wernicke Co., The 
Harter Corp lf 
Peerless Steel Equip. Co ] 
Shipman-Ward Mfg 
Posture Chair Co 

Toledo Metal Furniture Co 15¢ 
Staples and Stapling Machines 

Markwell Mfg. ¢ 142 

Oakville l 1 

Speed Products Corp 

Vail Manufacturing Co 9 
Stationery 

Assoc. Stationers Supply ¢ 17, 98 
Brass 


Stencil 


Co 1 


Sturgis 


Co. Div. Scov 


Stencils, 
Dayton Works lf 
Stenographer’s Note Books 
National Blank Book C 
Rockwell-Barnes (« 
Stools 
Harter Corp lf 
Toledo Metal Furr 1 
Wells Office 
Storage and Transfer Cases 
Art Metal Construction ( 


Art Stee 





Furniture Co 10 


Banker 
Barkley, ¢ L.. & Ce 82 


Browne-Morse Co 


Corry-Jamestown Mfg. ¢ 


General Fireproofing 
Globe-Wernicke Co TN 
System & Supply ¢ 


Imperial Methods C¢ 





Peerless Steel I ( 
Pronto File Corp gx 
tockwell-Barnes Co 


Shaw-Walker (« 





OFFICE APPLIANCES 


Wagemaker Co. 118 
Weis Mfg. Co 67, 68, 69, 70 
Yawman & Erbe Mfg. Co 128 
Strong Boxes, Fire Protected 
Diebold Safe & Lock Co 112 
Tables . 
Art Metal Construction Co 63 
Browne-Morse Co 140 
Corry-Jamestown Mfg. Co 90 
General Fireproofing Co., The....52, 5 
Globe-Wernicke Co., The 47, 131 
Mutschler Bros. Co 129 
Peerless Steel Equip. Co 155 
St. Johns Table Co 145 
Shaw-Walker Co 105, 116 


Victor Safe & Equip. Co 
Wells Furniture Mfg. Co 
Wells Office 
Telephone Accessories 





Furniture Co 101, 10 


Victor Safe & Equip. Co 

Telephone Stands 
Art Metal Construction Co 63 
Art Steel Sales Corp 83 


General Fireproofing Co., The 52, 53 


Globe-Wernicke Co The 47, 131 
Peerless Steel Equip. Co 155 
Shaw-Walker Co 105, 116 
Yawman & Erbe Mfg. Co 128 
Thumb Tacks 

Graff, Geo. B., Co 130 
Oakville Co. Div. Scovill 161 
Ticket Holders 

Oakville Co. Div. Seovill 161 
Vail Manufacturing Co 99 
Trimming Boards 

Amer. Photo Laboratories 161 
Precise Developments Co. 161 
Type, Typewriter 

Amer. Writing Mach. Stores Div 77 
Ames Supply Co 74 
Shipman-Ward Mfg. Co 137 
Typewriter Cleaning Material 

Amer. Writing Mach. Stores Div 
Ames Supply Co 74 
Clarotype Co 138 
Martens Type Cleaner Co 150 
Mittag & Volger, Ine 157 
Reliance Pencil Corp 149 
Rivet-O Mfg. Co 16: 
Shipman-Ward Mfg. Co 137 


Webster, F. 8., Co 2 
Typewriter Cushion Keys 


Amer. Writing Mach. Stores Div 77 
Ames Supply Co 74 
Peerless Key-Imperial Mfg. Co 152 
Shipman-Ward Mfg. Co 137 
Speed Key Mfg. Co 154 
Speed Products Co 135 
Typewriter Cushion Knobs and Bases 
Amer. Writing Mach. Stores Div 
Ames Supply Co Ce 
Peerless Key-Imperial Mfg. Co 152 
Shipman-Ward Mfg. Co 137 
Typewriter Parts and Tools 
Amer. Writing Mach. Stores Div 7 
Ames Supply Co 74 
Shipman-Ward Mfg. Co 137 
Typewriter Tables 
(See Stands for Offi. Mact 
Typewriters, Mfrs. of 
Royal Typewriter Co 19 
Smith, L. C & Corona Type 
writers 43 


Underwood Elliott Fisher..Back Cover 


Typewriters, Rebuilt and Used 
Amer. Writing Mach. Stores Div 77 
Shipman-Ward Mfg. Co 137 
Visible Systems Equipment 
Acme Visible Records, Inc 51 
Aigner, G. J c g&5 
Art Metal Construction Co 63 
Diebold Safe & Lock Co 112 
Globe-Wernicke Co., The 47, 131 
Master-Craft Corp Div. S.-W 105 
National Blank Book Co 163 
Postindex Visible Files 63 
Shaw-Walker Co 105. 11° 
Sheppard, The ¢ E Co 146 
Victor Safe & Equip. Co 136 
Wilson Jones Co 9] 
Yawman & Erbe Mfg. Co 128 
Wardrobe Racks 
New England Woodworking Co 120 
Vogel-Peterson Co 129 
Waste Baskets 
Art Steel Sales Corp & 
Corry-Jamestown Mfg. Corp 0 
General Fireproofing Co., The....52, 5 
Globe-Wernicke Co., The 47, 131 
Peerless Steel Equip. Co 155 
Shaw-Walker Co 105, 11¢ 
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WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


MECHANIC, all makes Typewriters and Dictating machines; 30 years ex 
perience. Now has own business in Chicago. Desires steady position on 
West Coast or South West. Thoroughly qualified to handle both Sales 
und Service; Good Portable man; 46 years of age and member of Dealers 
Association. D-46 care Office Appliances, Chicago 


EX ECUTIVE—53 years old, with thirty years experience in selling, adver- 
tising and sales promotion work. Now engaged as purchasing agent and 
promotion manager in the middle west Desires to locate as sales or 
promotion manager, either in the middle west or on the Pacific Coast. 
Has worked with both dealer and consumer trade. Has excellent sales 
record, Address D-44, Office Appliances, Chicago 


YOUNG MAN 25 years of age seeking position preferably with wholesale 
or manufacturer. Six years with retail printing and stationery house do- 
ing inside and outside work, purchasing and sales. Draft classification 
iF. Any offers must be permanent. Address D-45, care Office Appliances, 
Chicago 


SALESMEN WANTED 


WANTED—CITY SALESMAN for Office Furniture, Supply and Printing 
Concern, located in the Southern part of Texas. When referring to this 
ad, please state full qualifications, experience, and furnish references and 
photograph if possible. Address R-174, care Office Appliances, Chicago. 


MECHANICS WANTED 


TYPEWRITER AND OFFICE MACHINE MECHANIC. Mostly bench work 
on typewriters. Steady work year round at good wages with long estab- 
lished, financially responsible, concern in good city about 30,000, South- 
eastern Michigan Answer fully, stating age, draft status, experience, 
references. Communications confidential. Address R-173, care Office Appli- 
ances, Chicago. 


EXPERIENCED TYPEWRITER MECHANIC wanted by Royal agency 
steady employment. Must be exempt from draft. Excellent opportunity 
for right party. Location is town offering ideal living conditions 
and moderate living costs. State age, full details on past experience, etc., 
salary desired. Address R-172, care Office Appliances, Chicago. 


MECHANICS WANTED: Typewriter, Adding, Calculating or Dictating 
machine mechanics and inspectors wanted. Salary, commission and travel- 
ing expenses, will pay right man $50.00 to $100.00 per week. Give com- 
plete record in first letter. Reliable Office Equipment Company, Evans- 
ville, Indiana. 


WANTED— Elliott Fisher mechanic. $50.00 per week. Vacations. Dorrell 
Markel Co., 93 S, 11th St., Minneapolis, Minn 


rYPEWRITER AND ADDING MACHINE Mechanic, draft exempt pre- 
ferred, steady, all year round work, inside and out, with drivers license 
Salary $50.00 and commission. Serpico’s Office Equipment Co., Red 
Bank, N. J. 


4 GOOD ALL AROUND typewriter and office machine mechanic with good 
character and ability reference. City of 65,000 population; midwest. Dealer 
for Royal Typewriters and A. B. Dick Mimeographs. Address R-171, care 
Office Appliances, Chicago 


ADDING MACHINE MECHANIC, also Typewriter, Addressograph, Multi- 
graph Mechanic. Good salary. Pruitt Office Machines, 425 N. LaSalle, 
Chicago 


REPRESENTATIVES AVAILABLE 


MANUFACTURERS’ AGENCY in New York with established business 
ilong the eastern coast is in a position to handle an additional line of 
stationery, office furniture or art goods. Will work on commission basis 
or purchase the merchandise, warehouse it and carry accounts Long 
established in the field Address D-42, care Office Appliances, Chicago 


OUTSTANDING WASHINGTON SALES ORGANIZATION has facilities 
for representing established manufacturer Principals Only tox D-43, 
care Office Appliances, Chicag 


igo 


ARE YOU REPRESENTED in Salt Lake City? Successful sales agent with 
many years of experience and well established in Utah seeks a product to 
sell direct to users. Present line practically discontinued because of criti 
cal material. Background enables him to properly represent practically 
iny equipment, system, or supply for office use Top references. Address 
D-47, care Office Appliances, Chic: 






SALES LETTERS 


LETTERS WILL BUILD SALES For years I have built letters that 
pull sales. You need them more than ever now. Send me your data for 
new letters, or unsuccessful letters for reshaping. Particulars on request 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colorado. 





TRADE SCHOOLS 





WEBER TYPEWRITER MECHANICS SCHOOL, A_ simplified Practical 
Homestudy Course. Our students now operating their own business. 
Division 2, Canton, Ohio, 





= 





FOUNTAIN PEN REPAIRING 





ALL MAKES Pens, Pencils, Desk Sets, etc. Repaired—Usually 12 to 24 
hour service. Standard prices. Welty Pen & Repair Co., 38 So. State 
St., Chicago. 





ADDING MACHINE PARTS, TYPE, ETC. 








LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. 
Dehn, Jr., 1648 101ist Ave., Oakland, Calif. 
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FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Ma- 
chines, Dictaphones, Ediphones, bought and sold. Chicago Office Appliance 
Co., 529 8. Wells St., Chicago. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 8rd St., Milwaukee, Wis. 


ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bldg., Milwaukee, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 8S. 11th, Minneapolis, Minn. 


BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. 
All types office machines bought and sold. Fort Pitt Typewriter Co., 644 
Liberty Ave., Pittsburgh, Pa 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli- 
ances, Ine., 826 Broadway, New York City. 


DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American 
Dictating Machine Ce 235 Fifth Ave., New York, N. Y 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Fold- 
ers, Typewriters, Adding Machines. Write for FREE Meney Making Cir- 
cular. Pruitt Office Machines, 527 Pruitt Bldg., Chicago. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in re- 
built Kardex, Acme and International Visible Factograph cabinets, as well 
as other makes. Have available credit authorization equipment in one line 
tube panels, and 5x144 pocket panels, for reasonable prices. Write and tell 
us what Visible Equipment you need or have for sale. Special prices to 
Dealers. E. H. Heineman, 4 N. Eighth St., St. Louis, Mo. 


KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas, 8. 
Nathan, Ine., 548 Broadway, New York. 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer ful! cooperation to 
dealers. Commercial Card System, 135 Grand St., New York City. 


GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoreughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 561 Broadway, New York, N. Y. 


WE ARE INTERESTED in several Library Bureau or Shaw-Walker steel 
tub desks with posting boards. These tubs are approximately 31 inches 
high, 39 inches long, and 23 inches wide outside, and the tub is approxi- 
mately 9 inches deep inside, having an adjustable bottom. The top lifts 
up and drops down in a slot at the back of the tub. Trays are not 
needed We can also use some Y&E, Globe-Wernicke, International, 
Acme and Kardex cabinets in almost all sizes. We can also use some 
Postindex and Kardex book units, as well as Kardex pockets and Kardex 
floor model cabinets, etc. What have you available? Please reply, giving 
omplete details, addressing your letter to P. O. Box 552, St. Louis, Mo. 


FOR SALE Eighteen quarts Sentinel Permanent ink, blue-black and 
mid-nite blue and 2500 (5 cans) Bates No. 1 long Eyelets. Make us an 
offer. M. P. Schlesinger & Co., Greenville, Miss. 








OFFICE APPLIANCES 











PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


Fay D 
Angeles, 
Serial No 








Cornell, Pasadena, and 
Calif Application 
359,070. Granted 


2,311,641. Binder. 
Arnold C. Tolley, Los 
September 30, 1940, 


February 23, 1943 
Crosby, 





2,311,643 Stapling Machine. Stephen A. 
Jackson Heights, N. Y., assignor to Speed Products 
Company, New York, N. Y Application December 29, 
1938, Serial No. 248,331. Granted February 23, 1943 

2,311,678. Autographic Register. Albert W. Metz 
ner, Dayton, Ohio, assignor to The Standard Register 


Ohio Ap 


Ohio, a corporation of 
409,933 


Dayton, 
1941, Serial No 


September 8 


Company, 
plication 





—- February 23, 19 
,TLT. Device for Holding Multiple-Part Forms 
Harold M. Warren, Salt Lake City, Utah. Application 
March 7, 1942, Serial No. 433,706. Granted February 
23, 1943 
,311,718 Receptacle for Cards and Providing a 





Compartment for the Personal Use of Operators. FE) 


wood J. Way, Washington, D. C Application August 
11, 1941, Serial No. 406,444. Granted February 23, 
1943 

2,311,737 Silent Typewriting Machine. Achille 
Colombo, New York, N. Y Application October 18, 


February 23, 194 
Robert H. Eaton, 
per cent to Morris 
twenty-five per cent 
cent to Edward A 
Application January 


February 23 


Serial No. 415,517. Granted 
Coin Conveying Card. 

assignor of fifteen 
A. Galatzan, El Paso, Tex., and 
to Clyde E. Brown and five per 
Schanzle, both of Cincinnati, Ohio 
3, 1940, Serial No. 312,267. Granted 
1943 


1941, 


2,311,810 Chair. Frank Bauer, Milwaukee, Wis., 
assignor to The Milwaukee Chair Company, Milwaukee 
Wis., a corporation of Wisconsin Application, June 8 
1942, Serial No. 446,171 Granted February 23, 194: 

2,311,861 Typewriter Desk. John H. Page, Muske 
gon, Mich assignor to The Shaw-Walker Company 
Muskegon, Mich., a corporation of Michigan Appli 
cation April 4 1941 Serial No. 386,804 Granted 
February 23, 1943 

2,311,866 Combined Typewriting and Computing 
Machine. Henry L. Pitman, Hartford, Conn., assignor 
to Underwood Elliott Fisher Company, New York 
N. ¥ a corporation of Delaware. Application Decem 
ber 30, 1938, Serial No. 248,448. Granted February 
23, 1943 


Swivel Chair Action. Albert M. Schaaf 
assignor to New In liana Chair Company 
Indiana Application August 3, 1942 

Granted February 23, 1943 
Adding Machine Base. Robert O. Buehler, 
assignor to Victor Adding Machine Com 


2,311,875 
Jasper, Ind., 
i corporation of 
Serial No 

2,311,928 


Chicago, UL., 


pany, Chicago, Ill, a corporation of Illinois Applica- 
tion July i0, 1941, Serial No. 401,8¢ Granted Feb 
ruary 23 943 

2,312,142 Stapling Device Morris Abrams and 
George Berger Brooklyn assignors to Arrow 
Fastener Inc., New York N corporation of 


1941 





New York Application January 8, Serial No 

3.580. Granted February 23, 19438 

2,312,190, Loose Leaf Binder. William Pitt, Union 
N. J assignor to Wilson Jones Co., Chicago, Ill i 
corporation of Massacl usetts Applicatior April 2¢ 
1941, Serial No. 390,51 Granted February 2 194 

2,312,269. Setting Mechanism Commodore TD. Ryar 
and Herschel Atherton, Los Angeles, Calif sivnors 
to National Postal Meter Company Inc Rochester 
_ = a rorporation of Delaware Application May 
21, 1941, Serial No 4,518 Granted February 2 
1943 

2,312,302 Card Index System, Filing System, and 
the Like. Martin August Hansen Aamodt, Oslo, Nor 
way; vested In the Alien Property Custodiar Applica 
tion July 8, 1939, Serial No. 285.200. Granted March 
2, 194 

2,312,436 Clip for Writing Boards Harold <A 
Oldham Des Moine wa Application March 28 


Granted 
Drawer. 


2. Serial No. 436,f 


2,312,611 


194 


Filing 


Franci see Calif assignor to M. G. West Company 
San Francisco Calif a corporation of California 
Application April 12, 1941 Serial No IRR 287 
Granted March 2, 1943 

2.312.717 eo Senpanaion File. Frank D. Jonas 
East Willist« signor to Oxford Filing Sup 
ply Co Bre ~Be NN ‘'y a partnership comprising 
Richard A. Jonas, Richard A. Jonas, Jr., Robert P 
Jonas, Frank D. Jonas, and Edward F. Jonas Appli 





cation October 8, 1941, Serial No. 414,063. Granted 
March 2, 1943 
2,312,737 ge agen f Machine. Russell G. Thomp 
} ~~ Y or to Remington Rand In 
N Y. a ameurel ion of Delaware Applica 
tion September 3. 1941, Serial No. 409,363 Granted 
M arch 2, 4 
».742 File Follower Niels Yde Anderser 
K enmore N assignor to Remington Rand Inc 
Buffalo, N. Y a corporation of Delaware Appli 
cation August 1, 1942, Serial Ne 153,264 Granted 


March 2, 1943 
2,312,782 Type Badwir 
Conn assignor to nderwood Elliott 
New York, N. ¥ a corporation of 
tion December 31, 1940, Serial Nx 
March 2, 1943 
2,313,127 ~e ~ e Mechanism William E 
Denison, Chicag Hil signor to Ditto, Incorporated 
Chicago, Tl i corporation of West Virginia Appli 
ation September 2 1939, Serial No. 296,464. Granted 
March 9. 194 
2,313,163 Front Margin Stop Means for 
eating Machines. Morris P Neal , 
assignor to Ditto, Incorporated, Chicago, Tl a cor 
poration of West Virginia Application October 25 
1941 Serial No lf id Granted March 9% 19 
2.313.285 Sortable Multiple Form Joseph Zal 
kind, New York, N. ¥ Application May 1 194 
Serial No 5,058. Granted March 9, 1! 
2 Special are and huneuat Printing 
Mechanism Herbert Browr Detroit, Mic! As 
5 Burroughs sialon Machine Company par 
cl i wporation of Michigar Ap 
1 No 399 R08 


worell, West Hartford, 
Fisher Company, 
laware Applica 
2,607 Granted 








Dupli- 








> 97 418 





t ica 
Granted 





Case Benjamin Stiller, Akron 
April 30, 1941, Serial No. 391,123 


“Key 


“Appl ic ation 


Ohio 
Granted Mz 9, 1943 
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2.31 Loose Leaf Binder Ad h G. Latter York Application September 18, 1941, Serial No 
Milwauk Wis ssignor to Stationers Loose Leaf Granted March le 1943 : 
Company, Milwaukee, Wis 1 corporation of Wiscor Consecutive Numbering Mechanism for 
sit pplication At t 1, 1939, Serial No. 290,11 Calculating Machines. Ernst Vilhelm Nyberg, Stock- 
Grante Ma » 194 Sweden assignor by mesne assignments, to 
2,313,808. Copy and Recording Paper. Harold R Fk miregister Inc., New York, N. Y a cor 
Daltor reaneck “ow tergen County N J ion of New York Applic ation September 25, 
Applicatior 24 1941 Serial N 380,617 1937, Serial No. 165,775 Granted March 16, 1943 
Granted Mar 204 Loose Leaf Binding Device. Manuel 
9 ? Fontecilla, Dayton, Ohio Application December 15, 
Ple $e oe a Martine ae r: aro 1941 Serial No, 423,096 Granted March 16, 1943 
Per erong oes Sorienakiiden “ei i ee Ase ‘- 2.314.243. Sheet Magazine and Feeding Device 
a hae ah Serial No. 948.009. Granted for Typewriting Machines. Charles W Potter 
Man 104 : ‘ icmp Walt! Mass., assignor, by mesne assignments, t 


M h lf } 
2 +982 Accounting Machine Paul H. Williar 
Daytor Ohio § The National Cash Regist« 
rporation of Marylar 


Company Daytor Oo " 
Application June 4 38, Serial No. 211,8 Granted 
March 1f ’ 

2,314,121 Filing Equipment Daniel A. Brennar 
leceased, late of Chicago, Ill by Elmer L. Zwickel 
executor Chicago Il assignor to Acco Products 
Inc., Long Island City, N. Y., a corporation of New 





Waltham, Mass., a cor 
of Massachusetts Application August % 
351,984 Granted March 16, 194 
DESIGN PATENT 

Design for a Garment Rack. 


Atlant Rigister Company 


10. Serial No 


Raymond A 


agnuson, Chicago, Tll., assignor to R, A. Magnusor 
4. Magnuson, and Evelyn Peterson, co-partners, doing 
busi as Vogel-Peterson Co., Chicago, Ill. Appli 


ation May 27, 1942, Serial No. 107,020. Granted 
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CORPORATION REPORTS AND 
FINANCIAL NOTES 





Addressograph-Multigraph Corporation and Canadian Subsidiary, exclud- 
ing English and European subsidiaries—Six months to January 31: net 
profit, $546,349, equal to 72 cents a share, against $652,259 or 87 cents 
a share in similar period of previous year.—(New York Times, March 17.) 


Barber-Ellis of Canada, Ltd., stationery manufacturers with plants in 
Toronte and Brantford, Ont., in the year ended December 31, 1942, had 
net profit of $64,702, equal after regular preferred dividend requirements 
to 38 cents a share on 44,000 common shares of $10 par value out- 
standing. This compares with net profit of $49,294 or $1.02 a common 
share in the previous year. The balance sheet as at December 31, 1942, 
shows current assets of $996,528 and current liabilities of $285,109, 
leaving net working capital of $711,419 compared with $696,449 at the 
previous year end.—SJL. 


Dennison Manufacturing Company and wholly owned subsidiaries—For 
1942: Net profit after provision for income and excess profits taxes in 
amount of $1,702,316, was $639,990, equivalent to 91 cents a common share, 
compared with $816,917, or $1.39 a share, in 1941. Net sales of $17,223,336 
last year were largest in company’s history, comparing with $16,543,344 in 
1941. According to report, post-war refund portions of Federal and Canadian 
income and excess profits taxes in amount of $155,811 are included in net 
profit for 1942. (New York Times, March 23.) 


Dictaphone Corporation and subsidiary—For 1942: Net profit, $528,151, 
including a deduction ef $1,275,729 for Federal and foreign income and 
excess profits taxes after a post-war refund of $107,400, and after a reserve 
of $230,000 for contingencies. This is equivalent to $3.55 a share on the 
common stock, and compares with $574,750, or $3.96 a share on the com- 
mon stock in 1941, when Federal and foreign taxes amounted to $782,514. 
(New York Times, March 23.) 


Directors of the General Fireproofing Company, Youngstown, O., have 
voted a 25-cent dividend on common stock to holders of record March 
20, payable April 1. The regular preferred dividend of $1.75 was declared, 
with the same dates applying. The common dividend is the same as 
that for the first quarter of 1942, and compares with a dividend of 50 
cents for the fourth quarter of 1942.—AK 

in a letter to stockholders of the Globe-Wernicke Co., accompanying the 
annual report (see March issue), J. 8. Sprott, president of the company, 
said: 

“Practically the entire resources of the Globe-Wernicke Co. are devoted 
to the vigorous prosecution of the war. Recently we completed several im- 
portant orders as sub-contractors for other war plants. We are manu- 
facturing airplane parts and this work is being rapidly expanded. In addi- 
tion, we are making a large amount of office equipment, supplies and 
accessories which are absolutely indispensable in speeding up war work 
ind the flow of urgently needed materials. Several hundred workers will 
be added during the next few months. At the present time, our payroll 
is the highest it has been in the history of the company. 

“Due to war conditions and the production demands made upon the 
company, it has been necessary for the Research Department to investigate 
new products and materials which might be substituted for those used 
in the past 

“Our advertising is not being curtailed, because conditions are changing 


so rapidly it is necessary to keep business and industry informed. Prac- 
tically every activity of government and business depends upon the 
facilities to make records and preserve them for ready reference. We will 


continue to do everything possible to provide materials and products 
needed for the armed forces, war plants and other business concerns.” 

The Globe-Wernicke Co. was established sixty years ago and is one of 
the largest and oldest manufacturers of office equipment and supplies 
which are sold by dealers in every important city and town in the United 
States, as well as in foreign countries. The company continues to receive 
foreign business although not in as large volume as in the past. However, 
plans are made to take advantage of any development that will increase 
export orders. 

International Business Machines Corporation is ‘‘substantially’’ engaged 
in war production, Thomas J. Watson, president, said yesterday in report- 
ing reduced net earnings for 1942. In his annual report, Mr. Watson said 
the company’s research and engineering departments “in addition to 
fullfilling our obligations to the government, are carrying on improvements 
in our products as well as developing new inventories for the postwar 
period The company’s net profit for 1942 amounted to $8,679,755, or $8.77 
a share, compared with $9,844,633, or $10.44 in the preceding year. Sales 
rose to $90,701,265 from $62,928,975 in 1941, while taxes increased to $18,- 
240,000 from $9,200,000. Included were $12,998,000 in excess profits taxes, 
after a deduction of $1,464,000 for postwar credits. International Business 
Machines set aside $1,500,000 against postwar adjustments, compared with 
$500,000 for that purpose in 1941, the report disclosed. (Chicago Sun, 
March 24.) 

Marchant Calculating Machine Company—For 1942: Net profit after 
$1,589,967 provision for Federal income and excess profits taxes was 
$745,991, equal to $3.29 a share, compared with $926,844 or $4.09 a share 
after $1,269,659 tax provision in 1941 Report does not include 1942 net 
profit of $3,604 (Canadian) earned by wholly owned Canadian subsidiary, 
Marchant Calculators, Ltd., which had net profit of $9,561 in 1941. Report 
ittributes this decrease to reduction in sales volume resulting from gov- 
ernment restrictions. (New York Times, March 1943) 


L. C. Smith & Corona Typewriters, Inc., and subsidiaries, three months 


ended December 31, 1942; net income $255,283, after taxes and charges, 
equal after preferred dividends to eighty-five cents a share on 276,237 
common shares; preceding period $2,451; year ago $266,439 and eighty- 
nine cents a share on common. (New York Sun, March 19.) 


The thirty-third annual report of the Underwood Elliott Fisher Company 
covering 1942 shows consolidated net income of $2,234,079.13 compared with 
$3,740,088.96 for 1941, after provision for depreciation, all taxes, reserves 
and other charges. This is equivalent to $3.04 per share on 734,300 shares of 
outstanding common stock, compared with $5.09 per share for 1941. Federal 
taxes for the year, not including social security taxes, amounted to $4,248, 
875 before post war refund amounting to $280,000. Cash was $9,202,904.10 
on December 31, 1942, compared with cash and equivalent of $6,721,986.22 on 


December 31, 1941. Net current assets also showed a gain, the figures being 
$20,679,720.84 at the end of 1942 compared with $18,087,136.69 a year earlier. 
Much of the company’s activities are devoted to war production, and 


Philip D. Wagoner, president, 1942 was an unprecedented 


one in the company’s history. 


reported that 
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RIBBONS AND CARBONS. Small items of vital 
importance in the war economy. Without them type- 
writers and many other office machines would be ren- 
dered hors de combat. Without office machines, the war 
production program and the efficient function of mili- 
tary forces would be substantially impaired. In conse- 
quence, the ribbon and carbon industry was declared 
essential several months ago. On the eight pages from 
13 to 20, manufacturers and dealers offer suggestions for 
fitting into the pattern for distributing these “war neces- 


sities.” 
* 


MANUFACTURERS’ REPRESENTATIVES, Short- 
ages, curtailments and alternates have changed the 
activities of manufacturers’ salesmen. In a pertinent 
article on page 12, a dealer makes some interesting sug- 
gestions, including the idea that these salesmen become 
primarily dispensers of up-to-date information on mer- 
chandise availability, character, etc. 


* 


OVERHEAD. Here is one of the most perplexing, 
yet one of the most important problems of the office 
supply dealer today. Do you figure overhead the same 
as you did before the war? Do you still figure it on a 
yearly basis? Do you figure it at all? Wrong overhead 
calculations can turn profit into loss, but it will be 
easier to avoid mistakes if you read Fred Merish’s in- 
formative analysis of the subject on Page 26. 


* 


“PACKAGED OFFICES.” Are they to be a factor 
for dealers to consider in looking to the future? In any 
event, the modern office after the war will look a great 
deal different than the office you are accustomed to plan 
and sell equipment for. The subject is one to think 
about, and Alice F. Funken does some of the think- 
ing in type in her article on “Offices of the Future,” on 


Page 30. 
* 


“UNITIZED” OFFICE OPERATIONS. More about 
how factory methods have provided the key to increas- 
ing efficiency in the General Electric office, Nela Park, 
Cleveland. And more details of the much talked about 
“Stricker Plan” as outlined by Frank Blumer. Turn to 
Pages 22 and 23. 

* 


THE POST-WAR PICTURE IN THE OFFICE 
APPLIANCE FIELD. A new and important feature 
which will be continued as often as possible. Views by 
two well-known sales executives are included in the 
initial glance at the picture. Read them on Page 21. 


* 


TYPEWRITER PROCUREMENT. Campaign speeds 
forward on several fronts. Dealers, manufacturers, gov- 
ernment officials and school officials get behind the drive 
with new material. Are you up-to-date in the drive? 
You can be—easily—by reading the important messages 
on Pages 24 and 25, including the special article written 
for OFFICE APPLIANCES by Irving R. Ritchie, sales 
manager of the typewriter division, Addressing Machine 
and Equipment Company, New York. 











(Background photograph courtesy Atchison, Topeka & Santa Fe Railway Company.) 


N.S.a. Jrouponrs Jake the Jral 


First stop, San Antonio, Tex. Then Kansas City, Mo.; Denver, Colo.; Los 
Angeles and San Francisco, Calif.; Portland, Ore.; Minneapolis, Minn.; 
Chicago, Ill., and Detroit, Mich. Carrying out the program of the general 
manager, which this year sounds a high patriotic note, these men contribute 
generously of their time and talent for the benefit of stationers attending the 
scheduled meeting:. Top row, left to right: Charles P. Garvin, general man- 
ager of the National Stationers Association; J. E. Conlon, Rockwell-Barnes 
Company, and Roy E. Wells, Art Metal Construction Company. At the lower 
left is E. B. Healy, NSA president. 
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ESSENTIALITY 


The Trade Journal of the Office Euipment Industry 





OF INDUSTRY 


A HEADLINE TOPIC AS NSA 
OPENS REGIONAL MEETINGS 


WINGING into a comprehensive nation-wide 

wartime program of district conferences, the 
National Stationers Association in co-operation 
with dealers and manufacturers faces a discus- 
sion of one of the most important subjects now 
before the industry—its essentiality in the war 
effort. 


Indications that this topic will come to the 
forefront at each of the nine regional gather- 
ings now listed on the calendar of industry 
activities (See Pages 60, 62, 64 and 66) comes 
from leading figures who will take part in the 
discussions. 


In the March issue and on numerous previous 
occasions, OFFICE APPLIANCES pointed out the in- 
dispensability of office equipment and supplies 
in the successful prosecution of the war, and the 
degree of response to this opinion clearly shows 
the attitude of trade members. 


For example, A. R. Skibbe, vice-president in 
charge of sales of Associated Stationers Supply 
Company, Chicago, after receiving the March 
issue, wrote: 


“It is both encouraging and refreshing to note 
the definite stand your organization has taken 
as brought to my attention by your front page 
editorial, ‘Office Equipment is “Essential’’.’ This 
pertinently presents the facts relative to what 
our position in wartime economics should be. 


“T am hopeful that enough trade members 
will take this subject to heart and discuss it 
thoroughly at forthcoming regional meetings so 
that it starts an industry trend. I am a great 
believer in ‘trends’ and the accomplishments 
that can be attained thereby.” 

This statement is seconded by many others in 
the manufacturing and distributing phases of 
the industry who emphasize additional reasons 
why office products are vital in the war effort. 

Frank W. Hughes, secretary of the Automatic 
Pencil Sharpener Division of Spengler-Loomis 
Manufacturing Company, interjects the thought 
that “the essential nature of office appliances of 
all kinds makes them one of the most potential 
opportunities for saving manpower,” and he con- 
cludes by commending OFrricE APPLIANCES for 
its March editorial which, he says, is definitely 
“a step in the right direction.” 


Portions of Industry Declared “Essential” 


In a broad view discussion of the essential 
character of the industry, it should not be over- 
looked that certain of its important segments 
or divisions already have been declared neces- 
sary to the war effort by the government. Thus, 
on Page 13 it is to be noted that inked ribbon 
and carbon paper producers, who comprise “an 
industry within an industry,” were listed as 
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essential by the War Manpower Commission as 
long ago as last November. 

It is becoming increasingly worthy of com- 
ment, however, that the industry as a whole has 
received no such recognition in spite of the fact 
that it is agreed that a definite announcement 
of “essentiality” would be highly desirable to 
enable manufacturers, distributors and dealers 
to attain and maintain a maximum of operating 
efficiency. 


Priorities Indicate Essential Character 


Since it is true that the greater percentage of 
office supplies and equipment is sold on a pri- 
ority basis, and since it is self-evident that the 
very granting of priority ratings on any product 
by the War Production Board immediately 
stamps that product as directly or indirectly 
necessary in the war program, failure of the 
government to make a definite announcement 
of the essential character of the entire industry 
has only added to a condition of suspense and 





OFFICE APPLIANCES 


confusion that can add nothing to the war effort. 

Meanwhile, priority orders themselves con- 
tinue to be the subject of misunderstanding and 
misinterpretation despite efforts of government 
agencies to clarify rules and regulations. The 
NSA, Wood Office Furniture Institute and other 
organizations and individuals have endeavored 
to make rulings clear wherever possible, but the 
fact remains that much of the confusion has 
the underlying yet primary basis that most 
people in the industry have not yet been advised, 
officially, whether the work they are doing is 
essential to winning the war. 

Judging from what has resulted from con- 
certed action in other fields, the office appliance 
industry can well further its own cause by bring- 
ing the true and complete facts concerning its 
activity as directly related to the war to the 
attention of the proper government authorities 
in an effective and conclusive manner and as 
soon as possible. Government officials have 
proved receptive to appeals based on sound facts. 


A Dealers Idea for 


MANUFACTURERS’ 


By GIL ALMUSIN 


Office Equipment Department 
Manager, 


ANY lines have been written 
about sales helps and ideas 

for the promotion of sales, but I 
don’t recall seeing, hearing or 
reading about the idea which I 
am about to discuss in this article. 
Naturally, manufacturers’ rep- 
resentatives are interested in 
helping customers produce a large 
volume of sales and will spend 
many hours a year to help them 
by personal assistance whenever 


University Co-operative 
Madison, Wis. 


How often, after 


REPRESENTATIVES 


ority” or on an “allotment” basis 
it is hard for the dealer to “keep 
up” with all the various lines and 
changes that affect each. New 
supplements of catalogs and new 
circulars are arriving constantly 
in the mail, and with the press of 
business, especially in the defense 
areas, they are overlooked, hastily 
filed away, misplaced and forgot- 
ten. 

Ideas worth hundreds of dol- 
lars to the dealer and manufac- 


Company, 


the salesman 


possible. Pep meetings, educa- 
tional instructions, advertising has left, have I wished that I had turer are lost for these reasons, 
helps and personal calls are thought to ask for information and a smart salesman, realizing 
gladly participated in and favor- that was needed. Today, with this, can make himself the man 

many __ articles discontinued, of the hour by a little help in 


able results are obtained. 

These activities are the “stock 
in trade” for the salesmen calling 
on the dealers. But I believe, from 
my personal experience as a 
dealer, that one great help and 
one that would be very much ap- 
preciated by the dealers is for- 
gotten or overlooked by most 
salesmen on their regular calls. If 
I were back calling on the trade, 
I would make sure that dealers’ 
catalogs, supplements, circulars 
and discount sheets were up-to- 
date. My first thought upon call- 
ing on any dealer would be to take 
time te sit down with him and 
give him all the information that 
was pertinent and helpful. 


“sold out,” “frozen,” on “high pri- 





arranging the catalogs and sheets. 
After all, most salesmen would 
be only too glad to help in this 
way, if it were only brought to 
their attention. This idea has real 
merit, I believe, and should be 
studied by sales managers, ex- 
plained to the men, and then 
logically bolstered with catalogs 
that are kept up “to the minute.” 

This idea will also eliminate 
telegrams, phone calls, and reams 
of letters for information con- 
tained in some forgotten supple- 
ment. All of which will lessen the 
strain on overcrowded wires and 
postal service already burdened by 
our war effort. 
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SPECIAL RIBBON AND CARBON SECTION —8 PAGES 





VITAL IN THE WAR EFFORT 


—THE INKED RIBBON AND 


* 


NE of the reasons for the es- 

sential wartime character of 
the office supply and equipment 
industry as a whole is the vital 
part being played by inked ribbon 
and carbon paper products in the 
war effort. 

Ribbon and carbon manufac- 
turers, comprising as they do an 
industry within an industry, sup- 
ply materials which are a small 
but indispensable link in the com- 
munications systems governing all 
industrial and military activities. 

As long ago as last November, 
John J. Corson, chief of the indus- 
trial and agricultural employment 
division of the War Manpower 
Commission, advised George Link, 
of the Carbon Paper and Inked 
Ribbon Association, that the in- 
dustry had been placed in the “es- 
sential” classification. He wrote: 

“This supplements my letter of 
August 11 in which I indicated to 
you that your request to consider 
the manufacture of inked ribbon 
and carbon paper as an essential 
activity would be called to the at- 
tention of the Essential Activities 
Committe of the War Manpower 
Commission. 

“The committee has very care- 
fully reviewed your recommenda- 
tion and has decided to classify 
your industry as an essential ac- 
tivity. It will be placed on the es- 
sential list under the _ group 
entitled Production of Industrial 
and Agricultural Equipment.” 

What ribbons and carbon paper 
mean in the war program is 
vividly outlined in information re- 
ceived from the F. S. Webster 
Company, Cambridge, Mass. 

Speaking of the North African 
invasion, for example, it is pointed 
out that it meant months of 
planning and preparation, and the 
greatest armada in history would 
have been impossible without the 
careful co-ordination of all forces. 
Because “you can’t bark orders at 
150,000 men,” it is clear that 
through intelligence reports, quick, 


CARBON PAPER INDUSTRY 


accurate instructions were given 
to every officer and every man— 
based on definite decisions and 
policy laid down by the general 
staff. 

Carbon paper and inked ribbons 
are a vital part of communications 
for use in typing long range plans, 
for sending staff communications 
by teletype, and -for recording 
minte-by-minute developments in 
the field by typewriter for staff 
orders and instructions. 

As an example of bad communi- 
caitons, the Battle of Jutland is 
cited. There the British fleet out- 
numbered the Germans two to one 





Industry War Facts 


e More than eighty per cent 
of all inked ribbon and carbon 
paper products go to essential 
war users. The national aver- 
age for all industry production 
is reported to be fifty per cent 
war and fifty per cent civilian. 
e The War Production Board 
has indicated the essentiality 
of the industry by giving it 
priority on vital materials 
such as combed cotton yarn, 
imported ribbon fabric and 
carbon paper ingredients. 

e The industry has eliminated 
strategic materials wherever 
possible. For example, seventy 
per cent of the steel used in 
typewriter spools has been 
saved by replacing’ spool 
flanges with a fibre composi- 
tion. The yearly steel con- 
sumption of the industry has 
been cut to 1,000 tons. 

e The industry employs ap- 
proximately 2,000 factory 
workers. Of these ten per cent 
are essential to the continued 
production capacity of the 
plants because of the years 
it has required to train them 
in key positions. They include 
production managers, service 
managers, chemists, depart- 
ment foremen, coating ma- 
chine operators, inking ma- 
chine operators, ink grinders, 
slitting machine operators and 
paper cutters, all of which 
jobs require great skill and 
experience. 











* 


but was divided because Admiral 
Beaty failed to “get through” his 
position to Admiral Jellicoe. Thus 
it was impossible to smash the 
German fleet. 

In all governmental activities, 
ribbons and carbon paper must be 
available. Three million federal 
employes could not function with- 
out them. In war financing op- 
erations—even in the issuing of 
War Bonds—typewriters must be 
used and copies made. Checks are 
typewritten vouchers duplicated 
by carbons. Loans must be re- 
corded in detail. 

Also, it is is emphasized that 
the press and radio could not op- 
erate properly without ribbons 
and carbons, this applying to the 
writing of the news and to its 
broadcasting and publication. 

These two products are in such 
general use and are available at 
such small cost that without con- 
sideration one might get the no- 
tion that they are inconsequential 
items in the office equipment in- 
dustry. Quite the contrary is true. 
The ribbon puts the typewriter 
and other office machines into 
function. Use of carbon paper ex- 
tends the function of the ma- 
chines through manifold copies, 
duplicator master sheet: prepara- 
tion, etc. It is probable that noth- 
ing used in the office gives such 
return for the purchase price. 

But the trade knows the story 
of how inked ribbons and carbon 
paper are integral operating units 
of typewriters, duplicating ma- 
chines, tabulating machines, reg- 
ister roll machines, adding and 
accounting machines, teletypes, 
time clocks, adressing machines 
and other types of office equip- 
ment. The purpose of the feature 
on the following pages, therefore, 
is not merely to re-emphasize 
the position of ribbons and car- 
bons in the office equipment field 
but to outline the wartime situa- 
tion today as it affects these 
products, 
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DEALER-PRODUCER CO-OPERATION 


LTHOUGH, generally speak- 
A ing, the manufacturer of 
carbon papers and inked ribbons 
has been unusually fortunate in 
not being adversely affected by 
serious shortages of materials, 
there can be no definite assurance 
that this peculiarly favored posi- 
tion will continue for the duration. 
However, there are no immediate 
indications that anything of a 
serious curtailment nature is in 
the immediate prospect and we 
expect to be able to continue along 
with qualities and grades quite the 
same as has been the case in the 
past. 

Naturally, there are delays and 
conditions that at times prevent 
giving the customary delivery 
service. Dealers can assist in this 
respect by making periodic and 
careful checks of their stocks of 
carbon papers and inked ribbons 
to make sure that those items 
that are running low can be re- 
ordered before they become ex- 
hausted. This is important not 
only because of conditions as they 
may exist with the manufacturers, 
but because all forms of transpor- 
tation service are operating on a 


much slower basis resulting in 


just about twice the amount of 
time required for shipments to 
travel from shipping points to des- 
tination. 

In speaking about maintaining 
ample stocks, we should inject a 


RIBBON-CARBON MAN 


RIBBON and carbon man is 

an optimist at heart. Even 
today with many businesses cur- 
tailed, converted or concentrated, 
with goods rationed and enter- 
prises folding up all around him, 
his mind sees only the booming 
war industries, the new construc- 
tion jobs and the fast changing 
world of new buyers and new ma- 
chines using ribbons and carbons 
of various kinds. He sees compe- 
tition as strenuous as ever, but he 
sees good orders too for the ribbon 
and carbon business is one that 
automatically adjusts itself to the 
swing from peace to war business. 


Ribbon and carbon men serve 
all businesses—large and small, 
war and peace, government and 


By WILBUR W. LENZ 


Secretary, 
Codo Manufacturing Corporation, 
Coraopolis, Pa. 


o 


word or two of caution to the 
dealer so that he will be careful 
about items of inventory carried 
for certain special accounts. Many 
firms are changing their entire 
systems, which means that carbon 
papers and inked ribbons formerly 
used now are of incorrect specifi- 
cation. Raw materials tied up in 
such dead stock would, of course, 
be of ever so much more value if 
available for making up those 
items that are moving with regu- 
larity and in volume. 


Return Empty Spools 


The ribbon spool situation has 
been one of our more serious prob- 
lems and we advocate that deal- 
ers extend every reasonable effort 
to obtain the return of empty 
spools from their customers. These 
spools could then be accumulated 
and returned to the ribbon man- 
ufacturer who, of course, can 
make very good use of them in 
filling new orders. Typewriter 
spools are rather fragile. When re- 
turns are made, care should be 
taken in the packaging so that 
the spools arrive at the manu- 


By H. B. HOLMES 


Eastern Sales Manager, 
Columbia Ribbon & Carbon 
Manufacturing Company, 

Glen Cove, N. Y. 


& 


civilan—as one goes down the 
other goes up. His business is still 
good, if deliveries are sometimes a 
bit slow. He is in an essential 
industry—for how long could the 
war effort or the civilian economy 
last without ribbons and carbons? 
So apart from an_ occasional 


facturer’s plant in usable candi- 
tion. 

Another thing that should be 
given increasing important atten- 
tion is the matter of priority rat- 
ings on orders. We manufacturers 
have been obliged to use priorities 
in obtaining certain raw materials 
and supplies. There is a definite 
tendency towards an increase in 
these requirements, so we, in turn, 
must ask all dealers to help in 
every way in getting priority rat- 
ings. We realize many orders are 
for small quantities, but try to get 
priority ratings in every possible 
case. Although the dealer does 
not reorder for stock exactly as 
sales are made, yet these priorities 
can be accumulated over a ninety- 
day period and grouped so as to 
apply against purchases from the 
manufacturer. 

Last, but far from least, we 
strongly advocate that the dealer 
extend important efforts to the 
sale of the top qualities in carbon 
papers and inked ribbons. Top 
qualities produce more results per 
unit which simply means that ma- 
terials that probably will become 
increasingly scarce will go farther 
in producing results. This not only 
helps the situation from the man- 
ufacturer’s standpoint, but is also 
valuable to the dealer because he 
invariably has better-satisfied cus- 
tomers and his margin of profit 
on the quality items is higher. 


AN OPTIMIST 


thought of his own personal rela- 
tionships with Uncle Sam, the rib- 
bon and carbon man is bound to 
be an optimist. He has had every 
right to be, and every reason to 
be thankful. 

Frankly, we don’t think he’s far 
wrong. It is true he may not real- 
ize how many obstacles his factory 
has hurdled or otherwise circum- 
vented, and how many more prob- 
lems are still unsolved. There are 
many and no one knows how 
many more are still to come into 
the horizon in Washington. 

Despite these problems and un- 
certainties, we of the ribbon and 
carbon industry know the value 
of pleased customers and that 
heaven and earth should be moved 
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if possible to serve those who have 
supported us. 

The impact of the war program 
on the ribbon and carbon indus- 
try has so far been considerable 
in many respects and it will likely 
be more severe in the months to 
come. Nevertheless, the industry 
is proud to have kept one jump 


CARBONS 


ODAY the carbon and ribbon 

industry plays a vital part in 
our war effort. Both carbon paper 
and inked ribbons are essential 
for successful organization and 
communication in modern war- 
fare. Almost every detail in plan- 
ning and execution, from civilian 
and government supply in the 
United States to the farthest 
reaches of the world-wide battle 
fronts, are dependent upon typed 
communications using carbon 
paper and inked ribbons. 


In addition to doing its full 
share for the successful prosecu- 
tion of the war, the industry also 
serves efficiently and well in meet- 
ing civilian demands, which are 
now greater than ever. Although 
civilian requirements properly 
come second and will continue to 
be supplied only after the require- 
ments of the armed forces are 
met, there is every indication that 
sufficient quantities of these vital 
products will be available to every- 
one. 

Considering carbons and ribbons 
as a whole, the effect of the war 
has perhaps been less drastic than 
in almost any other industry. 
Numerous government regulations 
have been promulgated, curtailing 
certain raw materials and elim- 
inating some merchandising prac- 
tices current before the war. How- 
ever, carbon and ribbon manufac- 
turers have shown great initiative 
and ingenuity in streamlining and 
adapting their operations to war- 
time conditions. This has been 
done while maintaining quantity 
and quality of production. As a 
result, civilian merchandising 
operations, particularly through 
dealers, continue to account for a 
large proportion of the total sales. 


What is the outlook at present 
for carbon and ribbon dealers? 
What factors in our war economy 
will affect their business and their 
merchandising operations? It is 


ahead of the hounds and danger- 
ous as it is to prognosticate, we 
feel that ribbons and carbons are 
a good bet to survive in the long 
run, the short run, war, peace, 
or come what may. 

As the raw material and the 
manpower situations become more 
stringent, however, your sympa- 
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of course difficult at any time to 
prophesy tomorrow’s conditions 
accurately, and today, the future 
is doubly uncertain. However, 
trends pointing to changing mer- 
chandising and marketing condi- 
tions are evident and can well be 
used as a guide. 


Challenge and Opportunity 


At this time, the modern aggres- 
sive dealer has an unusual chal- 
lenge and opportunity. On the one 
hand he is challenged to gear his 
operations to a business picture 
in which the manpower shortage 
is pronounced. This shortage has 
been noticed particularly in the 
carbon and ribbon industry since 
so great a proportion of its sales 
organization was made up of 
younger men. Yet, in many sec- 
tions of the country, dealers are 
finding women make not only 
satisfactory, but excellent sales 
representatives. The opportunity 
to maintain full sales staffs in this 
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thetic understanding and patient 
indulgence may be asked. If a 
certain ribbon spool is not avail- 
able or if a sheet of carbon paper 
must be used twenty-five times in- 
stead of twenty, your co-operation 
will be appreciated. It will mean 
better business today and better 
friends tomorrow. 


AND RIBBONS AT WAR 


way is an opportunity the aggres- 
sive dealer will explore. 

Direct mail selling is another 
factor entering strongly into 
dealer operations. The rubber 
shortage, gasoline rationing and 
the necessity for the dealer to re- 
main in his place of business more 
has forced many to rely to a 
greater and greater extent on 
direct mail. 


For some time, it has been 
stressed that carbons and ribbons 
can be sold successfully by mail. 
Dealers throughout the country 
are proving to themselves that 
this statement is a fact. 

The war has curtailed the ac- 
tivities of many salesmen who 
traveled out of a large city sell- 
ing large accounts at retail over 
a wide territory. This restriction 
on traveling offers an opportunity 
for the small-town carbon and 
ribbons dealer to break in and 
secure accounts in his territory 
which he has never been able to 
sell before. He is able to offer 
efficient, personal service and can 
well cash in on his chance to sell 
his home-town prospects. 

Another factor which is working 
to increase the volume of carbons 
and ribbons sold by dealers is the 
rapid aging of typewriters with- 
out the possibility of replacing 
them. This condition is already 
being noticed in the carbon and 
ribbon industry since both carbon 
paper and typewriter ribbons last 
a much shorter time than for- 
merly, due, of course, to the 
hardening of typewriter platens 
and various other minor defects 
in the machines in use. 


The Ribbon Spool Problem 


With regard to carbons and 
ribbons themselves, what can the 
dealer look forward to? First, it 
is now plainly evident to everyone 
that the critical spool situation 
will grow worse before it gets 
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better. It will be up to the dealer 
to, (1) educate his customers 
on rewinding the ribbons from 
wooden cores to the metal spools 
on their typewriters, (2) give them 
service on rewinding if he deems 
it advisable, and (3) build a stock 
pile of spools for himself to use 
in rewinding ribbons and servicing 
his accounts. 

The elimination of packaging 
frills is already well under way. 
The popular ribbon can is of 
course out for the duration. How- 
ever, manufacturers have devel- 
oped most attractive pasteboard 


GO FORTH AND TEACH, 


VERY so often you hear some- 
one quote the time-worn 
phrase, “A chain is no stronger 
than its weakest link.” Time-worn 
to be true, but containing a per- 
tinent truth, especially these days. 
Consider for a moment the vari- 
ous “weak links” that permeate 
our gigantic war production pro- 
gram and then ask yourself this 
question, “Can I use my kKnowl- 
edge of inked ribbons and carbon 
papers to further the production 
of war materials?” The answer is 
obvious—you most certainly can! 
The improper use or misappli- 
cation of materials is one of these 
“weak links” that hampers pro- 
duction and although inked rib- 
bons and carbon papers are com- 
monplace items, they surprisingly 
enough, are often used improperly. 
In recent months I have had 
occasion to visit a large number 
of busy war plants and as a result 
had the opportunity to observe 
many of these common misuses 
of ribbons and carbons — heavy 
inked ribbons doing a messy job 
on elite type typewriters — oper- 
ators of Noiseless typewriters 
using carbon paper made for the 
regular hammer-blow typewriter 
—specifications being typed twice 
to get the required twelve copies 
—typewriter carbon being used 
when either pen or pencil carbons 
were needed. These are a few of 
the common mistakes that are 
happening in the use of these 
supplies . . . and such mistakes 


cause production delays. 

You, as a carbon paper and 
inked ribbon dealer, can help tre- 
mendously in eliminating such 
errors of usage. You are a special- 


box substitutes which not only are 
pleasing to the eye, but protect 
the ribbons equally as well as the 
former cellophane and can. As 
times goes on, it may be neces- 
sary to cut down on the many 
kinds of carbons supplied and 
perhaps to eliminate unusual and 
little needed colors and finishes. 

The use of substitutes, many of 
which have proven better than 
the original material, is well ad- 
vanced. Many pigments, dyes, 
fabrics, and papers, used by the 
carbon and ribbon industry be- 
fore the war, are essential to the 
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ist, Mr. Dealer, so why not put 
this specialized knowledge to 
work? Tune up your merchandis- 
ing methods to the war tempo... 
take it upon yourself to see that 
your customers use the correct 
ribbon or the correct carbon for 
each particular job. 

This idea is not new, but re- 
member that many employees in 
war plants and offices are new! 
Many of them are inexperienced 
in the proper application of these 
items and as a result they assume 
that a ribbon is a ribbon and any 
piece of carbon paper will do the 
required job. They need to be 
educated in this respect and who 
is more qualified to be the teacher 
than you, Mr. Dealer? 


Stop Stenographic Time 
Wasting 


Think of the time wasted by a 
stenographer who is forced to 
clean her typewriter type several 
times a day simply because she is 
using a heavy inked ribbon when 
She should have her machine 
equipped with a medium or light 
inked ribbon . . . ten minutes or 
so for the cleaning job and often 
another five or ten minutes passes 
while she washes her hands after 
finishing her dirty task. Con- 
sider the typist who is using a 
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war effort. But the industry’s 
chemists and technicians have 
proven equal to the challenge, 
have developed new formulas, pa- 
pers, and ingredients to do the job. 

Because of this advanced re- 
search and the adaptation of the 
industry to changing conditions, 
carbon and ribbon dealers can 
look forward to adequate supplies 
of good quality merchandise. If 
the dealer in turn gauges his car- 
bon and ribbon operations in line 
with war market conditions, there 
is every reason to believe he will 
be able to carry on successfully. 


MR. SPECIALIST 


carbon paper much too soft for 
her needs. When she makes that 
occasional typing error it requires 
twice as long to erase the error 
on the copy because of the exces- 
sive deposit of carbon. Insignifi- 
cant things, perhaps, but in their 
entirety they are “weak links” 
that cause a waste of countless 
hours of production and help de- 
lay the victory. 

Yes, you can merchandise your 
inked ribbons and carbon papers 
by putting your knowledge of 
these supplies to use. Explain to 
the purchasing agent or buyer 
the many misapplications of rib- 
bons and carbons and get his per- 
mission to survey his needs. Since 
you already have his business he 
will realize that you are making 
an honest effort to ferret out pro- 
duction holdups and not trying to 
purposely increase his purchases. 
Keep an accurate chart of the 
various mistakes discovered, how 
they can be corrected and an esti- 
mate of the number of hours that 
will be saved through the correc- 
tion of these misuses. Present 
your report to the purchasing 
agent and not only will he be 
amazed but extremely grateful. 
After this procedure has been fol- 
lowed, step out and tackle some 
accounts you are not selling. Your 
charts or reports of past per- 
formances will prove powerful 
sales weapons and will aid greatly 
in the transformation from pros- 
pect to customer. 

It also goes without saying, that 
if you render this service con- 
scientiously and _ systematically, 
you will not be forgotten by your 
customers in the coming years. 
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You have the knowledge to help 
them and if you do so, their appre- 
ciation is bound to be manifested 
in a continuation of orders. Then, 





too, you will also enjoy that good 
feeling that comes with the real- 
ization that your efforts are help- 
ing to speed up production ... 
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helping to speed the victory! 

So, Mr. Specialist, go forth and 
teach ... the need is great... the 
fruits long lasting. 





Pound & Moore Store, Where Customers’ Ribbon and Carbon and General Com- 
mercial Stationery Needs Are Efficiently Met. 


Fibbons and (Carbons for 
WAR AND CIVILIAN INDUSTRIES 


NCLE SAM’S butchers, bakers 

and candlestick makers have 
gone to war. Their shops are well 
organized, well equipped and 
teeming with activity to reach the 
goal of Victory. To these vital 
industries, these essential organ- 
izations, we so synchronize our 
service that it may never be said, 
“The stationer is holding up this 
vital business machine.” 

Our advertising materials, win- 
dow displays, store displays, as 
well as our stock of carbon papers 
and inked ribbons are so selected 
and designed as to acquaint these 
potential customers with the serv- 
ice we are prepared to render. It 
is important that we be able to 
serve these customers properly, 
with a saving of time for both the 
purchasing agent and our sales 
force. 

Every available business ma- 
chine is in operation and many 
of them doing double time; there- 
fore a constant supply of mate- 
rials is required. Special machines 
require special materials, special 
jobs require special materials and 
most often they are not the usual 
standard weight carbon paper and 
medium inked ribbons. That is 
the origin of our real usefulness, 
and the time when we earn the 
unending gratitude of a purchas- 
ing agent, an office manager or 
a stenographer who so often is 
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not familiar with the technical 
problems of carbon papers and 
business machine ribbons. 

First we acquaint ourselves with 
the trend of our customers’ busi- 
ness. Many of the vastly expanded 
and new industries, and their sub- 
contractors and suppliers require 
a great deal of manifold machine 
work. We find many who do man- 
ifold hand work, and many have 
types of machines seldom used in 
our territory heretofore. 











MR. YOUNG 


With an ever growing shortage 
of trained outside salesmen, it be- 
comes necessary for us to concen- 
trate these calls chiefly on the 
leading industries, government 
offices and special calls. Often an 
emergency arises requiring quan- 
tities of carbon paper or, perhaps, 
special ribbons we have not been 
accustomed to carrying. This busi- 
ness is to be had by constant con- 
tact with the customers, enabling 
us to carry in stock a supply of 
the proper items. 

We have now adapted our in- 
ventory of carbon papers and 
inked ribbons to this exigency. 
The carbon paper and inked rib- 
bon manufacturing industry has 
been declared essential and, with 
the co-operation of the stationers 
extending priorities, is doing a 
remarkable job of supply. We 
find the method of packaging, 
wrapping and the type of ribbon 
spools used is acceptable to the 
consumer, as a saving of vital 
materials, so long as it serves the 
purpose and the quality of the 
merchandise is unimpaired. 

Of course the manufacturer has 
his production difficulties just as 
the stationer has distribution dif- 
ficulties. The shortage of man- 
power is being overcome by the 
training of womanpower and 
elderly men. An apt young woman 
who has had high school typing 
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can easily be taught the proper 
applications of carbon paper and 
inked ribbons to different types 
of work, types of machines, types 
of stationery, and different proc- 
esses of duplication. 

Our store is equipped through- 
out with open displays, permitting 
the customer to walk directly to 
the display of carbons and ribbons 
where are shown the weights, fin- 
ishes, sizes and qualities of carbon 
papers as well as ribbons for vari- 
ous machines. He can make his 
own selection if he knows his re- 
quirements. However, I cannot 
over emphasize the necessity of 
having on the display a handy 


package of manufacturer’s sam- 
ples and an actual copy of results 
obtained from different carbons 
under different circumstances by 
which the salesperson can save 
a great deal of time convincing 
the customer that he knows his 
business and has the carbon 
needed. 

More and more women are be- 
coming purchasing agents for 
large organizations and buyers of 
carbon papers and ribbons for the 
smaller offices. They are more 
impressed by informative litera- 
ture than men. Much of this 
literature may be obtained from 
the manufacturer and with its 


Sales vs. Sorwice 
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use the selling job may be made 
easier. Incidentally, every stenog- 
rapher wants a sheet of carbon 
that does not smudge or curl and 
a ribbon that does not smear. A 
purchasing agent, in addition, 
wants to know how long they will 
last. An attractive window dis- 
play is at its best a good re- 
minder, an invitation, a sugges- 
tion, but with the addition of some 
definite information it becomes a 
real sales help. 

We have been successful in se- 
curing a nice volume of new busi- 
ness in the past year by surveying 
the field and anticipating the de- 
mands of these new customers. 


TODAY'S RIBBON-CARBON PROBLEM 


N OUR community here in the 

center of the United States we 
find the servicing of our accounts 
is the biggest problem of the day. 
Orders are plentiful and the de- 
mand often exceeds the stock 
on hand. Although our sources of 
supply are bending over backward 
to keep us supplied, we find it diffi- 
cult to anticipate the amount of 
stock to carry on hand, due to 
the great variety of needs caused 
by war activity. 

In coping with this problem of 
requests for materials which are 
new and strange to our regular 
routine of selling, we find that our 
general knowledge of these prod- 
ucts, which are so vital and neces- 
sary to both the war effort and 
general business needs is not great 
enough to meet the challenge of 
an influx of new ideas. 

As a suggestion from my own 
experience along this line, I find 
it evident that knowing your 
product and what it will do is the 
most important factor in obtain- 
ing this business, and very special 
emphasis should be made on this 
point. I know that probably every 
sales manager in the business has 
used the term “know your prod- 
uct,” but when the average sales- 
man, who is not factory trained, 
walks into a busy purchasing 
agent’s office and attempts to pro- 
cure an order by the simple form 
of saying, “What do you need to- 
day?” he has as much chance as 
I have of getting four pounds of 
coffee this week. By the same 
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token the man who knows the 
value of his product as a “time 
saver,” which after all is why 
there are carbon and ribbons, can 
get to the point by giving the pur- 
chasing agent real service in sup- 
plying his needs and by taking 
very little of his time. 

Get to the point, do a lot of re- 
search work before calling on your 
customer. Find out what process 
is being used before broaching the 
subject of an order. Look over the 
situation and remember there is 
no system of record keeping that 
cannot be improved. Multi-copies 
can be handled more efficiently in 
many cases by simple suggestions. 
That’s your job, Mr. Salesman, to 
know what to suggest. 


Keep Informed 


New ideas and improvements 
are constantly being injected into 
the modern business world. I don’t 
say that each salesman should be 
a superman and be able to do the 
impossible, as for instance, install 
a complete system in every office 
that he or she should happen to 
enter. That is out of the question. 
But remember this, the man who 
knows what he has to Sell has the 


inside track in all cases. The man 
who puts this knowledge to prac- 
tical use is the man who brings 
in the orders. The man who serves 
his customers with both their and 
his company’s interest at heart is 
the man who is always welcome 
wherever he calls. That, to my 
mind, is the true symbol of suc- 
cess. 

Every day the need for speed 
and more speed is brought home 
to us. We have the products to 
create this speed. In glancing back 
over the last few years, it is al- 
most impossible to conceive our 
Army and Navy expanding to mil- 
lions of men and women in so 
short a space of time. Without 
carbons and ribbons, could this 
have been accomplished? I doubt 
it. In these days of duplicate, trip- 
licate and quadruplet orders, the 
carbon papers which we offer are 
indispensable. As a simple exam- 
ple, the restriction of typewriter 
sales has reduced manpower to the 
absolute minimum and _ stenog- 
raphers must make more carbon 
coipes on inferior machines. This 
alone places in the salesman’s 
hands a powerful weapon of sales 
appeal, and his opportunities to 
render service to these sorely 
pressed persons are unlimited. 

Almost any salesman knows 
more about carbon and ribbons 
than the best stenographer in 
the world, and he can help office 
people in many ways. A few ex- 
amples are as follows: 

Use multiple binder carbons 
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where purchase orders are being 
made in large numbers, especially 
where additions are constantly 
being made to the original orders. 
The stenographer may have a 
dozen purchase orders to type, and 
yet they are not signed until late 
in the day. Where six or seven 
copies of these are required, it is 
possible for her to place these or- 
ders in carbon binders and leave 
the last possible moment before 
taking out the carbons; then, if 
any additions are to be made be- 
fore the order is mailed, she 
doesn’t have to replace carbons 
between each sheet before typing. 
She may simply pick up the pur- 
chase order desired and place it 
in the machine and make the nec- 
essary addition without the loss 
of any time. This is not a new 
idea, but as a time saver, there is 
nothing to compare with it. 
Where complaints in regard to 
the qualities of carbons are re- 
ceived and you are convinced that 
the weight and texture of the car- 


bon you have furnished is correct, 
a check-up of the machine in use 
is a necessary procedure. Often 
pitted or hard platens cause poor 
work. If new platens are not ob- 
tainable, suggest that a backing 
sheet be used; often this will cure 
most of the trouble. If not, it 
surely must be that your diagno- 
Sis of the carbon weight and tex- 
ture is wrong. Little things like 
these are often important, so don’t 
overlook them. And, incidentally, 
a few of these carbon binders 
make a nice sale. 


Anticipate the Needs 

Now, to the dealer’s problems of 
supply. Anticipation of your cus- 
tomer’s needs is the major point 
of this discussion. Constantly re- 
mind your customers of the need 
of their co-operation. By this I 
mean, should your customer be a 
large user of carbon and ribbons, 
explain in a simple concise way 
our problems, mainly, that the 
day of calling for unusual service 
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is over for the duration. Appeal 
to their sense of fairness in plac- 
ing orders that are difficult to 
obtain. Stress transportation prob- 
lems and inexperienced help. I 
can assure you that your story 
won't fall on deaf ears in most 
cases. Urge your customers to sup- 
ply the necessary priorities. If 
they don’t have a rating, help 
them to obtain one. Suggest that 
they place their problems in the 
hands of the WPB. It will sur- 
prise them the consideration they 
will receive in many cases. 

In conclusion, as to our war 
effort, every move our Armed 
forces have made against our ene- 
mies, every plan, each small de- 
tail had and has to be worked out 
with pencil, ink, paper, carbon, 
ribbons and duplicator supplies 
before one single soldier or sailor 
could even start to fight. Think of 
it! Without our help there is no 
starting point. Although the war 
will end some day, our obligations 
to all people will never end. 


DON'T OVERLOOK RIBBONS & CARBONS 


ODAY the stationer must rec- 

ognize that the ribbon and car- 
bon business is a line he must not 
overlook. Too often he is inclined 
to leave the selling of inked rib- 
bons and carbon papers to the 
typewriter sales and service men. 
Bear this in mind—every office 
has a typewriter and every type- 
writer needs a ribbon. Carbon pa- 
per ties in with every ribbon. 


We do not specialize on ribbons 
and carbon, but our sales force 
has not overlooked the possibili- 
ties of building their volume with 
this profitable merchandise. Our 
job today is to increase sales on 
ribbons and carbons because of 
the difficulty in obtaining many 
items such as clips, rubber bands, 
pins, staples, etc. We have raised 
our sales to a very high per- 
centage in 1942 over 1941. 


Up to the present we have ex- 
perienced no difficulty in obtain- 
ing an adequate supply of both 
carbons and ribbons. In our city 
we are not surrounded with many 
one hundred per cent defense 
plants, but we do find that pros- 
pects in this group are mighty big 
users of ribbons and carbons. 


We are constantly advertising 
our ribbon and carbon lines. Our 
statements carry a cut of a ribbon 
box. Blotters and eraser shields 
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are given out by the salesmen as 
well as sent with our monthly 
statements. Never do we fail to 
have an ad on ribbons and car- 
bons in the weekly and daily 
locals. 

Although we have been getting 
reasonably good service on our 
ribbon and carbon shipments it 
must be realized that the sta- 


tioner cannot expect quick service 
in the future as freight and truck 
shipping is being devoted more 
and more to the war effort. Hence 
stocks should not be allowed to 
get too low. 

While our sales force does not 
specialize on the two items under 
discussion, this does not mean 
that they are not familiar with 
the needs of their customers. The 
factory representative is willing 
and does train our men to select 
the correct weight and finish for 
each job. We can testify that it 
is worth while to get your sales- 
men to go out on calls with the 





Spacious Interior of Economy Office Supply Company Store. 
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carbon and ribbon factory men 
when he visits you. We have had 
these men around for three or 
four days and it has enabled us to 
book some nice carbon and ribbon 
business. 


Typists seem to be more willing 
to give their time to a factory 
representative than to the sales- 
man who makes regular calls. And 
remember too, that once a factory 
man solves the ribbon and car- 
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bon problems, your salesman is in 
a position to secure the other 
typewriter necessities such as 
erasers, typewriter paper, type 
cleaner, brushes, ‘etc., as well as 
general office supplies. 


CARBON SALES HELP SMALL BUSINESS 


LL office equipment firms are 

not large enterprises with 
big establishments wherein is dis- 
played every conceivable sort of 
office aid. Such places may be 
very much in evidence in the larg- 
er cities but the United States of 
America consists of more than 
large cities. There are many 
smaller cities and even towns 
where an office equipment dealer 
is nothing more than a typewriter 
agency with a little shop to take 
care of the repairs that arise in 
his section. 

To these hundreds of little busi- 
ness men in small cities the freez- 
ing of typewriters has struck what 
amounts to a telling blow. Repair- 
men have been called to the colors 
or have left for more remunerative 
defense jobs leaving the shops 
without capable workers. With 
typewriter sales and rentals as 
they are, such office equipment 
firms have been hard hit. And the 
sum total of just such small and 
medium sized enterprises as these 
is what has gone to make up the 
America that we know to be 
great. 

The revamping of most small 
businesses to meet the new and 
different conditions prevailing to- 
day is likely to be difficult. Gen- 
erally, new lines cannot be added 
even if they could be found for 
the simple reason that there is 
frequently no space for the dis- 
play of such new lines. 

This was the situation that 
faced Lucas Garcia, proprietor of 
the Garcia Typewriter Company 
of Laredo, Tex. His was an agency 
for the Royal typewriters. He was 
situated in quarters not large 
enough to take on other lines even 
if the other lines were available. 
Here was a problem for Mr. Gar- 
cia, but he found a partial solu- 
tion at least in the development 
of carbon paper business in a 
rather big way. . 

Naturally most typewriter users 
also use carbon paper. In the usual 


course of business events, however, 
it was of little interest to a small 
dealer in typewriters to do much 
toward the development of carbon 
paper sales. Typewriter sales and 
service were far more lucrative. 
This was Mr. Garcia’s case ex- 
actly. But when the pinch came 





Random Thoughts 
On Selling Ribbon and 
Carbon Paper Products 


By HENRY ROSNOSKY 
Printer and Stationer 
Boston, Mass. 





Records of cost-plus gov- 
ernment contracts require so 
many copies that the seventh 
copy must be legible. Because 
of the importance of each 
copy there has been a ten- 
dency to use carbon paper on 
important accounting forms 
but once. The unusually heavy 
blows necessary for getting 
an impression through to the 
seventh copy causes unusual 
wear and tear on the inked 
ribbons. A medium-priced rib- 
bon, retailing at around $1.00, 
has proved to be the most 
satisfactory for this type of 
work. 





Carbon paper can make you 
a lot of friends. It has been 
our experience that carbon 
papers furnished on war con- 
tracts which have proved sat- 
isfactory have produced con- 
siderable additional business 
through government inspec- 
tors recommending the sheet 
because it has worked out well 
on the work they have super- 
vised. Therefore, carefully 
branded and wrapped mer- 
chandise pays dividends. 





There seems to be a distinct 
trend toward quality mer- 
chandise because the impor- 
tance of the work to be done 
which will not permit second 
guesses. If the customer will 
buy a quality product, put a 
reasonable profit on it. You 
will find you’re made a friend 
as well as a good profit. 


in typewriters, he looked around, 
Studied the situation and felt that 
carbon paper was about the only 
thing that he could go after to 
help fill in the slack. So carbon 
paper was taken on and Mr. Gar- 
cia went out after that business 
just as he had gone out after busi- 
ness for Royal typewriters in the 
years that have gone 

He started out with two ideas 
both of which have been winners. 
One was to personally contact 
every possible user of carbon pa- 
per in the city of Laredo and the 
other was to actually demonstrate 
what his carbon paper could do. 
He naturally believes in sampling 
and has consistently sampled from 
the very start. But he doesn’t be- 
lieve that simply distributing car- 
bon paper is the best way to Sell 
it. On the contrary he believes 
that a personal demonstration of 
the paper on the machines used in 
the offices visited and doing the 
very work that is normally done 
in that office and on those ma- 
chines is the one and only way to 
really prove what a carbon paper 
can do. So ever since the pinch 
in the typewriter business, Mr. 
Garcia has been going up and 
down the streets of Laredo, visit- 
ing one office after another, one 
store after another, telling of the 
brand of carbon paper that he 
has stocked, demonstrating what 
it can do and then leaving some 
samples so that those in the office 
can try for themselves. 

True, the developing of this car- 
bon paper business has not com- 
pletely filled in the gap left by 
Mr. Garcia’s diminishing type- 
writer business but it has gone a 
long way. This new line, kindred 
to the original typewriter line, to- 
gether with the few typewriter 
business crumbs still available is 
helping the Garcia Typewriter 
Company to weather the business 
storm which has driven so many 
other small business men to the 
rocks. 





END OF SPECIAL RIBBON AND CARBON SECTION 
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THE POST-WAR PICTURE 


IN THE OFFICE APPLIANCE FIELD 








It is only natural for every American to look ahead 
to the end of the war because thinking ahead and planning 
ahead are part of the American way of life. 

Such farsightedness does not in any way mean that the 
main job of winning the war is being neglected. The 
war effort of the office appliance industry alone is con- 
vincing evidence of that. But when you hear more and 
more people saying, “Let’s win the war and get it over 
with,” you know that while they are thinking of Victory 
FIRST, they also are picturing the time when the end 


Prepare Now 


By R. B. LARTER 


Los Angeles, Calif. 


For many years a well-known sales 
executive in the office supply industry 
—now in another sales field. 


OME day the war will be over. 

Any prediction that attempts 
to come closer than that is pure 
guesswork. 

As time goes on, the adminis- 
tration departments of our indus- 
tries are needed less and less in 
the planning of war materials. As 
present available machinery is 
fully occupied with war orders, 
some proportion of administration 
effort should be devoted to post 
war preparations, not only for 
self-preservation, but to prepare 
jobs for the returning soldiers. 

There are those who will con- 
tend that the office appliance in- 
dustry will be vastly different in 
the future. Possibly, but we will 
still transact business on the basis 
of the dollar and not the Japan- 
ese Yen. We will still produce and 
distribute goods. Human beings 
with whom we deal will have all 
of the emotions, good and bad, 
that they have always had, and 
salesmen will never make enough 
money to suit them. The future 
is just as rosy as it always was, 
with competition stimulating the 
most progressive to super-human 
effort. Any program depicting a 
different world after the war is a 
new kind of sabotage to induce us 
to sit back while others run away 
with our markets. 

There is the possibility that 
goods will soon be sold on certifi- 
cates for delivery after the war. 
What then can be done to make 
preparations to co-operate with 
future conditions, irrespective of 
what they may be? The change- 


over of office furniture from steel 
to wood during the war has de- 
veloped some _ surprising new 
methods of construction. Will all 
office furniture go back to steel? 
As an Office specialty man of 
many years and with manufactur- 
ing experience in that industry 
and in other industries, it is the 
writer’s opinion that office equip- 
ment will not revert back to steel 
entirely. It is doubtful, too, that 
the industry will remain static in 
wood in its present form. The 
present new developments of plas- 
tics in the airplane industry will 
contribute much to changes of 
design of office equipment. New 
metals, other than steel, which 
are now produced on large scales 
for the war effort, and which will 
be abundantly released after the 
war, will be another factor. 


Re-designing Important 

It would therefore seem but 
logical for manufacturers of many 
office appliance products to con- 
sider the re-designing of such of 
their specialties that offer possi- 
bilities in construction changes, 
with a view to greater utility, low- 
ered manufacturing costs and 
greater opportunities to reach un- 
touched markets, with an eye to 
foreign trade. If this war goes the 
way we think it will and hope it 
will, the foreign demand will con- 
tinue to strain United States pro- 
duction; but we will not be able 
to hold that trade for long, unless 
we place ourselves in the strategic 
position of delivering more service 
for less money. 

One of the principal contribut- 
ing efforts toward such a goal is 
industrial designing of products. 


Why not save time by calling in 
the industrial designer and let 
him help you now on your post- 
war business? Carefully laid plans 
will take the guesswork out of the 
future. 


will become the beginning—when peace will come again. 

Because post-war planning is receiving more and more 
consideration in the office appliance field, as well as in 
many others, OFFICE APPLIANCES this month de- 
votes a portion of its space to the “after-the-war” phase 
of the industry’s activities, and will continue to do so 
in the months to come. Since opinions differ widely as 
to when post-war planning should begin and what direc- 
tion it should take, it is the desire of the editors to 
present all sides of the picture in this industry. 


Today's Job 


By WILLIAM HOGE 
Manager of Dealer Sales 


General Fireproofing Company 
Youngstown, Ohio 


EXT to prosecuting the war 

to the full extent of our abil- 
ity, it is our responsibility to keep 
civilian trade alive and as active 
as conditions will permit. If for 
no other reason, this responsibility 
should be fulfilled so that we may 
be more prepared for peace than 
we were for war. 

Government agencies and social 
security organizations are already 
making a careful study of postwar 
problems. Private business is do- 
ing some work along this line, 
and it is reasonable to assume 
that every progressive firm will 
have a comprehensive program 
ready by the time it is needed. 

All programs for changing from 
a war to a peace economy will 
begin and end in the office. Their 
development and execution will 
stimulate the sale of office appli- 
ances, furniture, and supplies. The 
office equipment industry should, 
therefore, be among the foremost 
of the post-war planners. 

We cannot postpone our plan- 
ning too long. The war is un- 
predictable. It may be over in 1943 
or it may last for several years. 
Regardless, however, of when 
peace is declared, we must be 
ready to act or suffer many losses. 

Marketing our products after 
the world conflict is over will be 
an entirely different proposition 
than it was in the past. It will 
not be a question of order taking 
but a problem of giving maximum 
service to a group of very exacting 
users. From the handwriting al- 
ready on the wall, it is possible 


(Turn to page 29, please) 
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jrom the Factory (Comes Development of 
UNITIZED OPERATION IN THE OFFICE 


INTER-OFFICE MEMO 


Date: March 22, 1943. 
To: Frank Blumer, Field Corre- 
spondent, OFFICE APPLIANCES. 
From: Walter Lennartson, Editor 
Subject: Office Efficiency at Gen- 
eral Electric. 

At the end of your first day, I 
didn’t expect you to get a complete 
picture of the General Electric 
office efficiency plan. What hap- 
pened, as a result of that first 
Study, is very clearly shown. But 
it looks to me like that whole de- 
velopment will have to wait until 
the end of the war. There’s very 
little new office equipment avail- 
able now. If there are any things 
in Stricker’s plan that office people 
can do now, for pete’s sake dig 
them out. WL 

* 
INTER-OFFICE MEMO 
Date: March 23, 1943 
To: W.L. 
From: F. B. at General Electric 
Office, Nela Park, Cleveland. 
Subject: Stricker plan. 

You’re right, boss. Stricker’s 
first complete cycle of successful 
experiments only served to show 
how much remained to be learned. 
Together he and the members of 
office equipment organizations 
studied his early conclusions and 
went to work on the functionaliz- 
ing of calculators and bookkeeping 
equipment. There’s an adage in 
the equipment field “that you get 
just as much out of office equip- 
ment as you put into it.” Al- 
though it is almost human in its 





Second in Series of Studies of “The Stricker Plan” 


In the March issue was presented the initial article in a series which 
has the purpose of describing the office “unitization” plan developed by 
A. H. Stricker, head of the General Electric statistical department, and put 
into operation in that department. The second article is published herewith, 
and the third will appear in May. In a nutshell, the “Stricker Plan” utilizes 
simple factory production methods to produce more office paper work without 
adding employees or equipment and without imposing additional strain or 


fatigue on the workers. 





ability to do the work for which 
it is designed, any office machine 
is only a piece of figure-processing 
equipment. You’ve got to provide 
Space to receive and dispose of 
work—provide space which per- 
mits the orderly arrangement of 
all of the materials necessary for 
any particular job. Certainly, 
when executives in the industry 
Start their post-war planning, 
they will develop new units to per- 
form functional jobs. 

But, you ask, how can Stricker’s 
findings help today? Until victory 
has been won, how can office ex- 
ecutives, buried under paper work, 
haunted by the ever smaller num- 
ber of office workers and harried 
by their inability to get new ma- 
chines and equipment, profit from 
this plan we are studying? 

Fortunately, there are a number 
of ways to make better use of the 
tools we’ve got. Attached is a pic- 
ture of a flat-top desk (See Pic- 
ture No. 1), which is ordinary in 
every way, except that it has a 
light-colored seeing surface to 
lessen the contrast between the 





PICTURE No. 1—Usual arrangement 
of working with a calculating machine 
on a flat-top desk. This is “ordinary” in 
every way except that the surface of 
the desk is light in color to lessen the 
contrast between the working area and 
work itself, thus reducing eye strain. 


PICTURE No. 2—Here the work being 
done in Picture No. 1 has been func- 
tionalized through application of the 
Stricker plan. Note the cutaway sec- 
tion of the desk, the proper arrange- 
ment of the papers and the obviously 
greater ease of the girl at work. 


working area and the work. Now, 
we don’t need to tell our readers 
that rhythm is essential to fa- 
tigue-free production. Picture No. 
2 shows what happens when a 
desk is functionalized. This pic- 
ture shows the cut-away section of 
an adapted desk, a change that 
any office man can order and ac- 
complish. The calculator and the 
papers from which the work is 
done are now in proper functional 
position, rhythm has returned to 
the operation and substantial in- 
creases in production result. 

There is no way to argue with 
the conclusion that, in its final 
analysis, plant production is one 
man and one machine. If some of 
the man’s time can be saved, ma- 
chine time also can be saved and 
production thereby increased. In 
its simplest terms, office work re- 
duces to the same basic formula, a 
business machine, a desk and a 
chair constitute the major tools 
of an office worker. Here’s an 
operation that I studied today. 
Because I thought it would inter- 
est you, I took two other pictures. 
The first (Picture No. 3) shows 
the physical strain of the orthodox 
method of operating a modern 
bookkeeping machine. The second 
(Picture No. 4) not only illustrates 
the progress that can come at the 
end of the war, but indicates a 
number of time-saving steps that 
an ingenious office executive can 
make today. FB 

* 
INTER-OFFICE MEMO 
Date: March 24, 1943 

10: F: B. 
From: W. L. 
Subject: Simplified paper work. 

Your last memorandum was 
very interesting. Stricker’s book 
mentions a process that he calls 
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PICTURE No. 3—The ordinary set-up 

for operating a modern bookkeeping 

machine. Contrast the physical strain 

here required with the arrangement 
in Picture No. 4. 





PICTURE No. 4—Consider how much 

more work this girl can produce on the 

same bookkeeping machine as is being 

used in Picture No. 3. It’s a question 
of “unitization.” 





“unitizing.” Is that just a hap- 
hazard term or is it a description 
of a process that would interest 
our readers? WL 


* 
INTER-OFFICE MEMO 


Date: March 25, 1943 
To: W. L. 
From: F. B. 
Subject: Stricker plan. 

Unitizing may be a trick word 
but the process certainly makes 
sense. In an earlier memorandum 
I compared office production (a 
business machine, a desk, a chair 
and an operator) with production 
in the plant. Any study of plant 
production shows the way in which 
the worker, the machine, the con- 
veyor, and the hopper are inte- 
grated to put everything at the 
operator’s hand. This business of 
unitizing also deals in terms of 
assembled units rather than indi- 
vidual pieces of equipment. 

When Stricker started to study 
this method of operation, he found 
the equipment he wanted to study 
scattered through a lot of offices. 
He found that two or more pieces 
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Development of functionalized equipment at offices of 
General Electric Company, Nela Park, Cleveland, com- 
bines far greater efficiency with marked decrease in 
physical and ocular fatigue for each employee. Many 
new economies are effected by co-ordinated assemblies. 


of essential equipment comple- 
mented each other and only 
gained maximum usefulness when 
they were combined. It looks to 
me as though any office, no mat- 
ter how plain, can be arranged so 
that it will lift the morale and 
amplify the energy of employees, 
naturally increase the ease with 
which they work. Stricker’s ex- 
periments prove that when all of 
the equipment needed by an indi- 
vidual worker has been assembled 
as a unit, some startling new 
economies can be effected. 


Today I took some more pic- 
tures. Picture No. 5 a completely 
unitized operation. The cut-away 
section of the desk, housing the 
comptometer on its felt pad, gives 
the operator normal working 
levels for both paper and machine. 
Ample general illumination pro- 
vides plenty of light for easy see- 
ing and the tone of the desk top 
avoids harsh contrast between the 
working surface and the work. 
The wall-mounted supply cabinet, 
regularly restocked to hold all 
needed supplies, is within easy 
reach. The typewriter stand oc- 
cupies its normal work position 
and the file, while easily accessi- 
ble, does not interfere with the 
flow of work. Minimum motion 
is the key to this office operation. 
Savings in effort and energy re- 
sult in a greater volume of more 
accurate work. 

Now it must be perfectly obvious 
that the economies effected in a 
single operation will apply with 
equal force to a complete opera- 





PICTURE No. 5—A completely function- 

alized set-up in the G. E. office in Nela 

Park, Cleveland—a place for every- 
thing and everything in its place. 


tion. Each worker and machine 
are a single unit from which an 
executive can make the combina- 
tions necessary to effect new of- 
fice economies. Picture No. 6 
shows the careful attention that 
has been paid to each working 
unit to combine desk, machine, 
auxiliary equipment, reserve sup- 
ply stock and terminal facilities 
so that each worker is surrounded 
by all equipment needed for com- 
fortable full-time performance. 


Each unit has been arranged so 
that all the workers employed on 
similar tasks can facilitate the 





PICTURE No. 6—Each functionalized 
unit in a certain type of work is co- 
ordinated with all other units in that 
work for orderly progress of operations, 


orderly co-ordination of their unit 
with the progress of the office. 
Placing the desks of the workers 
doing related work as close to- 
gether as practicable, in direct 
line of the movement of the work, 
facilitates a continuous smooth 
flow of all of the papers produced 
on a given activity in a given de- 
partment. The arrangement in 
this picture results in more effi- 
cient and economical performance 
of the work and materially re- 
duces occupancy expense. 
FB 
7 


INTER-OFFICE MEMO 
Date: March 26, 1943 
TO: W. Ts. 
From: F. B. 
Subject: Stricker plan. 


There is one other factor in this 
set-up at Nela Park, unnatural 
fatigue. It is the worst enemy of 
efficiency in any office. It may 
come as frequently from excessive 
noise, inadequate ventilation and 
poor lighting as from any work 

(Turn to page 27 please) 
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TYPEWRITER 
PROCUREMENT 





N several important sectors 

of the home front, the gov- 
ernment typewriter procurement 
campaign received vigorous im- 
petus last month, and the drive 
gained momentum as dealers in 
all parts of the country united 
their efforts in convincing type- 
writer users of the vital need for 
machines by all branches of the 
armed forces. 

Additional government litera- 
ture provided dealers with more 
ammunition to show business men 
how they can reduce on the num- 
ber of machines in service without 
cutting down the total volume of 
office work and without increasing 
employees. Suggestions from the 
National Office Management Asso- 
ciation are included. 

Special drives were conducted 
by several local typewriter dealers 
associations. In Chicago, for ex- 
ample, the dealers co-operated 
with procurement officials and 
manufacturers in an “Army-Navy” 
month which produced excellent 
results. 

Manufacturers’ Support 


Typewriter manufacturers got 
behind the drive in a big way with 
additional advertising and pub- 
licity material. 

Important school officials joined 
with the procurement leaders in 
urging boards of education, school 
principals and superintendents to 
give up at least twenty-five per 
cent of the machines in use, and 
suggested ways this can be accom- 
plished. 

The manufacturers’ support was 
Signalized by local newspaper 








BIG CAMPAIGN SPEEDED 
IN SEVERAL DIRECTIONS 


advertising, designed not only to 
help their own salesmen obtain 
typewriters but to further the 
campaign as a whole. In the lat- 
ter objective, the Royal Typewriter 
Company, New York, went the 
“whole hog” by developing a series 
of five newspaper ads with accom- 
panying publicity material to be 
used as_ institutional messages 
from those companies in a com- 
munity that already have sold a 
share of their typewriters to the 
government. Newspapers, in turn, 
sell space either on a participating 
basis or to a single sponsoring 
company. No mention of Royal is 
included in either the text or 
illustration. 
School Head Sends Letter 


In the school field, a significant 
move was made by Vernon L. 
Nickell, Illinois superintendent of 
public instruction, who addressed 
a letter to all county and city 
school superintendents and _ all 
high school and elementary school 
principals in the state. This letter, 
which was countersigned by E. C. 
Hill, the War Production Board’s 
Sixth Region typewriter procure- 
ment director with headquarters 
in Chicago, said in part: 

“There is evidence that our 
armed forces are now 500,000 type- 





At the right is one of Un- 
derwood Elliott Fisher's 
local newspaper ads 
which gets across the 
typewriter procurement 
story in an. effective 
manner in both illustra- 
tion and copy. This par- 
ticular message _  ap- 
peared in Chicago. 
+ 





writers short of immediate re- 
quirements. The schools have a 
duty to perform in helping meet 
this shortage. . . . Schools should 
find a way, if at all possible, to 
turn twenty-five per cent of their 
machines to the government. The 
following suggestions may lead to 
ways of readjusting the work of 
the school which will free ma- 
chines without seriously affecting 
the school program: 


Suggestions to Schools 


“1. One school found that many 
students were taking only typing 
rather than the complete steno- 
graphic course. Students were ad- 
vised that unless the complete 
course was taken, they would be 
unable to take typewriting for 
the duration. 

“2. In another school the num- 
ber of the classes per day were 
increased and twenty-five per cent 
of the machines were released. In 
this arrangement, the same num- 
ber of students were served. 

“3. Some high schools Have re- 
ported that they were able to re- 
lease machines by dropping stu- 
dents who show little or no inter- 
est or proficiency in typing. 

“4. In one school where type- 
writers were used in the lower 
grades, the classes were dropped 
for the duration.” 





(Left.) Here is one of the 
several newspaper ads 
in the new Royal cam- 
paign supplied to news- 
papers who, in turn, sell 
the space to firms who 
have sold machines to 
the War Production 
Board. Publicity material 
also is available. 
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ITS A PROFITABLE JOB; 
EVERY DEALER CAN DO IT 


By IRVING R. RICHIE 


Sales Manager, Typewriter Div., 
Addressing Machine and 
Equipment Company 


NEW YORK CITY 
+ 


OST typewriter dealers are 
their own worst enemies. 

I mean that sincerely. The 
average typewriter dealer has 
more to fear from himself than 
he has from anyone or anything 
else, and I can back up that state- 
ment. 

The typewriter dealer is con- 
fronted today with many new and 
difficult problems. He is faced 
with restricted machine produc- 
tion, sales rationing, decreased in- 
ventories, increased demand, loss 
of skilled mechanics, rising costs, 
poor deliveries, etc. There’s no 
doubt about it—we typewriter 
dealers are having our share of 
toil and trouble. (But, remember, 
it’s only our share. Every busi- 
nessman in every field is faced 
with the same or comparable 
headaches. That’s part of the 
price we’re paying for this war 
against Fascism.) 


Into His Shell? 


Now, what has the average 
typewriter dealer done to solve 
these problems or, failing to solve 
them, what has he done in other 
directions to offset them? Most of 
them have drawn into their shells; 
maintained a steady barrage of 
destructive criticism against the 
government; found fault, succes- 
sively, with their customers, em- 
ployees, suppliers; looked for a 
miracle to come like a bolt out 
of the blue to save them. These 
dealers have let “do-nothing” win 
out over “do-something,” and the 
result, has naturally been purely 
negative. 


Perplexed by the new conditions 
brought about by the war, most 
dealers actually have been afraid 
to face their problems squarely 
and seek solutions to them. They 
have failed to exhibit the courage 


or strength of mind they first dis- 
played when they overcame the 
initial hazards of going into busi- 
ness. They won the first fight to 
establish themselves, but they are 
losing the fight now to stay in 
business, to hold what they have 
established. 


What would be—what is—a sen- 
sible approach to all these com- 
plex problems? Someone once 
said: “The statement of the prob- 
lem is the solution thereof.” So 
just what is the problem, by and 
large? In a nutshell, it is this: 
“Selling typewriters today is out 
as a good source of revenue. Some- 
thing else must be substituted.” 


What key word in that state- 
ment offers the solution? Obvi- 
ously, it is the word “selling.” 
There are too many obstacles to 
selling typewriters these days. Is 
it possible and practicable to BUY, 
then? Of course, it is! As a mat- 
ter of fact, it’s the wisest and 
most profitable course a dealer 
can follow today. Besides, he has 
the support and assistance of the 
United States Government and 
all its war departments. 


Every typewriter dealer knows 
that the War Production Board, 
in conjunction with the Treasury 
Procurement Division, is now en- 








MR. RITCHIE 
. .. An NTOMDA Director, Too 
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gaged in a nation-wide drive to 
buy 600,000 standard model type- 
writers manufactured since Janu- 
ary, 1935. To make this campaign 
truly successful—to come even 
close to achieving the goal .that 
has been set—the WPB and Treas- 
ury Procurement have asked time 
and again for the co-operation of 
the typewriter dealers throughout 
the country. 

That many dealers have given 
this co-operation is apparent. Af- 
ter a slow start, the campaign has 
picked up astoundingly well. Now 
it’s like a snowball going down- 
hill. There are two reasons, pri- 
marily, why this success has come, 
why so many dealers have pitched 
in with vim and vigor and are ac- 
complishing far better results. 

Helps Toward Victory 


First, this is a concrete way in 
which the typewriter dealer can 
render first-hand assistance to 
the win-the-war program. And, 
like virtually every American in- 
dustry, the typewriter dealers 
want to do their fair share to 
speed the day of victory over Hit- 
lerism. They know these 600,000 
typewriters are for immediate war 
use by our fighting men in the 
Army, Navy and Marines. They 
know that typewriters are vital 
to the efficient conduct of modern 
mechanized war. They know that 
battle orders, field orders, bomb- 
ing orders, etc., must be typed— 
both at the point of transmission 
and reception. Yes, typewriters in 
this global war against barbarism 
have become part of the materiel 
of war. 

Dealers who have already “join- 
ed” in this drive have found that 
their customers — businessmen, 
housewives, students, churches, 
colleges—are willing and eager to 
do their part in relinquishing the 
required typewriters, if the proper 
“sales” technique is used in talk- 
ing to them. 


What is the second reason for 
the success of the government’s 
campaign to secure the necessary 
typewriters? It is this: 

The government knows that the 
most efficient way to get these 
typewriters is to have a united 
front of typewriter dealers, organ- 
ized on a business-like basis. No 

(Turn to page 81, please) 
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Understand Your Overhead 
UNDER CURRENT PRICE CEILINGS 


HE accuracy with which you 

compute the overhead charge 
on sales will have much to do 
with your ability to come through 
profitably under ceiling prices. 
Overhead has always been a sort 
of “Peck’s Bad Boy” in the mer- 
cantile field, a difficult problem 
child to control even when busi- 
ness had greater stability and in- 
telligent planning of expense was 
practiced. “I figure the right over- 
head percentage so why did I 
come out wrong on profits?” was 
the perplexed query of one east- 
ern office appliance dealer when 
we handed him his annual profit 
and loss statement. Such dealers 
do not realize that the overhead 
percentage may be right but used 
in the wrong way, a practice dan- 
gerous enough in peacetime and 
certain to sabotage profits when 
ceilings and other restrictions 
have slimmed margin and made 
it imperative to watch overhead 
more critically than ever before. 

Frequently we have heard crit- 
ics venture the opinion that aver- 
age dealers never figure they have 
an overhead. We know otherwise 
from intimate experience with 
their problems. They know they 
have an overhead but often lack 
understanding about its make-up, 
application and movement, which 
is essential to the proper compila- 
tion of profitable selling prices. 
In pre-war times, this fallacy de- 
ceived many dealers into using 
an incorrect overhead percentage 
when computing selling prices 
and they either scared trade away 
because their prices were too high 
or they got plenty of business but 
lost money because their prices 
were too low. The same practice 
under our wartime economy is a 
triple threat to survival. The 
overhead percentage must not 
only be right but used in the right 
way. From our years of expe- 
rience analyzing dealer merchan- 
dising problems, we have isolated 
the “bugs” in the overhead prob- 
lem and offer this counsel to aid 
in the profitable pricing of office 
appliances and allied lines under 
ceilings. 

Two requirements must be met 
to make certain that the right 
overhead percentage is used in 
the right way to give the dealer 
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the right perspective on his man- 
agerial fitness. 

1—Every item of expense must 
be included. 


2—The current year’s overhead 
figure must be used to appraise 
the profitableness of the current 
month’s business. 

In the past dealers have been 
accurate enough in the tabulation 
of ordinary monthly expense, such 
as telephone, rent and light, but 
they have too often omitted in- 
ternal expense, such as interest 
on business investment, deprecia- 
tion, allowance for loss on bad 
debts and inventory and their 
own compensation, because these 
internal expenses are not repre- 
sented by actual outlays monthly. 

Many dealers do not draw reg- 
ular salaries, consider the net 
profit their compensation and 
draw against it but make no pro- 
vision for a definite figure for 
their personal services to be in- 
cluded in overhead monthly; 
hence, they chisel themselves 
when figuring selling prices and 
never know their actual net 
profit. Interest on investment, 
depreciation, allowance for bad 
debts and loss on inventory are 
usually computed and entered 
once yearly. Today, see that you 
pro-rate such expense monthly, 
otherwise, the current month’s 
figure for overhead will be in- 
accurate. Then again, wise busi- 
ness men are including a war 
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reserve in overhead to cover pos- 
sible losses due to enemy action 
and the contingencies of a war 
economy, one-half of one per cent 
of sales. We haven’t the space to 
debate the advisability of includ- 
ing a war reserve in merchandis- 
ing costs but you might mull over 
the matter because it is being 
used by retailers and industrial- 
ists. Remember that, even under 
ceilings, you still can maintain a 
certain flexibility in pricing, which 
will enable you to make provi- 
sions, within certain limits, for 
the inclusion of all possible ex- 
pense items. Don’t make the mis- 
take of assuming that because 
prices have been frozen as of 
March last year, your overhead 
percentage and other operating 
ratios are also frozen, that you 
can forget everything you ever 
learned about profitable pricing 
and function, more or less auto- 
matically, under OPA regulations. 
You still have a managerial job 
to do. 


Use Current Figures 

Even where dealers include every 
item of overhead on their books, 
many compute it inaccurately be- 
cause they use a figure that is 
a calendar-year old. For example, 
they arrive at their 1943 overhead 
expense percentage by taking 
1942 sales and overhead expense, 
then use this ratio on all 1943 
volume. If sales in 1942 were 
$50,000 and overhead expense 
$15,000, the ratio is thirty per 
cent overhead-to-sales, so selling 
prices for 1943 are computed on 
that basis throughout the year. 
But, even in normal times, over- 
head changes from year to year, 
often month to month, either up- 
ward or downward. Certainly, the 
ratio has “upped” since 1942, 
hence, those using a 1942 over- 
head percentage now, are clipping 
their profits. If such dealers were 
using an inaccurate overhead per- 
centage in March, 1942, when 
prices were frozen, they may have 
a problem on their hands and 
unless they take effective action 
at once, they may lose money for 
the duration. 

What to do then, in order to 
make your overhead on sales keep 
in line with experience figures on 
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CUMULATIVE STATEMENT OF OVERHEAD RATIOS 





For Year Ending 


Overhead % March, 1942 


SALES 


Overhead % 
12 Months 


12 Months 
to Date 





THIS FORM CAN BE TYPED ON LETTER-SIZE PAPER.—If you figure mark-up on cost 
instead of margin on sales, change the heading from “Sales” to “Cost.” By 
placing the March overhead percentage on this form, it is easy to check the 
current overhead percentage against it. This is a simple, inexpensive method 
of keeping the overhead ratio in sharp focus. This form may be started any 
month and should be used while price ceilings are in effect and afterward. 


profitable volume in the past? monthly with the “moving total” 


Prepare a “moving total” on over- 
head, month-to-month, going 
back over twelve months. For 
example, use the percentage for 
the period from May, 1942 to 
April, 1943, which will give the 
most dependable figure for profit- 
able selling. Each succeeding 
month, move the figures ahead 
one month so that only the pre- 
vious eleven months plus the cur- 
rent month are covered in the 
computation. Without this “mov- 
ing total,” the dealer must depend 
throughout the entire year on the 
total found the previous calendar 
year. If the current month’s over- 
head computation, by means of 
this “moving total,” is higher than 
the March, 1942, overhead prer- 
centage when prices were frozen, 
you can’t increase it but you can 
take immediate steps to reduce it 
the next month to permit ad- 
equate profit. If you wait until 
the end of the year to compute 
the percentage, the ratio may get 
so far out of line that losses may 
ensue. This applies to 1943 and 
other succeeding years, in peace- 
time and wartime. By checking 


under ceilings, you can determine 
whether the current year’s over- 
head percentage is more or less 
than that shown on the base- 
period statement in March, 1942, 
and when ceilings are finally 
lifted, the same method will dis- 
close if the current year’s over- 
head percentage is in line with 
experience figures covering pre- 
vious years. If check-backs show 
that selling prices are inadequate 
for profit, raise prices where per- 
mitted. If you are getting ceiling 
prices, then cut overhead or in- 
crease volume so that the over- 
head per sales dollar is decreased 
in percentage. There are no other 
ways out for you. 

Overhead has been the subject 
of more discussion in the mercan- 
tile field than any other manage- 
ment problem because it has so 
many angles and operates so 
trickily at times. Figuring over- 
head on a yearly basis, as many 
dealers are doing, using the cal- 
endar-year, we mean, instead of 
the current year, leaves too much 
leeway for loss and misunder- 
standing in these days when costs 
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are in high gear. Watch overhead 
closely under ceilings to be sure 
you are computing it accurately. 
Business hazards are greater to- 
day than ever before and that 
means a closer check on all phases 


of operation and management. 
= 


UNITIZED OPERATION IN THE 

OFFICE 
(Continued from page 23) 

the employee may be expected to 

do. There are a good many prac- 

tical ways to attain reasonable 

noise control, good air and proper 

lighting, and when you get them 

they can result in increased out- 

put and fewer errors. 

I took Picture No. 7 this after- 
noon. The felt-lined holder for 
this stencil cutting typewriter is 
home-made but it reduces noise to 
a minimum. The lowered level of 
the desk front allows the worker 
to cut stencils in an entirely re- 
laxed position. The higher mount- 
ing height of the work-holder 
places the work at high level. 
Drawer space is provided for the 
convenient storage of more than 
a full day’s supply of stencils. The 
light desk top blends into the wall 
behind it to eliminate the problem 
of eye accommodation. 

The clerk in the office, like the 
man in the plant, is entitled to full 
consideration as a vital war work- 
er. Paper work must co-ordinate 





PICTURE No. 7—Unitization is com- 
bined with fatigue-reducing factors 
such as felt-lined holder for stencil- 
cutting typewriter, lower level of desk 
for relaxed work position, raised level of 
work-holder, and ample drawer space. 


smoothly with the work of plant 
production or it can’t be main- 
tained in its ever-increasing vol- 
ume with any kind of reasonable 
economy. It looks to me as though 
any of our readers could direct 
the simple but far-reaching 
changes shown in these pictures 
so that fatigue factors can be re- 
moved, unnecessary labor elimi- 
nated, traffic reduced and office 
production losses converted into 
gains. FB 
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NEW MARKETS FOR THE STATIONER 


ODAY, more than ever before, 

because of inroads made by 
mail order houses, price cutters, 
etc., the local stationer should 
take advantage of every profit 
producing possibility, even though 
it means taking on new lines. 


There are many new lines that 
have not been fully developed by 
the stationer because some firms 
either do not realize the possibili- 
ties or they are not sufficiently 
familiar with the products or their 
markets. 

Continuous forms are a good ex- 
ample. Every small town has 
many firms using autographic 
registers and attendant forms. 
This is one line that offers a good 
profit because the unit sales are 
large and prices are maintained. 


The wage and hour laws have 
made it imperative that business- 
men do everything possible to 
speed up office routine rather than 
take on additional employes. Con- 


“NOBLE 


N its Fiftieth Anniversary, 

the Eaton Paper Company is 
taking occasion to stress the im- 
portance of letter-writing by a 
unique array of traveling window 
exhibits depicting “Noble Letters 
of History.” A total of forty-three 
such displays are planned for 
1943. 

Showing with dramatic effec- 
tiveness’ the enduring quality of 
letters and why letters are so im- 
portant in the lives of men in the 
armed services at camps and over- 
seas, the exhibits have the overall 


appeal. 
“Write Often ... Write Care- 
fully ... Write!” 


The unique and outstanding 
feature of the displays, however, 
are facsimiles of important letters 
of history to obtain which the 
Eaton concern spent months of 
research in the archives of lead- 
ing museums to obtain letters 
which carry messages pertinent to 
today’s problems. Coupled with 
each facsimile is the excerpt which 
applies to the present. Thus: 

The reproduction of a letter 
written by Benjamin Franklin in 
1775, features this message: 

. Owe honor as a people is 
become a matter of the utmost 


By W. L. McFARLING 


W. L. McFarling Company, 
Decatur, Ill. 
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tinuous invoices, continuous state- 
ments, and in many cases con- 
tinuous letterheads are being used 
to cut down operators’ time, speed 
the handling of billing and other 
office operations and _ indirectly 
stimulate collections. 

One-time carbon forms are en- 
joying a steadily increasing vol- 
ume. They are suitable for many 
uses, Such as invoices, vouchers, 
payroll checks, etc. Snap-a-part 
sets may also be handled to ad- 
vantage by stationers. 

A good portion of sales volume 
in the merchandise mentioned has 
been getting away from the local 
dealer because many of the fac- 
tories have their own men in the 


field, men who have made a thor- 
ough study of the markets and 
forms. Frequently these salesmen 
develop entirely new forms for the 
customer in order to get their 
ideas across or show customers 
how to improve the appearance or 
the handling of a record. 

There’s no good reason why a 
retail stationer, with a little extra 
effort, cannot learn to sell these 
lines. The rapid growth of the 
market makes the extra effort 
worth while. 

Labels and tags also present a 
good field for added profit. 

A jobbing connection is usually 
available and the lines can be de- 
veloped profitably since they are 
governed by price policies that 
permit a reasonable profit. 

We should not for a minute lose 
sight of the possibilities in our 
regular lines. The suggestions 
merely point to the opportunities 
that many of us have overlooked. 


LETTERS OF HISTORY” 





One of the first Eaton Paper Corporation’s 1943 traveling window displays featur- 
ing “Noble Letters of History” which was given a prominent window position by 
Marshall Field & Company, leading Chicago department store. 


consequence to be taken care of. 
If we tamely give up our rights in 
this contest, a century to come 
will not restore us in the opinion 
of the world; we shall be stamped 
with the character of dastards, 
poltroons and fools; and be de- 
spised and trampled upon, not by 
this haughty, insolent nation only, 
but by all mankind. Present in- 


conveniences are therefore to be 
borne with fortitude, and better 
times expected.” 

In addition to the Franklin let- 
ter, similar letters and excerpts 
are by Heloise (Twelfth Century) ; 
Lafayette (1777); Abraham Lin- 
coln (1864); Theodore Roosevelt 
(1916), and Abigail Adams, wife 
of the president (179?). 


ee 
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TODAY’S JOB 
(Continued from page 21) 


to define some of the trends that 
will prevail in postwar buying. 

1. Equipment will be purchased 
on the basis of performance. Price 
will not be the controlling factor. 

2. The office manager or some 
other competent person will select 
the equipment, based on a careful 
study of office work and methods. 
The purchasing agent may place 
the actual purchase order but he 
will be required to buy the mate- 
rial specified by the person re- 
sponsible for its use. 

3. Simplification and standard- 
ization will be the keynotes in 
every office. The old practice of 
intermembering filing cabinets of 
different makes and sizes, and 
desks and chairs of different de- 
signs and finishes will disappear. 

4.Management will have a 
greater interest in the office, fully 
realizing for the first time that it 
is an investment that can be made 
to pay dividends, instead of a 
necessary evil and expense. 

5. Metals will predominate in 
office furniture. This will be made 
inevitable by their adaptability, 
plus increased production and new 
fabricating, assembly, and finish- 
ing processes developed by the 
war emergency. 


Production and Distribution 


Post-war planning should be 
considered from the standpoints 
of products and distribution. For 
the time being at least, prod- 
ucts should be left to the design- 
ers and engineers, but we who are 
engaged in marketing should an- 
alyze our present and future prob- 
lems of distribution and plan 
accordingly. 

Between World Wars I and II, 
the dealers and manufacturers in 
our industry used their time and 
money to develop markets and 
standardize consumer accounts. 
These investments —and invest- 
ments they surely are—were pay- 
ing substantial dividends in re- 
peat sales when Limitation Order 
L-13-A was placed on the metal 
office furniture industry. 

We can make them pay future 
dividends by keeping our stand- 
ardized accounts intact. This can 
be done by supplying substitutes 
that will match when our cus- 
tomers demand additional pieces 
of equipment. If, on the other 
hand, we deliver desks and filing 
cabinets of other designs, our in- 
vestments will be lost and it will 
be necessary to do our missionary 
work over after the war. 


Protecting investments that we 
have in standardized installations 
requires nothing more or less than 
the use of sound merchandising 
principals. We understand them 
so well that it is not necessary tc 
go into great detail. Briefly, they 
are: (1) Frequent contacts with 
our customers by personal calls, 
mail and telephone. (2) Analyze 
the need. (3) Demonstrate the 
product that will satisfy the need. 
(4) Using the advertising litera- 
ture that we have available. (5) 
Satisfactory service. 

This formula will produce im- 
mediate results in many cases and 
prepare the way for postwar busi- 
ness in every place where it is 
used. At the time it is applied, 
the sale of other merchandise 
should not be overlooked. 
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trade is that we do not have a 
gauge for measuring buying 
power. 

Our market surveys should con- 
sist of contacting established cus- 
tomers, accounts we do not sell, 
and accounts that have been lost. 
Comprehensive records of every 
office contact should be made. 
These records should show the 
number of office workers em- 
ployed, the number of desks, 
tables, chairs and filing cabinets 
in use, and the potential buying 
power of miscellaneous office sup- 
plies. 

We know a salesman who 
worked along this line during the 
depression. He devoted a part of 
his time surveying and laying out 
new office installations. He knew 
there was no possible chance of 


making sales at once; however, he 
submitted his plans and recom- 
mendations to the prospects. Soon 
after the depression started to 
ease, many of his surveys were 
turned into actual sales. 


Another important piece of work 
that should be done for the sake 
of immediate and future business 
is more market and customer sur- 
veys. One of the great weaknesses 
in the office furniture and supply 
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RECORDS THAT DISTINGUISH: Something over sixty-five years ago 
William W. S. Carpenter applied for and secured a job with the Sanford 
Ink Company, Chicago. For the past twenty years he has been president 
and general manager of the firm. We have the notion that Mr. Carpenter 
has the great distinction of serving the longest in one connection of any one 
in the industry. ... At the age of eighty-five, Walter F. Cushing of Adame, 
Cushing & Foster, Inc., Boston, puts in a five day work week at his office 
regularly. He is now in his seventy-second year of continuous association 
with the commercial stationery business. Probably this is the industry’s 
longest record of unbroken service. .. . General managers come and general 
managers go, but we opine that the long service record in that capacity is 
held by George F. Malcolm who has functioned in that important post with 
the F. S. Webster Company, Cambridge, Mass., for more than forty years. 

. Ralph C. Bushnell, assistant manager of the typewriter division of 
Remington Rand Inc., at Chicago, has what might readily be the uniqle 
distinction of covering the same sales territory for thirty years. The firms 
on LaSalle street know him well and regard him with high favor. 


OTHER VETERANS: Harley J. Wantz, manager of the stationery 
department of Skinner & Kennedy Stationery Company, St. Louis, Mo., is 
another man with a noteworthy service record. His article on “Fifty Years 
a Stationer” in the March issue reveals his long and contributing relation to 
the stationery industry. . . . And then there is the National Blank Book 
Company’s Old Timers Club with a membership of 250. Twelve are in the 
fifty year class and eighteen in the forty year group. No member has less 
than fifteen years of service to his credit. 


BIG BIRTHDAY: J. N. “Pop” Kimball celebrated his eighty-eighth anni- 
versary in February. (See Here and There) 


TANK STAR: Back in 1918, William H. “Bill” Cox of the Carter’s Ink 
Company Chicago office was known in the sports world as a “Chicago Athletic 
Association Star.” According to a Chicago newspaper Bill “established a 
world’s record in the plunge for distance when event was staged as part of 
the third annual high school relay championship in the CAA tank.” Since 
becoming a grandfather Bill takes his athletics a little easier, but he still 
hits the ball as hard as ever in his sales work. 
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WOOD & STEEL 











With STEEL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of steel’s old work and does a thorough job on all calls. 


OFFICES OF THE FUTURE 


UST WHAT the modern office 

will look like after the war, 
nobody knows, but the definite 
trends and tendencies of the fu- 
ture have been plainly indicated. 
And the office furniture dealer 
who keeps informed on all prod- 
ucts allied to his own is the one 
who will gross the most in sales 
of “packaged” offices—that is, of- 
fices complete with background 
and furnishings. 

For the past year one of the 
outstanding tendencies has been 
toward speed. Defense plants had 
to be built, or expanded or re- 
modeled in a hurry. Yet, because 
of the high pressure of the work 
passing through each place of 
business, the offices had to be as 
efficient as the assembly lines out 
in the plant, and geared for full 
speed ahead. There was neither 
time nor place for personal hob- 
bies or luxurious indulgences. 
Some old materials were tempo- 
rarily abandoned because of slow- 
ness of installation and others 
were grasped eagerly because of 
speed in installation or double- 
purpose qualities. New uses were 
found for other things that had 
been relegated to restricted fields. 
In all it has been a tradition- 
upsetting time, but the offices 
that are coming out of the period 
are rich in ideas for the future. 

The photo shown was taken at 
the headquarters of the Meyer- 
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cord Company, Chicago, and it 
groups in one office many of the 
tendencies of the present era 
which point to what will be used 
in the future. 
Effective Lighting 

First, there is a strong trend in 
modern office building today to 
duplicate outdoor lighting. In this 
office indirect fixtures have been 
installed in squared-off ceiling 
panels which give a maximum of 
light and a minimum of dark 
ceiling space. Doing away with 
clumsy, dust catching fixtures— 
doing away with shadows and in- 
sufficient light—here is an effect 
that is about as close to sunlight 
as can be secured indoors. 

Pushing out sidewalls to let in 
light units is another way of du- 
plicating outdoor conditions. At 
the present time this is done in 
two ways—by filling in the space 
with glass blocks, and by filling it 
in with windows that can be com- 
pletely covered with Venetian 
blinds to eliminate glare. In this 
office the installation has been 
made in a simple way that gives 
an interesting decoration to the 
room. There is ample light, and 
disturbance and glare from the 


outside is shut off by the Venetian 
blinds and draperies. 

Wall treatment between light 
units is of great importance, too, 
in the modern office, for it has 
several problems to solve. It must 
be colorful, rich-looking, easy to 
install and easy to maintain. In 
this office, marble-pattern Marlite 
panels are used on three walls, 
and Italian olive wood-pattern 
Marlite panels are used on the 
other wall and below the windows. 

Most important of all there is 
the interior decoration angle of 
this office installation. This may 
be called the sixth sense that a 
person has about the relation of 
things and spaces in a room. The 
office furniture dealer who can 
develop this sixth sense of fitness 
is paving the way for big things 
to come, and promoting confi- 
dence in his trade. 

More and more, future custom- 
ers will want to know about the 
points that will make even a sim- 
ple office outstanding. They won’t 
be satisfied with putting a few 
pieces of furniture in a squared- 
off space. 

In the office shown, the mere 
fact that the glass blocks and the 
window run to a point flush with 
the ceiling has given the office an 
atmosphere and interest it would 
not otherwise have, and it has 
materially increased the sense of 
height in the room. And the use 
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of rug and draperies has given a 
feeling of warmth and color that 
was specially needed. Without 
these two items the room would 
have looked bleak and unfinished. 
The setting of the desk is partic- 
ularly good, also, for it is framed 
in the rounded light area. 
Interior decorators are inter- 
ested in creating an atmosphere 
in rooms, and time and again they 
have found that this is most effec- 
tively done—not with a lot of 
money unwisely spent—but with 
little money and big ideas. These 
ideas are what the office furniture 
dealer will sell along with his 
merchandise in the future. 


AN OFFICE SETTING OF CHARM 
AND BEAUTY.—This unusual office is 
the headquarters of the Meyercord 
Company, Chicago. Rose de Brignoles 
Marlite marble-pattern panels have 
been used on three walls of this 
office, while the other wall and panels 
below the windows are Italian Olive 
wood-pattern. The wall treatment was 
by Marsh Wall Products, Inc., Dover, 
Ohio. 
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Practical Methods. for Profitability 
USED OFFICE FURNITURE 


HANDLING 


NOTE.—The appended discus- 
sion is the second half of an erz- 
tensive two-part article upon the 
subject of used office furniture 
merchandising. The first install- 
ment was presented in March. 


T is best to have a planned stock 

arrangement. If it is neces- 
sary to stack desks, always put 
oak on bottom, mahogany next 
and walnut on top. More often 
this is decided by the condition 
of each piece. Always use coast- 
ers when piling desks. Fibre al- 
phabetical indexes from used files 
make excellent coasters when cut 
to size. 

Dismantle tables that are of 
bolted leg construction. Number 
each leg and corresponding socket 
with a crayon. Tie legs together 
and keep them in a convenient 
place. 

Dismantle units of steel shelv- 
ing. Stack shelves according to 
size against a wall, tie the posts 
together and box the nuts and 
bolts. 

Build chair racks on walls. Make 


By LEONARD H. WITKIN 


Allwin Office Furniture Co., Inc., 
New York, N. Y. 
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sure you fasten supports to wall 
beams. 

Most economical method of con- 
serving floor space may be found 
by storing desks back to back. 
Allow no more than forty inches 
between rows for aisle space. This 
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will be sufficient to accommodate 
passage of any flat top desk . 

Having bought wisely, stored 
efficiently and refinished beauti- 
fully, you encounter the easiest 
part of the second hand office 
furniture business, selling. Let us 
assume that you have taken great 
pains with your layout and have 
a very attractive showroom. This 
is important but strictly second- 
ary. Let us further assume that 
you are employing the very latest 
and most progressive sales meth- 
ods. This too is important, but 
secondary. 

Your showroom and sales meth- 
ods may be the last word and busi- 
ness may still be bad. There is a 
reason. It accounts for about 
seventy-five per cent of the fail- 
ures to land potential orders. The 
reason is lack of proper merchan- 
dise. Your showroom may be full, 
your warehouse overloaded, yet 
you probably have not a sufficient 
amount of the right merchandise 
to fill an order. 

A discussion of the art of sell- 
ing used equipment must always 
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revert to the art of buying. These 
two are too closely linked to be 
treated independently. You can- 
not sell what you haven’t bought. 
The rule in this business is—the 
more merchandise you have, the 
more business you will do. 

You must constantly re-invest 
your income in stock. Remember 
the story of the old cobbler? He 
started with one pair of shoes, 
sold them and re-invested the 
proceeds in two pairs. He then 
sold the two pairs and bought four 
pairs, etc., etc. Who knows? If 
he had continued this long enough 
he might have been bigger than 
Endicott-Johnson. 

In this business you must emu- 
late the cobbler. It is due to this 
practice that the bank balances 
of successful dealers seldom grow 
in proportion to their business. 
These dealers constantly re-invest 
in more stock. This replenishing 
and increasing of stock is abso- 
lutely necessary because the dealer 
has recourse to no other source of 
supply to fill an immediate need. 

Standardization of office furni- 
ture is almost universally insisted 
upon by large users. One type of 
desk is decided upon for each 
purpose. Size, finish, style and 
often make must be matched. 
Conglomerate furnishings are not 
wanted. The dealer with sufficient 
“all alikes” in stock to fill large 
orders automatically overcomes 
competition and commands a 
price. 

This fact puts a higher per 


piece value on large quantities of 
matching equipment. Be guided 
accordingly when confronted with 
opportunities to buy such equip- 
ment. 

If and when you possess “all 
alikes,” try not to sell them piece- 
meal. Keep them in the back- 
ground. Display your “one of a 
kinds” more prominently. The 
customer who merely has need of 
one or two desks can just as read- 
ily be satisfied with odd pieces. 
It will be to your advantage to 
make these odd pieces more desir- 
able to the small customer, either 
by more enticing prices or more 
attractive finishes. Otherwise you 
will soon sell the cream and be 
left with the skimmed milk. 


The Frantic Search for the 
Missing Item 

The order that you will be able 
to fill directly from stock will be 
rare. Always there will be at 
least one little item you will fran- 
tically hunt for to fill an order. 
The delivery of a thousand dollar 
order is often delayed for the lack 
of a ten dollar item. 

The busy executive, the pestifer- 
ous purchasing agent, the cranky 
secretary, in fact any customer, 
have one common characteristic. 
They like to place their entire or- 
der with one dealer who can assure 
complete delivery. They seldom 
split an order between two or more 
dealers. 

This characteristic is the bread 
and butter of the average dealer 
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in used equipment. Once you are 
able to satisfy a customer, the 
next time he has a need he will 
call upon you to fill it. Price may 
be an important consideration of 
the first sale, but seldom after 
that. Once you prove to a Ccus- 
tomer that you can supply what 
he wants, he will learn to look 
upon you as his regular source of 
supply. 

Never tell a customer that you 
haven’t got a particular piece in 
stock. Take his order, then go out 
and look for it. If, after locating 
it, you find that its cost prevents 
you from making a profit, forget 
the profit. Deliver the goods! You 
will more than make it up on the 
next order. Once a customer is 
forced to go elsewhere he may 
forget your address permanently. 

The legitimate economic func- 
tion of the dealer in used office 
furniture is the salvage and re- 
habilitation of otherwise worth- 
less and useless equipment. In 
normal times the value of his serv- 
ices is debatable. He brings much 
needed equipment within the pur- 
chasing power of many persons 
and organizations. 

However the fact remains un- 
disputed that in these vital times 
of curtailed appliance production 
and enormous demand, the res- 
toration of equipment to useful 
function in the war effort con- 
serves raw materials, man hours 
and transportation and is reason 
enough for the existence of the 
second hand dealer. 


Desk Accessories for “Bosses Birthdays’ 


HE SIMPLE policy of making 

an attempt to find the birth- 
day of every office executive upon 
whom office supply salesmen call 
has produced an outstanding vol- 
ume of desk accessories sales for 
the Latil Stationery Company, 
Baton Rouge, La. 

Claude Latil, head of the firm, 
has made it a standing policy for 
all outside salesmen of the firm 
to “ferret out” this information 
whenever possible—the names and 
dates going into a file which is 
used in several ways to cement 
good will between store and cus- 
tomer as well as to produce actual 
sales. The information is obtained 
from employees, other office exec- 
utives, or friends of the customer, 
and is put in a rotating file, which 
produces several persons’ birth- 
days each day of the year. 


Two days before each custom- 
er’s birthday, Latil Stationery 
Company makes up a handsome, 
individual greeting card, and 
mails it to arrive on the man’s 
birthday. At the same time, sales- 
men on some pretext examine his 
office to discover what will make 
a pleasant birthday gift—such as 
personal file, new wastebasket, or 
a desk accessory set. The latter, 
which the store carries from $7.50 
to $40.00 has been most often hit 
upon. 


Phones Reminders 


Then the salesman telephones 
wives, business associates and 
friends of the customer, informing 
them that Mr. Blank’s birthday 
will be along within a few days, 
and suggesting that if the person 
called had planned to give him a 


gift, Latil Stationery Company 
has the answer in a handsome 
desk set to mach his desk and 
office furnishings. In many cases, 
the person called is pleased with 
the idea, particularly those wor- 
ried about what to give, and the 
desk set is sent out on approval, 
according to whatever the cus- 
tomer wants to spend. 

More immediately productive of 
sales is “putting it up to the em- 
ployees”’ to give “the boss” a hand- 
some birthday present. The sales- 
men pick out a desk accessory set, 
complete with pad, pen holders, 
file, etc., and suggest that the of- 
fice staff can chip in to buy it. 
Dozens of such sales are made 
monthly. Office employees are de- 
lighted with the idea in most 
cases, invariably buying a better 
set than originally suggested. 
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Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 


ETWEEN planes the other 

morning at The Spokane 
Felts Field Airport, we were visit- 
ing with two executives of a prom- 
inent mid-western office furniture 
factory. They were apologetic be- 
cause they could not make a long- 
er stay in the metropolis our 
chamber of commerce calls the 
“City of Sunshine and Power.” 
Commented one of these two gen- 
ial manufacturers facetiously, “If 
we were to stay over, think of the 
additional unanswered _ depart- 
mental government questionnaires 
that would pile up.” His com- 
panion added, “You are quite 
right; in fact it reminds me of a 
most clever slant the editor of 
TIPS AND NIBS had several years 
ago in his snappy publication. It 
was quite some time before the 
birth of his firm’s famous ‘Take 
it or Leave it’ contribution to 
American entertainment. It made 
such an impression on me that I 
believe I can quote quite accurate- 
ly about five of the several quip- 
questions that satirized most sat- 
isfactorily the endless question- 
aire racket of needless questions 
.. . let me quote: 


‘—When a man and woman 
argue, who has the last word?’ 
‘Who wrote Shakespeare’s 
Macbeth?’ 
‘_For what great American 
was Washington, D. C. 
named?’ 
‘_What is the largest city 
between North Chicago and 
South Chicago, Illinois?’ 
‘What fruit do we get from 
apple trees? From shoe- 
trees?’ ”’ 

a * ” 


Buy U. S. A. War Bonds 
and Stamps 


* * * 


From the northeastern corner 
of our nation came an airmail 
acknowledgment that made We, 
Us & Company pleasantly thrilled 
and surprised. This Maine office 
outfitter wrote: “The advertising 
and merchandise manager of one 
of our department stores thought 
so much of your concluding state- 
ment in the March, 1943, page of 


BUSINESS BUILDERS that he 
had a local printer dash off a cou- 
ple of thousand blotters with just 
this thought on it . . . the only 
change he made was to use, as 
you will note on the sample blot- 
ter I’m sending, the word ‘Ameri- 
can’ for ‘Office Outfitter,’ because 
this message was directed to all 
this store’s accounts. 

We humbly say thank you and 
take the opportunity to reproduce 
this blotter: 

. take note of this March of 
Progress Thought for the month of 
March: “Rejoice in the fact you are 
an alert AMERICAN serving your 
country on the home front efi- 
ciently with honest work or services 
to help keep the taxes rolling in to 
our Grand Old U.S. A., now en- 
gaged so earnestly in helping to get 
world’s affairs in order.” 


* * * 


Remember: The U. S. War Bond 
You Purchase today . .. speeds the 


right Peace of Tomorrow! 
os * * 


From another New Englander, 
the wife of a Massachusetts sta- 
tioner whose husband is in the 
armed services, comes this contri- 
bution to our show-case of BUSI- 
NESS BUILDERS. It is satisfac- 
tion-doubly-enjoyed to present 
this item. Originally, according 
to the letter received, this was 
printed in “THE NATIONAL” of 
The National Blank Book Com- 
pany, and the authorship was by 
the National’s Marcus, at the time 
of World War I. It is just as time- 
ly today as it was then. We sug- 
gest you have it typed and put 
under the glass of every desk in 
your organization: 

KEEP HOPING AND HOPPING 


Never for a moment, under any 
circumstances whatever, allow 
yourself to become downhearted 
or discouraged. Get up and hustle, 
and hope will join hands with you 
that very hour. 

Great hopes make great men. 
You can’t name a single chronic 
pessimist who has a great or good 
deed to his credit. Hoping and 
hanging-on have brought many a 
wrecked mariner to the shore. 

Hope is the main prop of the 
universe and central pillar of 
eternity. It is a faint heart indeed 
in which hope can find nothing 
on which to feed. While guarding 
your tangible possessions, do not 
forget to guard against the thief 
who would rob you of your hope. 

Refreshing indeed was this let- 
ter from a manufacturer ... the 
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writer is a woman who is office 
manager of this well known wood 
furniture plant. It is her sugges- 
tion that we find it fitting to print 
these words that she has under 
the glass top of her desk ... we 
know they will find their way to 
under your glass likewise, we 
quote: 


VISION 


The average human being never 
rises above the level because of 
one thing—he fails to use his 
vision, fails to seek for a different 
or better way to do things. 

He is not original. He does what 
others have done before him, and 
contributes no new ideas of his 
own. He’s a pattern-worker, like 
millions of other pattern-workers. 
He receives just what he is worth, 
for he is worth no more than the 
other millions like him are worth. 

But the great men of the past, 
as well as those of today and to- 
morrow, are those of vision and 
daring—those who can and do 
look constantly into the future— 
those who are seeking daily for 
some new way to do things—those 
who are constantly finding some 
better way to accomplish the 
world’s work. 

They will take a risk, yes! A 
risk that none of the great major- 
ity would even dream of taking. 
Perhaps they fail; perhaps they 
succeed; but rise or fall, they back 
up their originality with the very 
best that’s in them. That’s why 
they are great men, and why the 
world pays them more. They’re 
worth more to the world. 


* * * 


Buy U. S. War Bonds... 
. regularly—unceasingly. 


* * * 


From Maryland an office furni- 
ture dealer writes: “Invite your 
readers to airmail you some 
BUSINESS BUILDERS for sales 
meetings with the new pinch-hit- 
ting employees in this wartime 
era; I’m enclosing a few to do my 
part.” There you have it...a 
ready-made BUSINESS BUILDER 
opportunity! Tuck them in an en- 
velope and dispatch them to the 
co-ordinator of this page, Box 
2153, Care of Shaw & Borden 
Company, Spokane, Washington. 
Appreciatively in advance, 

Ralph B. Ortel. 


ot ot ot 
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EDITORIAL 


‘War Model’ Now Official 

@& PRODUCTS developed by manufacturers 
for the duration and made of different materials 
or designed differently than peacetime merchan- 
dise now are to be described with one standard 
term, “war model,” according to an Official 
announcement from Washington. At least, they 
are to be so designated by such agencies as the 
OWI, WPB, OPA, OCS, and others. Formerly 
a wide variety of terms were used. Among the 
most common were “victory model,” “simplified 
model,” “utility model,” etc. It is to be presumed 
that this standardization of name will apply to 
those products of the office equipment industry 
that have been or will be introduced because of 
wartime shortages or restrictions. 

Some commentators think that this standard- 
ization of the one term “war model” may be one 
step in the direction of government grading and 
labeling. We hope this is not the case, and we 
hope, further, that the name will not be made 
to universally apply to all new products intro- 
duced during the war, whether they happen to 
be substitutes or not. To develop merchandise 
simply to take the place of products impossible 
to produce because of wartime exigencies is one 
thing, but to develop something entirely new 
and which will be as usable and salable after the 
war as during the war is another matter entirely. 

Calling a product a “war model” is implying 
that it is made as it is because the war makes it 
impossible to make it any better. Such is often 
the case, as the manufacturers themselves will 
agree. So if what will be called war models actu- 
ally are war models in the sense the public 
understands the term, standardization of the 
term probably is a good move. 


———— 





DECAY follows closely on the heels of complacency. 

Preserve and promote the power to originate. 
—‘Ideas,”” Melbourne, Australia. 
<possatisiiiniipasi : 
"The Battle of the Records" 
@@ TO MANY war-harried business executives, 
the mere mention of a government form is suffi- 
cient to add a gray hair or two. 

The character of government forms, the time 
and equipment required to fill them out, and, 
above all, their steadily mounting number fre- 
quently have been the subject of comment in 
these columns. And like many others we often 
have wondered if the government itself knows 
or realizes the true extent of the added wartime 
load of paper work imposed by the various of- 
ficial agencies in reports, statistical information, 
questionnaires, and so on. 

Highly pertinent to the situation from every 


angle is a letter published recently by Business 
Week under the heading, “The Battle of the 
Records.” It was written by a manufacturer, 
who must remain anonymous, to the Office 
Machinery Section of the War Production Board. 
We can do no better than reprint it verbatim: 


“We enclose three copies of PH-688 requesting 
authorization to purchase two Comptometers. 
This follows your denial of our application for 
four Comptometers. 

“The new application covers the requirements 
of our Cost Department only. We repeat our 
previous statement that we have attempted to 
meet the increasingly heavy burden of statistical 
work thrown upon this department by such ex- 
pedients as pooling equipment, purchasing sec- 
ond-hand equipment, renting machines, over- 
time work, use of a second shift, and other 
means. 

“Despite these efforts, we have been unable 
to handle the increased work, much of which 
results from the demands of the War Produc- 
tion Board and other Federal agencies for statis- 
tical data. We believe you may not have an 
altogether complete conception of the burden 
of these demands and have appended a partial 
list of forms we have filed and are filing every 
day. 

“Tf you can relieve us of filing these forms, we 
will gladly withdraw our request for two addi- 
tional Comptometers.” (The partial list fol- 
lows) : 


PD-149—Bureau of Mines R-401—Office Price Adminis- 
ASU-2—Aircraft Scheduling tration 

Unit, WPB R-603—Office Price Adminis- 
ASU-2—Signal Corps, U. S tration 


Army 

WPB-417—Tools Division, 
WPB 

PD-40A—Aluminum & Mag- 
nesium Div., WPB 

PD-40A (ASU)—Aircraft 
Scheduling Unit, WPB 

PD-40M—Aluminum & Mag- 
nesium Div., WPB 

PD-40A (ASU)—Aircraft 
Scheduling Unit, WPB 


CMP-4A—War Production 
Board 

CMP-4B—War Production 
Board 

CMP-7—War Production Board 

W PB-39—Tools Division, WPB 

WPB-317—Aluminum & Mag- 
nesium Div., WPB 

PD-226—Copper Division, 
WPB 


W PB-416—Tools Division, 
VPB 


PD-54—Chemicals Division, 


WPB 

ASU-16—Air Corps Procure- 
ment Office 

ASU-12—<Aircraft Scheduling 
Unit, WPB 

ASU-17—Aircraft Scheduling 
Unit, WPB 

ASU—29—Tools Division, WPB 

R-1102—Office Price ‘Adminis- 
tration 

R-536—Office Price Adminis 
tration 

R-537—Office Price Adminis- 
tration 

R-551—Office Price Adminis- 


tration 
R-213—Office Price Adminis- 
tration 


PD-600—Chemicals Division, 

WPB 

ASU-13—Aircraft Scheduling 
Unit, WPB 

ASU-3—Aircraft Scheduling 
Unit, WPB 

LL-34—Treasury Department 

BLS-1417—Labor Department 


N. Ord.-192—Navy Department 

ASU-18—Aircraft Scheduling 
Unit, WPB 

5 ED-1—British Ministry of 


Supply 
DP-33—Defense Plant Corp. 
DP-33 (ANMB)—Army and 
Navy Munitions Board 


PD-669—Tools Division, WPB 

PD-670—Tools Division, WPB 

BEW-136—Board of Economi« 
Warfare 


PD-IX—Distributors Branch, 
WPB 
AEC-16—Board of Economic 


Warfare 

PD-226—Copper Recovery 
Corp. 

WPB-1100A—Steel Recovery 
Corp. 

W PB-1100B—Steel Recovery 
Corp. 

W PB-1101A—Steel Recovery 
Corp. 

W PB-1101B—Steel Recovery 
Corp. 

W PB-1380A—Steel Recovery 
Corp. 

W PB-1380B—Steel Recovery 
Corp. 

W PB-1662—Steel Recovery 
Corp. 


W PB-1663—Steel Recovery 
Corp. 
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W PB-1842A—Steel Recovery DLD-4253—Cleveland Ordnance 


Corp. District 
W PB-1842B—Steel Recovery CMR-42—Department of Com 
Corp. merce 
WPB-1861—Steel Recovery FPC-170—Federal Power Com- 
Corp. mission 
W PB-1865—Steel Recovery N. Ord.-194—Navy Department 
Corp. N. Ord -273 Navy Department 
007316—Chief of Ordnance, N. Ord.-276—Navy Department 
ia Ps N Ord. -278—Navy Department 
007317—Chief of Ordnance ODT -21- Office of Defense 
TT 2 - rransportation 
cade Spm ' L PD-310—Office of Defense 
CLD-004.4— leveland Ord- Transportation 
nance District W PB-481—War Production 


BLS-766—Department of Labor Board 
DLD-4253—Cleveland Ordnance 6-1508 


The italics in the statement, “We believe you 
may not have an altogether complete picture of 
the burden of these demands .. ,” are our own. 
We hope and believe this to be the fact. Cer- 
tainly if the “complete picture”’ is before it, one 
government agency would not withhold from 
management the tools with which to turn out 
the reports other government agencies say they 
must have. 

Whether the reports are necessary or not is 


Bureau of Mines 
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beside the point. The main concern is that the 
government sends them out and either expects 
or requires that they be returned promptly and 
properly filled out. But if the official agencies 
involved had the whole story, perhaps there 
would be fewer forms or perhaps less question 
about making available the equipment to do 
the work. 

Obviously, the words, “partial list,” also are 
italicized to emphasize that imposing as this list 
of seventy forms is, it represents only part of 
the total number of the forms this one manu- 
facturer receives. Thus, even here, the picture 
is not complete. 

It might be added that the government form 
“problem’’—and a real problem it is—provides 
still further important evidence that office ap- 
pliances and supplies are essential in the war 
program. 


HERE AND THERE 


CONNECTICUT STATIONERS 
REMEMBER BYERS 


Newer members of the trade may 
not recall Mortimer W. Byers. 

But the older members of NSA 
remember him for his pleasant per- 
sonality and sound, contributing 
mind. Members of the Connecticut 
Valley Stationers Association re- 
membered him especially when they 
held their Silver Anniversary cele- 
bration in Springfield, Mass., in 
February, as reported in the last 
issue of OFFICE APPLIANCES. 

For Mr. Byers was present at the 
first meeting of the association. He 
helped organize it. That was while 
he was secretary and general coun- 
sel of the National Stationers Asso- 
ciation, which position he held for 
many years—held it, in fact, until 
he was nominated in 1929 by Presi- 
dent Hoover to the post a judge 
of the United States District Court 
for the Eastern District of N. Y. 

Judge Byers is Judge Byers still, 
but in recalling the work he did for 
their association and the national 
body as well, the Connecticut Val- 
ley trade members felt as did this 
publication at the time he left the 
trade to accept the judgeship. 
Then, in October, 1929, OFFICE 
APPLIANCES said 

“He has seen the organization 
through its toughest contests and 
helped it to emerge on the winning 
side. His ability as a lawyer, hi 
impeccable honesty, his wit, his tal- 
ents as a speaker, and his capacity 
as an adviser, have won the friend 
ship and respect of every member 
of the association." 


POP KIMBALL DOES IT AGAIN; 
HE'S 88 THIS YEAR 


To the many friends of J. N. 
Pop" Kimball, Washington and 
Lincoln alone do not make February 
the Birthday Month. 

This year was no exception be 
cause Pop was eighty-eight on Feb 
ruary 26 and he kept right on with 
his usual practice of reversing cus 
tom by sending out his own birth 
day card, here reproduced. 

But Pop Kimball is known through 
out the industry for many reasons 
other than his birthdays. Principal 
among these was his work in fur 
thering the progress of speed with 
accuracy in typing. As far back as 
1905 he was manager of speed typ 
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POP’S “HAPPY BIRTHDAY” CARD 


ing contests held in connection with 
National Business Shows. 

Now Pop has retired, lives at 453 
East 14Ist Street, New York City, 
and every year takes the occasion 
of his birthday to contact his friends 
and former business associates. Last 
year, at eighty-seven, he pictured 
himself as a boxer in the ring, knock 
ing out another year with Father 
Time as referee. In 1941 he showed 
his prowess as a fisherman and in 
1940 demonstrated to everybody’: 


satisfaction that he had knocked 
Methuselah from his pedestal and 
occupied it himself. 

We don't know just how many 
years Pop has been sending out his 
pleasant birthday greetings, but we 
do know this—we hope we'll keep 
right on getting them for a long 
time to come. 





FUN ON SEAL ROCKS BUT NO 
PENCIL SALES TO SEALS 


“Not such a good spot to sell 
pencils—seems the seals don't like 
‘em,’ writes Ralph Maneval of A. 
W. Faber, Inc., from the Cliff House 
and Seal Rocks, San Francisco, Cal., 
where he is enjoying a short vaca- 
tion. He reports, however, that 
business elsewhere is good with sub- 
stantial interest in the new A. W. 
Faber Winner indelible pencil. 





EDITORIAL PAYS TRIBUTE TO 
ELWYN L. SMITH 

Because the following editorial in 
the Syracuse POST STANDARD so 
thoroughly ''covers'’ the election of 
Elwyn L. Smith, assistant to the pres- 
ident of L. C. Smith & Corona 
Typewriters, Inc., to the post of 
president of the Syracuse Commu- 
nity Chest, OFFICE APPLIANCES 
takes pleasure in reprinting it in full: 

"It seems to run in the family, 
this matter of being president of 
civic organizations. We refer, of 
course, to the election of Elwyn L. 
Smith as president of the Syracuse 
Community Chest. 

"His Uncle Bert (H. W. Smith} 
has been or still is president of al- 
most every civic board in the city, 
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including the Red Cross, the Syra try about the worst storm in the hampion old-timer group in the 
use University Trustees, the Auto- history of Chic gO. Snowfall started country. 

mobile Club, Syracuse Public Li- about midnight, lasted through tw Organized ten years ago with the 
brary, Onondaga Orphans’ Home days and totaled nineteen and one motto, "Good Fellowship and So- 
and others. Now a younger mem- half inches. Street cars were kept ciability,"” the club now has 250 ac- 


. ' i . fc 
tive members, all with records of 


ber of the typewriter family iS being immovable for two days. 
called on to contribute leadership hortly after the interview in which more than fifteen years with the 
to the community chest. the notebook fiqured as a source of company, fifteen, incidentally, be- 


"The presidency of the chest ntormation, Mr. Stevens had a new ing the minimum number necessary 
one of the highest honors the com entry to make. Snow started to fa tor membership. Here's the roster 
munity can bestow, but it is also one ind reached a depth of six inches and if you don't think it adds up to 
of the most burdensome responsi- by noon of the next day. 250 count em yourselt: 
bilities in the city. But weather isn't all that is in the Fifty-year class: Twelve members 

“That Elwyn Smith will provide ttle book. It has numerous refer- with fifty or more years of service. 


c . . . 4 on : in fi f+ iaht vee nA 4+uqQ0 
effective leadership goes without ences persons and events in the e€ ry-€lg year man, Mugo 





saying. He is able, conscientious industry which might furnish many Keapy ell re oldest 

hard working and easy To get along 1 TOF for lively conversation. ary veer eee Eight salbheews 

with. He will receive the full co Deaths, birthdays, trade activities bers trom torty to torty-nine years 

operation of his associates and of ll are recorded briefly with key nclusive. 

the citizens of Syracuse, just as words that start memory to tun hirty-year Class: Forty-nine mem- 

Stewart F. Hancock has had in full t eet ere thirty-nine years 

measure during the past year. This Being a good stationer Mr. St sei 

newspaper feels that we all owe a vens practices what he preache wenty-year class: Ninety mem- 
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CHARLIE STEVENS’ NOTEBOOK 

Charlie Stevens of Stevens, Ma- 
oney & Company, Chicago, has a 
ittle notebook at his desk which 


ontains many interesting tacts ex 


tending over a period oT nearly 
thir Five , Te ca The , 
hirty-five years. Because the win- 


ter of 1942-43 has been exceptional 
for snow in the Chicago area, Mr. 





Stevens has made a number o7 en 
trie 3D0ut +hro weatner durina the 
ast several montns. 
Reference + the book always 
He referred to the month of March ’ 
ror several or the years in the thir NATIONAL BLANK BOOK COMPANY OLD-TIMERS GROUP—Left to right with 


ties. First he turnea to March years of service: First row, Hugo Keappel. fifty-eight: Edward S. Towne, fifty-three; 
193 and found this notation: and Leroy F. Avery, fifty-five. Second row, Philias DuBourg, fifty: Louis A. More. 
‘ . Ne a - fifty-one; John T. Popp. fifty-three; Edward Donahue, fifty, and George King, fifty- 
- atari. three. Missing when photo was taken: Frank B. Towne, treasurer, fifty-four: and 
i = . k rns three retired employes, William Frederick, fifty-four; Harry Ferry, fifty, and John 
March 26, 1930, and tound an en Thomson, fifty-three. 
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Wood Office Furniture Exempt from Pattern Restriction 
Order—Amended Order on Typewriter Rationing Expected 


— Typewriter Inventories Required — Priority Filing Now 
Through WPB District Offices 


OFFICE EQUIPMENT EXEMPTED IN NEW WOOD 
FURNITURE LIMITATION ORDER 

Prohibition of new patterns for wood furniture on 
March 15, and an approximate two-thirds cut in the 
number of existing patterns on July 1 have been 
ordered by the Director General of Operations of the 
War Production Board. 

Contrary to the impression given by some announce- 
ments, the order does not have widespread application 
to the office equipment industry as will be noted by 
the exemptions as outlined. 

The WPB order, as outlined by the Office of War 
Information, says: 

“In addition to all items commonly classified as 
furniture, the new order—General Limitation Order 
L-260—applies specifically to venetian blinds, frames 
used in production of furniture, barber and beauty 
shop furniture, and store display equipment and show 
cases. 

“Not covered by the order are: baby cribs, high 
chairs, baby toilet chairs and seats, and bathinettes; 
office furnture and equipment as covered by L-13-a, 
as amended; metal household furniture as defined in 
L-62, as amended; bedding products as defined in L-49, 
as amended; hospital, medical, dental and related 
equipment as covered by List A of M-126, as amended; 
refrigerators, wooden lockers for offices and factories; 
wooden shelving; wooden factory and industrial equip- 
ment; wooden filing cabinets and all wood furniture 
specifically designed for use in offices.” 


o 


THREE SEPARATE TYPEWRITER INVENTORIES 
ARE ORDERED BY OPA 

Typewriter dealers, wholesalers and manufacturers 
have been called on by the Office of Price Administra- 
tion to file separate inventory reports for each of their 
places of business showing their stocks as of Febru- 
ary 28, April 30, and July 31, 1943, and as often there- 
after as the OPA may require, according to an Office 
of War Information press announcement which con- 
tinues: 

“OPA explained that it needs the reports so that it 


can determine the regional locations of stocks and 
weigh them against demand in various areas as a help 
in directing the typewriter rationing program. 

“The inventories are to be reported on OPA Form 
R-406. They must be mailed on or before the tenth 
day of the month following the date of the inventory 
to OPA’s Central Inventory Unit, Empire State Build- 
ing, New York City. The inventory reporting require- 
ment is continued in Supplement No. 1 to Ration 
Order 4A, issued March 1 and effective March 6, 1943.” 


oe) 


REVISION OF TYPEWRITER RENTAL AND SALE 
RATIONING ORDER PROBABLE 

Late in February, the Office of Price Administration 
held three meetings in Washington—with manufac- 
turers, wholesalers and retailers—to discuss suggested 
revisions in price controls. The recommendations 
made by the three groups were studied during March 
with the expectation that Maximum Price Regulation 
No. 162, covering sale and rental of used typewriters, 
will be revised and issued in amended form in the 
near future. 


o 


L-54-A AND L-54-C AMENDED 
On March 12, Limitation Orders L-54-a and L-54-c 
were amended to permit the director general of opera- 
tions to authorize production and delivery in specific 
cases for war use. L-54-a covers typewriters and 
L-54-c practically every other type of office machine. 


PRICES IN THE TYPEWRITER PROCUREMENT 
CAMPAIGN 

When the prices to be paid to users for typewriters 
sold in the Procurement Campaign were raised last 
January no provision was included to make those price 
changes retroactive. This has resulted in a penalty 
being imposed on the users who sold their machines 
to authorized buying agents prior to the price increas- 
es. J. W. Densford of the Shawnee A-C Typewriter 
Co., Inc.,; Shawnee, Okla., points out that the early 
sellers of typewriters, such as schools, business houses, 


(Turn to page 121, please) 











OFFICERS AND CONTROL 
BOARD MEMBERS 


LEFT TO RIGHT—STANDING: A. H. Fagan, 
Butler Bros., Chicago. first vice-president; 
Charles W. Schatzlein, American News Com- 
pany: New York. Jack G. Bainbridge, Bain- 
bridge. Kimpton & Haupt, Inc., New York: 
John Kolb, C. Howard Hunt Pen Company; 
H. L. Chandler, Adams, Cushing & Foster, 
Boston; Herbert Held, Biackwell Wielandy 
Company, St. Louis: E. J. Berry, Loring, 
Short & Harmon, Portland, Me. SEATED: 
J. H. Chipman, The Brown Brothers, Ltd., 
Toronto, second vice-president; Max 

Goldstein, Rochester Stationery Company, 
Rochester, N. Y., president; H. C. Wittemore. 
secretary; E. W. Blevins, Caldwell-Sites 
Company, Denver. Colo. All officers and 
control board members were re-elected. Not 
shown in the photo are Louis Tavernier, 
Fulton Specialty Company. New York, third 
vice-president. and S. Rubin, Schranz and 
Bieber Company, New York, fourth vice- 

president. 


WHOLESALERS COMPLETE THEIR MOST 
SUCCESSFUL ANNUAL CONVENTION 


HE Twenty-eighth annual meeting of the Whole- 

sale Stationers’ Association at the Biltmore Hotel, 
New York, March 4, 5 and 6, was one of the most suc- 
cessful in the history of the organization, but more 
than that it was a gathering that recognized, from 
opening to closing gavels, that helping to win the war 
is the primary task of the industry. 

Convention visitors went home with the feeling that 
they had received real and concrete assistance in ac- 
complishing that objective. They learned new and 
better ways to cope with wartime problems, they lis- 
tened to speakers of note who discussed the situation 
from every standpoint, and they had an opportunity 
of exchanging ideas and seeing the products and 
methods that are the most successful today. 

In between sessions, the association’s Customers’ 
Club was opened on the sixth floor of the Biltmore, 
and more than fifty manufacturers joined in holding 





open house, showing their merchandise and giving 
sales assistance to visitors. 

Interesting and important was the report Thursday 
morning, March 4, of Lieut. Col. J. H. Chipman, of The 
Brown Brothers, Ltd., Toronto, vice-president of the 
association and also of its Canadian division, who told 
of operations under war control in the Dominion 
which have been carried on for a much longer period 
than in the United States. 

“A review of conditions in Canada would indicate 
that they cannot differ greatly from those now exist- 
ing in this country,” Mr. Chipman said. “The complete 
elimination of many lines and the drastic curtailment 
of many others is common to all of us engaged in the 
stationery business on this continent so that the 
problems with which we are faced are mutual and 
pretty much identical and as long as the war lasts 
these conditions will tend to grow steadily worse. 
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ANNUAL BANQUET OF WHOLESALE STATIONERS, ASSOCIATION AT BILTMORE HOTEL, NEW YORK, MARCH 5 
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BEFORE THE CAMERA 

1. FRONT ROW: R. B. Sainberg. Sainberg 
and Company, Inc.; L. J. Tavernier, Jr., 
Fulton Specialty Company: R. A. Weis- 
senborn, Empire Pencil Company; Ben 
Sandner, Russia Cement Company. 
BACK ROW: Hiding behind Mr. ‘avener, 
Harry Yager. David Kahn, Inc.; H. B. 
Van Dorn, Joseph Dixon Crucible Com- 
pany; G. F. Gritfiths, Noesting Pin Ticket 
Company. 

2. STANDING: Paul Gundaker. S. E. & M. 
Vernon, Inc.; F. W. Samson, Moore Push 
Pin Company; H. C. Hooks, Moore Push 
Pin Company; Sam Clayton. Koh-I-Noor 
Pencil Company. SEATED: Mrs. Gerald 
Favor. Mrs. Sam Clayton, Mrs. Irving 
Favor, and E. B. Rogers, Koh-I-Noor 
Pencil Company. 

3. Allan Murray, Victor Safe and Equipment 
Company; Moriarty. E. Morrison 
Paper Company. Washington, D. C.; Alex 
Burkhardt, Victor Safe and Equipment 
Company: E. . Huott, retired; Dan 
Smith. Smith Printing Company, Wil- 
liamsport, Pa. 

4. Max A. Goldstein, Rochester Stationery 
Company. Rochester, N. Y.; A. H. Fagan. 
Butler Brothers, Chicago; H. C. Whitte- 
more, secretary-treasurer, Wholesale Sta- 
tioners Association. 

5. STANDING: Charles Bodenstab, John 
Henschel and Company. New York; Fred 
P. Schlosser and Paul Fera, J. S. Staedt- 
ler, Inc.; Ben Leedom, LaPorte and Austin. 
Inc. SEATED: J. Henschel. John Henschel 
and Company; - S. Urmaten, J. S&. 
Staedtler, Inc.; and L. H. Mueller, Norris 


Pp 

6. STANDING: Lou Wachtel, E. L. Rosen- 
berry. George J. Grunbach. SEATED: 
Henry Bowman, Mark Kenna. All of Amer- 
ican Pencil Company. 

7. Arthur Lawless. M. Corwin, and Charles 
Evifano, Aqencv Paper Company. 

8. Tracy Higgins, Bert Cholet, Joe Connelly. 
and Mrs. Tracy Higgins. Higgins Ink 
Company. 

All identifications 


Instrument Company. 


from left to right. 


“Possibly the most interesting feature of the con- 
duct of the stationery business in Canada would be to 
relate the method by which our limited supplies are 
made available to the trade. These methods are sum- 
marized as follows: 

“1. No new accounts may be sold any goods that 
are in short supply. It is difficult as you may imagine 
to always carry this out, but as it is a government 
regulation it makes it somewhat easier to enforce. 

“2. The government also insists on an equitable 
distribution of the available supply of goods among 
established customers and unless suppliers were oper- 
ating retail departments as of the date of the specific 
order they are forbidden to sell consumers. 

“3. Deliveries are rigidly controlled. For instance 
wholesalers delivering to retailers goods for resale may 
only deliver orders valued at $3.00 and over and not 
oftener than three days per week. Special deliveries 
are out. Retailers, including druggists, cannot deliver 
any order unless it is valued at $1.00 or more. Just 
now orders are being drawn to further and drastically 
restrict the operation of trucks in every line of busi- 
ness so that stationers will be further curtailed, this 
of course on account of gasoline.” 

After the annual report of H. C. Whitemore, associa- 
tion secretary-manager, and the report of the auditing 
committee, the wholesalers heard a complete and 
thorough resume of the Inventory Limitation Order 
No. L219 from Eaton V. W. Read, chief of the con- 
sumers goods branch, wholesale-retail division, War 
Production Board, and the assistant chief, H. D. Wolfe. 
The complete report of this order was carried in the 
February issue of OFrricE APPLIANCES. After a general 
address by Mr. Read, questions were answered by both 
men in an effort to clarify points of confusion. 

‘The Thursday luncheon at the Biltmore was fea- 
tured by a talk by Maj. Thomas Ditton, war corre- 
spondent present at the Dieppe British Commando 
and American Ranger expedition. He gave a colorful 
picture of the operation which he described as suc- 
cessful from every standpoint. 

Speakers at the Thursday afternoon session included 
Joseph P. Merriam, head of the printing and publish- 
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ing unit, of the Office of Price Administration; George 
Toomey, chief of the equipment and supply, consum- 
ers durable branch; Edward S. Dodds, head of the 
office school and art supply unit, and J. Edwin Pasek, 
vice-president of the American Technical Society. 

Mr. Merriam’s topic was “The Part of Price Control 
in the Wholesale Stationers’ Plans for Wartime Opera- 
tion,” and he expressed the opinion that, except for 
paper, price restrictions would not be further extended 
on stationery goods. Mr. Toomey and Mr. Dodds 
headed a discussion period which followed. It was 
brought out that the OPA believes strict policing of 
prices is undesirable; rather, voluntary action by man- 
ufacturers, distributors and retailers is the objective. 

Talking on the subject of “Adjusting Sales Mileage 
to Rationing,” Mr. Pasek made these remarks: 

“Gasoline rationing is hard on the salesman as well 
as on the companies which employ them. Gas ration- 
ing can, however, be an opportunity. Your competitors 
are in the same boat with you, and if you are ingenious 
enough to devise ways and means of getting business 
in spite of gas rationing, you will improve your com- 
petitive position not only during the war, but for long 
after the war.” 

Mr. Pasek then outlined two dozen specific ideas for 
adjusting sales mileage to gasoline rationing in spite 
of wartime obstacles. (See Page 158.) 

The convention opened Friday morning, with the 
president, Max A. Goldstein, Rochester Stationery 
Company, Rochester, N. Y., in the chair. After outlin- 
ing the purpose of this year’s meeting and reviewing 
progress during the next year, he introduced for dis- 
cussion some of the more pressing problems which 
wholesalers are required to meet today. Taking part 
were Herb Held, Blackwell Wielandy Company, St. 
Louis; Harry Horder, Horder’s Inc., Chicago; Harry 
Chandler, Adams, Cushing & Foster, Boston; J. G. 
Bainbridge, Bainbridge, Kimpton & Haupt, Inc., New 
York; Horace B. Van Dorn, Jr., Joseph Dixon Crucible 
Company, and several others. 

Mr. Held spoke of the necessity and advisability of 
allocation of merchandise to serve all customers in an 

(Turn to page 99, please) 
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The Guest Book 


W. W. Welch of the W. W. Welch Company, Cin- 
cinnati, visited at the office of this journal and signed 
the Guest Book on March 5. Active for years in the 
manufacture and sale of air circulators, his production 
is discontinued temporarily because of wartime re- 
strictions. However, he is busy with plans for resump- 
tion of manufacture at the first opportunity and is 
incurably optimistic. 


George A. Wilkerson, Springfield, Mo., signed the 
Guest Book March 6. After six years with Elkins 
Squires Company of Springfield and other experience 
in the industry he has established himself as a manu- 
facturers’ representative and was in Chicago for sev- 
eral days having interviews. He sells the products of 
Phillips Process Company, Inc., throughout his terri- 
tory, which extends from Missouri to Texas. His plan 
was to go direct from Chicago to St. Louis where he 
would commence a sales trip which would get him 
into Kansas City in time for the convention of the 
eighth district NSA. 


L. M. Morris, head of The L. M. Morris Co., Modesto, 
Calif., arrived in Chicago eight hours late on St. Pat- 
rick’s Day. He gave us the pleasure of a call and told 
us something of the difficulties in rail travel today. In 
addition to the usual problems because of the unprece- 
dented demand on the facilities of rail transportaion, 
Mr. Morris’ train ran through a blizzard accompanied 
by extremely low temperatures. When he arrived in 
Chicago the temperature was not much below freez- 
ing but the wind was blowing at a rate of forty-two 
miles per hour. Instead of traveling to a factory in 
the outlying metropolitan area Mr. Morris decided to 
handle his business by telephone. Because of the late- 
ness in arrival he had only a few hours in Chicago 
before carrying on to New York for special contact 
with sources of merchandise to stock the shelves of 
his “Business Man’s Department Store.” 


Fred Fenne of Dallas, Tex., representative of Asso- 
ciated Stationers Supply Company, second vice-presi- 
dent and acting president of the Texas Travelers Club 
and former vice-president of National Stationers Asso- 
ciation, signed the Guest Book on St. Patrick’s Day. 
He had worked up to the Northern boundary of his 
territory, after which he came to company head- 
quarters in Chicago. Although his schedule called for 
frequent stops on the return trip, he planned to be in 
San Antonio in time for the Ninth District meeting, 
March 28 and 29. The principal problem he observed 
among the dealers was the help situation. “Demand 
remains strong and manufacturers are doing their 
best to keep the retailers supplied,” he said. 


N. T. Shepherd of N. T. Shepherd Chair Company, 
Salt Lake City, Utah, signed the Guest Book March 20. 
Business considerations influenced him to spend a 
week in Chicago. He reports that business conditions 
are excellent and that in addition to government re- 
quirements he has been taking good care of established 
dealers, particularly those servicing accounts that are 
involved in the war program. 


BY TELEPHONE 


Paul C. Harris of Neal, Stratford & Kerr, San Fran- 
cisco, registered with the office of this journal by tele- 
phone March 1 and 2. Going East on a buying mission, 
he spent several days in Chicago after which he 
planned to go to Grand Rapids, Cleveland, Evansville, 
Jasper and into Kentucky before starting on his home- 
ward trek. Ninety per cent of the company’s business, 
he said, was on priority. He reported a heavy demand 
for goods by Government and government contractors. 


Henry G. Frankel, Frankel Carbon & Ribbon Manu- 
facturing Company, Denver, visited with the office of 
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this journal by telephone March 3. He was in Chicago 
to spend several days with the company’s Chicago 
branch in the Monadnock Building, after which he 
planned to go to New York and Washington before 
returning to Denver. He indicated unusual activity in 
the sale of inked ribbons, carbons and stencus. 


Fred P. Alexander, president of Alexander Brothers, 
Limited, Honolulu, Hawaii, registered by telephone on 
March 4. To use a military phrase, Mr. Alexander is 
in the United States for the purpose of “keeping sup- 
ply lines open” to his business headquarters in Hono- 
lulu. For over thirty years his company has been 
handling Underwood typewriters in the Islands. Nu- 
merous other office equipment and supply items are 
distributed by Alexander Brothers but current condi- 
tions are holding Mr. Alexander on the mainland keep- 
ing regular lines in shipment and searching for new 
items that are available. His call gave us a lift through 
the realization that enterprise usually finds a way to 
adapt to current conditions. 

—>>-—__— 
GREAT LAKES TRAVELERS NOTES 

Lieut. H. P. Venet of the United States Coast Artil- 
lery, back home on a ten-day leave of absence, at- 
tended the Great Lakes Travelers meeting on Febru- 
ary 26. He had received his commission a short time 
before. Lieut. Venet in civilian life is a salesman for 
Reyburn Manufacturing Company. 

Ed Rohrs of Eaton Paper Corporation had a good 
excuse for missing that same meeting. With two boys 
in the service, both managed to be home on leave at 
the same time and Ed had arranged a special luncheon 
in their honor. The boys are Lieut. James W. Rohrs of 
the Army Air Corps Medical Department, and Private 
John P. Rohrs of the Coast Artillery, located at Fort- 
ress Monroe. 

New members of the club include Boyd L. Henderson 
of Art Metal Construction Company and Folger Fel- 
lowes of Bankers Box Company. 


* * * 


Among the visitors at the March 12 Great Lakes 
Travelers meeting were Albert McLane of Reliance 
Pencil Company and Paul Hooker of Decker’s, Inc., 
Lafayette, Ind. Mr. McLane, although located in the 
East, was in Chicago introducing a new man to the 
middle western territory. Mr. Hooker arrived in Chi- 
cago at the time the luncheon started, the principal 
purpose of his two-day visit being the purchase of 
merchandise. An associate, Art Fontaine, manager of 
the Decker store in Anderson, Ind., is governor of the 
fifth district and will preside at the Detroit meeting 


May 3. 


x * * 


At the March 19 luncheon, Harry Balch read a letter 
received from Pvt. B. J. Powell, formerly the snappy 
Chicago sales representative for A. W. Faber, Inc., and 
now snappy K.P. specialist at Camp Wolters, Tex. Ben 
started his military career at a camp in Wisconsin 
but is now in Company A, 6lst Battalion, 3rd Platoon, 
Camp Wolters, Tex. He reports humorously on army 
life and says he has discovered and developed un- 
suspected skills in mop wielding and potato peeling. 
He also asks for letters from friends in the trade. 
as —— 

DETROIT FIRM HAS TENTH ANNIVERSARY 


March 4, 1933, was the first inaugural day for Pres- 
ident Roosevelt, and it was likewise the first day in 
business for the B-C-D Office Equipment, Inc., 7341 
Woodward Avenue, Detroit, Mich., March 4, 1943, 
therefore, was the Tenth anniversary of each. 

Despite the fact that the business was started coin- 
cident with the memorable bank holiday in 1933, the 
B-C-D company has progressed steadily and now oc- 
cupies a leading position in Detroit. W. E. Duerr is 
president and H. C. Wilking, assistant and general 
manager. 
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In the armed forces, as in | 
Industry, a// records must — 
be kept clear, permanent 


and legible! 


PANAMA-BEAVER 
CARBON PRODUCTS 
for billing and book- 
keeping machines 
guarantee permanent, 
clear, legible copies 
plus speedy operation. 
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Panama-Beaver 
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MANIFOLD SUPPLIES COMPANY 
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NEW GF FIVE-DRAWER WOOD FILES PROVE 
POPULAR THROUGHOUT TRADE 

Although the new General Fireproofing five-drawer 
wood files have been available only a few weeks, GF 
sales officials report that the initial production run 
already has been oversold and that there is a con- 
tinued influx of both large and small orders as well as 
enthusiastic comments 
from buyers who received 
first shipments. The un- 
usually low 57-inch height 
with which is combined the 
advantages of GF roll bear- 
ing, bottom-anchored in- 
dexing is reported to be 
finding ready acceptance 
by dealers and their cus- 
tomers. 

In 1942, the ratio of five- 
drawer steel file sales to 
four-drawer sales was ap- 
proximately three to one, 
GF officials say. Conse- 
quently, the five-drawer 
letter and cap size cabinets 
are logical additions to the 
line of GF files made of 
wood and plastic. 

In size, finish and gen- 
eral appearance, the new 
five-drawer wood files 
closely match the corre- 
sponding items in the GF 
5500, 55 and 2805 series. 
They include all features of 
design and construction 
which have made the four-drawer GF wood unit a 
popular product. The same two and three compart- 
ment inserts can be used, thus providing convenient 
housing for invoices, vouchers, checks and other odd 
size records. 

According to the manufacturer, the GF five- 
drawer wood units are approximately six inches 
lower in overall height than the usual five-drawer 
files. A height of more than sixty inches is said to be 
objectionable since it exceeds the reach of all but 
exceptionally tall operators. Buyers are reported to be 
quick to appreciate the savings in floor space, foot 
travel, initial investment and cost of operation mad2 
possible by the five-drawer units. 

——___- 9 
ASSOCIATED INTRODUCES NEW LINE OF 
BOYCO ALL-WOOD CARD FILES 

A new line of Boyco all-wood tabulating and index 
card files is announced by the Associated Stationers 
Supply Company, 229 South Jefferson Street, Chicago, 
and is available for shipment in ten days on AA-1 
priority ratings or better. 

Built to government specifications, the files are made 
in one, two and four-drawer units, the tabulating files 
being offered in one size and two lengths, twelve and 
twenty-four inches, and the index files in three sizes 
and two lengths, fifteen and twenty-four inches. 
Tabulating units are for 34% x 7% inch cards and in- 
dex units for 3 x 5, 4 x 6 or 5 x 8 cards. 

The equipment is built in such a manner that it 
can be assembied in file batteries of any width or any 
height. This is made possible by special interlocking 
features which permit vertical or horizontal additions 
to the first unit of as many units as are desired. Unit 
tops are fitted with sturdy pegs and bottoms have 
holes in the corresponding positions. Holes on the 
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sides permit bolting of adjacent cases to prevent tip- 
ping and misalignment. In complete assemblies, bases 
are provided, and the top units have no pegs. 

Backed by sixty years of manufacturing experience, 
the new Boyco equipment is made with lock-joint 
corners, and the drawers are substantially constructed 
to withstand hard usage. Drawer handles are rounded 
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New Boyco tabulating files, stacked sixteen drawers high, in 
the Department of Labor, Washington, D. C. 


wood to prevent breakage. Front bottoms of drawers 
are slotted so that when drawers are packed tightly 
with cards, the cards may be pushed up from the 
bottom. Removable follower blocks are included. 

Finish is in olive green lacquer and metallic gold on 
drawer pulls and card holders. 

suansieeeiiaa dicate 
NEW WOOD COPYHOLDER NOW OFFERED BY 
WELLS OFFICE FURNITURE COMPANY 


The Wells Office Furniture Company, 410-412 South 
Wells Street, Chicago, has announced a new all-wood 
copyholder offering numerous features including con- 
stant eye-level reading, single lever operation, finger- 
tip control, variable elevation and instant removal. 

Because stenographic work has multiplied in volume 
the new product makes its appearance at an oppor- 





NEW WELLS ALL-WOOD COPYHOLDER 


tune time. No critical materials are used in its con- 
struction. Four models are available with paper width 
capacities of fifteen, eighteen, twenty-three and 
twenty-eight inches. List prices are $24, $27, $30 and 
$35, and shipping weights are seven, nine, eleven and 
thirteen pounds when packed singly. 
—>-————— 
PAPERWEIGHTS GO PATRIOTIC 

The March 1 issue of Forbes magazine reports, in its 
“New Ideas” department, that two crystal-clear, fire- 
polished glass paperweights, products of the Hill 
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Tired, soldier? 


Of course you are, poor kid. Doing about three 
people’s work now, aren’t you? With Thelma an 
army nurse and Bill in the navy, you’ve been file 
clerk and office boy as well as secretary, recep- 
tionist, and office sparkplug. 

Interruptions, phone calls, sudden emergencies 
_. . forty letters instead of twenty... up before 
dawn, home after dark. . . day after day after day. 
Not much more than a kid, either... but what 
a soldier you’ve turned out to be! 

Well . . . we used to make typewriters. Remem- 
ber? Good ones, too. And we know a lot about 
your job, and what it means to American business 
and war production and to keeping things going 
on the home front. 

So here’s something, soldier, that we'd like you 
to know. Your boss and your company. . . and all 
bosses, everywhere. ..are proud of the way you’re 
carrying on. Proud...and mighty grateful. ..even 
if in the rush of things we sometimes forget to tell 
you so. 

Okay, tired soldier! Put that shoe back on, and 


get home to bed. 

. . . 
To her boss: Girls working at high pressure deserve effi- 
cient typewriters. Now that new ones are unobtainable, 
it’s good sense to have your machines checked more fre- 
quently... and by competent experts. Our branch offices 
and L C Smith dealers everywhere are at your service. 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE NEW YORK 


* Sav i ARAN Ee 
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w War production entrusted to us is precision 
work calling for craftsmanship of the highest 
order. . . skill won through years of making 
America’s finest office and portable typewriters. 


SMITH-CORONA 


Typewriter Service 
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Advertising Specialties Company, New York City, are 
serving a patriotic as well as a practical purpose. The 
first, called the “Pledge of Allegiance Paperweight,” 
contains the American flag and the famous pledge 
itself. The other, a Victory model, has the American 
eagle cut into the base, its wings spread symbolically 
across a large V. 
ae iai eed oa, 
NEW CRAMER WOOD POSTURE CHAIR SOLVES 
EXPANSION-CONTRACTION PROBLEM 

In a novel way of introducing its new posture chair, 
the Cramer Posture Chair Company, Kansas City, Mo., 
makes the statement, “You Can’t Fool Mother Nature,” 
and this is because one of the biggest difficulties in 
the wood manufacturing business is the expansion 
and contraction of wood as a result of climatic con- 
ditions. 

Through experience and experiment, however, 
Cramer believes it has solved the problem, and new 





CRAMER POSTURE CHAIR 


principles of construction in the chair eliminate ex- 
pansion and contraction disadvantages. One feature 
is the method by which the chair is adjusted in 
height, and another is the type of bearing provided on 
the end of the chair spindle on which the seat revolves. 

The new chair will be available early in April. Deal- 
ers may obtain descriptive literature by writing the 
Cramer company, 1205 Charlotte Street, Kansas City. 

SRSA Ao. SS 
NEW USE FOR MAK-UR-OWN HINGES 

The efficiency of Mak-ur-own hinges, products of 
the Victor Safe and Equipment Company, Inc., North 
Tonawanda, N. Y., for binding plans, tracings and 
prints has been demonstrated by an experimental 
campaign conducted by officials of the Charles R. 


WN HINGES 
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NEW FOLDER AVAILABLE 





Barry Company, San Francisco, Pacific Coast Victor 
representatives, with the co-operation of several blue- 
printers. 

Methods developed are detailed and illustrated in 
a new small folder recently mailed to the trade by 
Victor which, together with hinge samples, is avail- 
able from the manufacturer. 
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NEW ENGLAND WOODWORKING ANNOUNCES NEW 
LINE OF “STEEL-LIKE” UNITS 

A new line of wood equipment, including clothes 
racks, bookcase sections and cabinets with two to ten 
drawers and lockers, is announced by the New Eng- 
land Woodworking Company, 512 East 137th Street, 
New York City. An attractive four-page folder describ- 
ing the products has been issued and will be sent on 
request. 

Sturdily made of laminated birch in olive green 
finish, the line is expressly designed to eliminate the 
use of steel. Walnut finish also is available on some 
items. 

The new No. 700 “Utili-Rak” is a clothes stand hold- 
ing a minimum of twelve hanging garments, hats, 
umbrellas, rubbers, shoes and parcels, and a No. 701 
rack, also offered, is the same except for the umbrella 
holders. 

Complete bookcase sections include capping and 
base units and a selection of four book units ranging 
in height from thirteen to nineteen inches and avail- 
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TEN-DRAWER CARD CABINET 

One of the new wood products 

of New England Woodworking 
Company. 


able with or without disappearing glass doors. The 
sections are thirty-four inches wide and thirteen 
inches deep. 

The new card catalog cabinets are featured by the 
seven and ten-drawer models, the former having 
fourteen compartments for 5 x 8 cards with overall 
dimensions of 18 x 18 x 50 inches high, and the latter 
with twenty compartments for 3 x 5 cards with overall 
dimensions of thirteen and one half inches wide, 
eighteen inches deep and fifty inches high. Units have 
one drawer, two drawers, four drawers, six drawers 
and nine drawers and are in two sizes for 3 x 5 or 
> X 8 cards also are included. 

Popular numbers in the new line are a storage 
cabinet thirty-four inches wide, seventy-two inches 
high and eighteen inches deep with four adjustable 
shelves and lock and key, and lockers fifteen inches 
wide, eighteen inches deep and seventy-eight inches 
high which are available in batteries of any number 
with each unit equipped with lock and key. 

Eo 


CANT-SLIP FORMULA HAS NEW INGREDIENT 

The Clarotype Company, Inc., 16 Hudson Street, New 
York City, has announced that its Cant-Slip formula 
has been improved by the addition of a new ingredi- 
ent which helps soften rubber platens. Cant-Slip is a 
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and you'll find no greater 
carbon paper performance 
in wartime or any time than 
you get from long-wearing. 
sharp writing PINNACLE. 
You'll discover how superb 
materials and outstanding 
craftsmanship are combined 
to give at least 70 to 80 crisp 
writings out of every sheet 
of Pinnacle Carbon Paper. 

An extra half inch length adds even 
longer life and uniform wear-down. The sheet 
is simply reversed, the top becomes the bot- 
tom and the extra half inch causes the new 
typing to strike on fresh carbon paper be- 
tween the old impressions. This also provides 
speedy, soil-proof “QUICK EXTRACTION” 
of the carbon paper from the shorter origi- 
nal and carbon copies. 

Pinnacle Carbon Paper commands a price 


that is commensurate with its performance 








Official U. S. Navy Photo 


a price that shows you a good profit, as do 
prices on all Columbia-made Ribbons and 
Carbons. With correspondence and record 
keeping now at an all-time high, the demand 
for ribbons and carbons is UP. We can show 
how to set up a profitable, efficient ribbon 
and carbon department that will take advan- 
tage of today’s big market and also keep on 


showing substantial sales year after year. 


Write us for particulars. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


New York Sales and Export, 58-64 West 40th St., New York City 





Kansas City, Mo., Dwight Bldg. 
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fluid applied with a brush directly to the platens. It 
acts to fill in grooves and indentations and results 
in a smooth surface which improves the neatness of 





NEW CANT-SLIP PLATEN FORMULA 


typing, and which prevents paper slipping likely to 
occur when the roller is dry and hard. Cant-Slip is 
distributed direct and through jobbers. 
eee oe ea 
KROEHLER-MADE WOOD FILES OFFERED FOR 
IMMEDIATE DELIVERY BY ASSOCIATED 

Kroehler-made four-drawer letter and legal size all- 
wood filing cabinets in olive green now are available 
for immediate delivery through the Associated Sta- 
tioners Supply Company, Chicago. These are of un- 
usually sturdy construction and are “built to last,” 
according to Associated officials, rather than being 
“for the duration” use only. 

Outside dimensions of the letter size files are sixteen 
inches wide, fifty-two and one-half inches high and 
twenty-seven and one-half inches deep. The legal size 





New Kroehler wood file cabinet. Note progres- 
sive drawer slide with adjustable metal guide 
which permits keeping in perfect alignment. 


units are nineteen and one-fourth inches wide, fifty- 
two and one-half inches high and twenty-seven and 
one-half inches deep. The clear file capacity of each 
drawer in either size with follow-board is twenty-four 
and one-half inches. 

Constructed chiefly without the use of critical war 
materials, the equipment is built of selected kiln-dried 





OFFICE APPLIANCES 


hardwood lumber, and drawer slides are progressive- 
type full extension, operating on a track between roll- 
ers. Card index and pull and guide rod are attrac- 
tively designed of plastic. 

Construction features include tongue, grooved and 
glued framing on the side, ten tongue and grooved 
cross rails for rigidity, recessed top and back panel 
for smooth fit, mortised and tenoned cross separators, 
dove-tailed drawer body and twelve glued and nailed 
corner blocks. Cabinet interiors are given a heavy 
green lacquer flow coat, the equivalent of two sprayed 
coats. 

———— eee 
NEW GLOBE-WERNICKE CARD INDEX CASES 


New style Pilot fibreboard card index cases have 
been introduced to the trade by the Globe-Wernicke 
Co., Cincinnati, Ohio. They are made in one and two 
drawer styles for 3x5, 4x6, 5x8 and 6x9 cards and 
are covered with green cloth. The drawers are double 





NEW GLOBE-WERNICKE CARD INDEX CASES 


thick at the front and back and are fitted with black 
finished wood knobs and adjustable wood followers 
operating on counter-sunk wood rods. The drawers 
have a filing capacity of thirteen and three-fourths 
inches. 
- o—e 
W. A. SHEAFFER ANNOUNCES NEW ‘VOYAGER’ 
PRODUCT TO PROMOTE V-MAIL 

A new and complete V-mail writing kit, named “The 
Voyager,” has been announced by the W. A. Sheaffer 
Pen Company, Fort Madison, Iowa, and approved by 
the Office of Price Administration for sale by dealers. 
For use by men in the services as well as in the home, 
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NEW SHEAFFER “VOYAGER” V-MAIL KIT 


the kit was introduced to Sheaffer sales representa- 
tives at meetings held throughout the country, and 








APRIL, 1943 47 








pre 


oe eal 
Se per 


‘THESE WOOD FILING CABINETS ARE 
WAR-TIME PRODUCTS AND THEY WILL 
GIVE VERY SATISFACTORY SERVICE 


Compare Globe-Wernicke wood filing cabinets with any other war-time 
files and you will quickly discover the difference in design, materials 
and workmanship. As the world’s largest manufacturer of wood busi- 
ness and filing equipment, we recommend Defender and Recruit wood 
filing cabinets for satisfactory efficient service. They are made by an 
’ as we have been pioneers and 





organization that really ‘knows how,’ 
leaders in this field for over half a century. 


Remember too, Globe-Wernicke products are sold by dealers. As 

always we are doing everything possible to serve you and your cus- 

tomers with dependable office equipment and supplies so urgently 

needed to speed up war work and business. Write for our catalog 
. . price list and attractive proposition to dealers. 

















(At left): ‘Defender’ style . . . furnished 
in 2, 3 and 4-drawer letter and legal sizes 

. also insert drawers for various filing 
combinations. Available in beautiful imita- 


tion walnut . . . or dark green finishes. 


* 


(At right): ‘Recruit’ style equipped with 
panel ends .. . made in standard height 


(4-drawer), letter and legal sizes. Finished 





in an attractive shade of medium dark green. 


* 









-The progressive type wood 
suspension with fibre rollers 
provides smooth, easy and 


quiet drawer movement. 
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WAR BONDS MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions— Specia! Stee! 
* and Wood Equipment for Libraries, Schools and Public Buildings—-Filing Supplies 
Stationers’ Products; Storage and Visible Record Equipment and-Stee! Shelving 
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has been enthusiastically accepted by dealers. 

The kit contains a supply of V-mail stationery, 
V-black Sheaffer Skrip ink, a container of black Fine- 
line leads suitable for V-mail use, a pen wiper, a 
calendar, a ruler and a pen care instruction card. The 
writing materials are packed in a sturdy telescoping, 
water-resistant cylindrical case. The “Voyager” pack- 
age is exceptionally compact and is designed as a 
ready-to-mail unit, being pre-packed and pre-sealed 
with a special label for addressing. 

H. E. Waldron, vice-president of Sheaffer Pen, in 
announcing the kit to the public, said: 

“This product has been developed for three pur- 
poses: (1) to co-operate with the government in putting 
over the V-mail program; (2) to give dealers some- 
thing to sell to replace items no longer available, and 
(3) to keep Sheaffer salesmen and factory workers 
employed. The Voyager is a convenient, practical, 
moderately priced, complete V-mail writing kit to send 
to servicemen stationed in U. S. Camps, for men in the 
Navy, Marines or Coast Guard and, in addition, it is 
useful in the home.” 

Not only has the kit itself been approved by the 
OPA, but the price to the retailer also has been given 
an official O.K. The product is designed to retail at 
$1.00 complete. 


—- 
JASPER CABINET WOOD FILE UNITS FIND 
UNUSUAL ACCEPTANCE 

Two sizes, letter and legal, in the new all-wood file 
cabinet of the Jasper Cabinet Company, Jasper, Ind., 
are proving exceptionally popular, according to the 
manufacturer. 

This product has the same quality and workman- 
ship as the desks and secretaries made by the com- 
pany. Top, drawer and end panels are made of ply- 
wood and finish is in olive green. Extension slides are 





NEW WOOD FILE UNIT BY JASPER 


made of hardwood and only a small amount of metal 
is used in the rollers for easy operation. Both letter 
and legal size cabinets are fifty-two and one-eighth 
inches high and twenty-eight and three-quarters in- 
ches deep, outside dimensions. The letter size has an 
outside width of sixteen and one-eighth inches and 
the legal size, nineteen and one-eighth inches. 

Complete details and prices may be obtained from 
the producer. 


<2 —- 
NEW “STORM SPIRIT” CARBON ANNOUNCED 
The H. M. Storms Company, 561 Grand Avenue, 


Brooklyn, N. Y., has introduced its new “Storm Spirit” 


hectograph carbon, said to produce better results at 
lower cost. The product is made with uncoated edges, 
and samples are available on request. 
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GEORGE F. CRAM COMPANY ANNOUNCES NEW 
SERIES OF PANORAMIC WORK MAPS 

The George F. Cram Company, map makers, Indian- 

apolis, Ind., has introduced a new V-Series, “Pano- 

ramic Work-Maps of the World,” made in three styles. 

The model shown in the accompanying illustration is 

the V-3, mounted on heavy-weight board, processed 


CRAM’S PANORAMIC woRK-MAP OF THE WORLD 
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NEW CRAM V-3 WORLD MAP 


against warping. It is hinged in the center so that it 
can be folded or placed in an erect position, and eye- 
lets permit wall hanging. Size is 50 x 40 inches. 

With the V-3 map comes a sheet of 176 miniature 
paper flags of the warring nations for noting the 
changing tide of war from day to day. The complete 
product including map and flags is priced to retail at 
$3.00. Packing is six to a carton and prompt deliveries 
to dealers are promised by the manufacturer. 

ee 


WAR MODEL COPYRIGHT COPYHOLDER READY 

The Copy Right Manufacturing Company, 53 Park 
Place, New York City, makers of the CopyRight Copy- 
holder, announce that after a brief and unavoidable 
delay, a war model now is being produced. Full in- 
formation is available to dealers who send their 
requests to the manufacturer. 

—>--—___- 
THEODOR KUNDTZ COMPANY INTRODUCES NEW 
COMBINATION STOOL AND CHAIR 

A new all-wood combination chair and stool, auto- 

matically adjustable to various heights, has been an- 





New Theodor Kundtz 

automatically adjust- 

able combination 
stool-chair 


nounced by the Theodor Kundtz Company, Center and 
Winslow Streets, Cleveland, O. 

Designed for both factory and office use, the new 
product can be raised in less than a second, according 
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“| hear we're being sold so fast 
they are taking on extra dealers 


td 





IT’S A FACT! Roytype Carbon Paper is selling 
like blazes! The demand is big , . . getting 
bigger every day . . . and we need more dealers! 

How would you like to handle this com- 
plete, fast-moving line? 

A complete line of carbon paper it is—includ- 
ing every popular price range for every carbon- 
paper need ... plus the finest-quality type- 
writer ribbons. 

The Royal Typewriter Company, makers of 
this fine line, have dealer openings available in 
many important centers in the United States. 


HOW DO YOU FIND OUT ABOUT 


BECOMING A ROYTYPE DEALER? 


Write us... today! Get in on this field day for 
dealers! We’re helping the swing to Roytype* 
along with an intensive national advertising 
program that has made Roytype the best-pro- 
moted carbon paper of them all!’ So hurry— 


write us today! 


#Trade-Mark Registered U.S. Pat. Of. Copyright 1943, Royal Typewriter Company, Ine. 
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to the manufacturer, simply by lifting the seat. A 
control latch, released with the foot, lowers the seat, 
and automatic spring action makes all adjustments 
positive. 

Two sizes of the new unit are available. One has 
a normal seat height of twenty-four inches and may 
be adjusted up to thirty inches. The other is adjust- 
able from eighteen to twenty-four inches. Foot rests, 
which raise or lower with the seat, are furnished if 
desired. 

Special attention has been paid to posture features, 
construction details and quality of materials. Full 
details and prices may be obtained from the producer. 

SAR OO ee 


JASPER OFFICE FURNITURE HAS NEW 
WOOD TYPEWRITER FIXTURE 


The Jasper Office Furniture Company, Jasper, Ind., 
has announced a new all-wood typewriter fixture 
which now is standard equipment in all Jackson 
pedestal typewriter desks. 

This fixture embodies a number of advanced prin- 
ciples of construction. By using it, a typewriter can 





ALL-WOOD PEDESTAL TYPEWRITER FIXTURE 


be accommodated without bolting it to the platform, 
and a machine with a fourteen-inch carriage can be 
employed without necessity of shifting it on the plat- 
form. Mechanism is rigid and positive in operation 
and is vibrationless, while the platform moves smooth- 
ly in and out of the pedestal. 

The manufacturer invites inquiries from dealers. 
Complete prices and literature will be sent on request. 


————— > -o———— 


NEW HI-TEST AERO MASTER UNIT IS ADDED TO 
OLD TOWN PRODUCT LINE 


Old Town Ribbon and Carbon Company, Inc., 750 
Pacific Street, Brooklyn, N. Y., has announced a new 
featherweight master unit designed to solve many 
multiple-copy problems. It is known as the Hi-Test 
Aero Master Unit, and is priced on the same basis as 
the company’s Hi-Test standard weight master unit. 

According to the manufacturer, one of the advan- 
tages of the new lighter weight product is that it 
makes possible the typing of two masters at one time, 
one on top of the other, from which 1,000 or more 
copies can be made from the original typing. This 
would serve many purposes where two masters are 
required, such as a purchase order system where one 
master is retained in the office and the other is sent 
to the receiving department. 

The new unit is tinanufactured on a stock made 
especially for the purpose and because of the reduced 
weight, transportation costs are considerably lower, 
Old Town officials say. Also, Aero units are said to 
take up less than half the usual stock space. 

Complete details and samples may be obtained from 
the manufacturer. 
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NEW WILSON JONES RATION BOOK HOLDERS 
FOR HOME AND AUTO USE 

New ration book holders for householders and 
motorists are announced by Wilson Jones Co. 

The household holder is made with an expanding 
cloth gusset and will hold ration books for an entire 
family. It is neat and compact, however, opening like 
a billfold and exposing current ration stamps for easy 








Biyri Above are to views of the 
hapten new Wilson Jones home ra- 
Pg bony tion book holder and at the 
s_ ete, / left is the holder for motor- 
" ists. 
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removal. Made of leather grained brown cover stock 
and with a cloth reinforcing back for durability, the 
holder keeps all ration books clean and always in place. 
It is handy to carry, fitting into pocket or handbag. 

The holder for motorists is for gas ration books and 
tire inspection reports. It fits into vest pocket or wal- 
let, keeps ration books in order and instantly available. 
Made of stronger “leather-life’ material, it also is an 
effective advertising gift or premium. 

For further information on these items, dealers 
should write Wilson Jones Co., Chicago, Elizabeth, 
N. J., or New York City. 





NEW CHALLENGER STENCILS.—The Windsor Duplicator 

Supply Company has announced a new line of stencils un- 

der the name of Challenger which, it is claimed, prevent 

filling in of type and eliminate swelling of feed roll. The 

Windsor company is situated at 125 Winder Avenue, Detroit. 

Mich., instead of 125 Windsor Street as incorrectly reported 
in the last issue. 
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FOF VICTORY 


make each minute count... 


Only you know whether you are patriotic ... the 
difference between full use of your working time with 


wholehearted effort or “just getting by” tells the story. 


Get More Done 





ACME VISIBLE RECORDS, INC., 122 S. Michigan Ave., Chicago 


Reprint of our Message in April “Fortune” 
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Regardless of how efficient the filing 
cabinet may be, without the necessary 
equipment to make it function. ..without 
the proper indexing... the advantages and 
features incorporated in its design are 
defeated and it becomes about as helpless 
as even the most powerful locomotive in 
the world would be without steam... as 
helpless as the finest bomber or fighting 
plane would be without instruments to 
guide the pilot to his objective. 

Indexing and filing cabinets are depend- 
ent upon each other, and it is impossible 
for one to fill the place of the other or for 
either to provide the service of both...each 
is as dependent upon the other as the trunk 
of the tree is dependent upon its roots. 

The whole objective of indexing is easy 
finding. Regardless of whether the opera- 
tion is one of filing or finding, the factor 
that vitally affects the efficient flow of work 
through the office is easy finding. 

The story of how GF indexing is planned 
to simply and easily provide easy finding 
is of vital interest to business in war time 


and peace time. 





THE GENERAL FIREPROOFING 



































VERTICAL GUIDES AND FOLDERS 





A complete line of GF guides, folders, An important feature of the GF 


cards, labels, inserts and other mate- _ Filing Supplies Department is the 
rial necessary for any type or size of | completeness of its facilities for the 
requirement for the filing and find- manufacture of everything pertaining 


ing of business papers, is available. to filing and finding. 
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NEW VIS-U-ALL FILING EQUIPMENT IS 
ANNOUNCED BY VISUAL RECORDS 


Having numerous patented and exclusive features, 
new Vis-U-All filing equipment has been announced 
by the Visual Records Corporation, 1210 Eighteenth 
St., N. W., Washington, D. C. 

The new products are the result of thirty years of 
experience in the design and construction of file sys- 
tems on the part of L. E. Hutchings, Visual president. 
File housing consists of a combination desk and file 





Single desk and tub unit of new Vis-U-All 
filing equipment. 


tub. The tub may be used by itself, as may also the 
desk. Easy portability of the tub makes it possible to 
place the records in any position for posting, while the 
construction provides a light-weight tray with no 
dead weight. 

Specially designed end rails or spaces give an in- 
creased capacity of two to three times that of other 
files of the same floor area, the manufacturer says. 
One operator can reach 69,000 six-inch cards while 
remaining seated, with all records on one level. 

While the accompanying illustrations show a single 
desk and tub unit, any number or style of installations 
may be had to suit the user’s needs. Use of non- 
strategic materials makes possible prompt delivery, 
and complete specifications are included in the new 
Vis-U-All catalog, available from the producer. 


bate 30 
NEW PROCESS MAKES “FLAT-IRON” CARBON 
PAPER IMMUNE TO CURL 
After a long period of experimentation, the U. S. 
Typewriter Ribbon Manufacturing Company is intro- 
ducing its new Flat Iron Processed carbon paper, de- 
signed to be immune to curl, regardless of atmos- 

pheric conditions. 

Complete details concerning the process used to 
manufacture the new carbon are not revealed by the 
maker, but officials state that both sides of the paper 
are coated, one with regular carbon-ink coating and 
the other with a special chemical. The two coatings 
act as a balance and produce a permanently flat sheet 
whereas, in the past, coating on only one side would 
result in expansion or contraction. 

The company reports that the new Flat Iron sheet 
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has been tested under the most severe conditions and 
under temperatures ranging from twenty to 120 de- 
grees and that curling tendencies are negligible. Also, 
the tests disclose that the two-sided coating produces 
a greater number of carbon copies per sheet of carbon 
paper. This is because the non-writing coating holds 
the carbon-ink coating on the paper stock better and 
less ink is dissipated on each carbon copy. Smearing 
also is reduced for the same reason. 

C. H. Lenz, of the U. S. company, makes it clear that 
while the new carbon paper is coated on both sides, 
only one side is coated with a carbon-ink for the 
making of carbon copies, the other coating having no 
reproducing qualities whatever. 

Complete information may be obtained by writing 
the U. S. Typewriter Ribbon Manufacturing Company. 
Filbert at Tenth Street, Philadelphia, Pa. 

anit cin ctomeesi 
ASSOCIATED STATIONERS OFFER TIMELY 
ODT TRUCK RECORD FORMS 

Timely offerings by the Associated Stationers Supply 
Company, Chicago, include Office of Defense Trans- 
portation truck record and report forms and holders, 
ODT certificate of compliance stickers, driver’s daily 
log, quarterly ODT report data summary sheets, and 
low-priced record books for employee personal rec- 
ords of earnings and deductions. 

The ODT daily report books contain spaces for keep- 
ing and compiling information details which must be 
posted on the back of each driver’s ODT certificate 
each week. After each seven sheets, to represent a 
week, an interleaved pink sheet provides for a summary 
of the week’s record. Hang-up pockets with trans- 
parent acetate windows for ODT truck certificates, 
also used for tire inspection records, also are offered. 

Complete information and prices on these current 
fast moving items may be obtained by writing Asso- 
ciated. 

—- 


V-MAIL INK USES CLARIFIED BY CARTER 


A recent news announcement of The Carter’s Ink 
Company reported that a wire from the third assist- 
ant Postmaster General, who is in charge of V-mail, 
Says: 

“Printed instructions on V-mail letter head read ‘use 
typewriter, dark ink or pencil.’ Any dark ink photo- 
grahing clearly may be used.” 

Carter’s had written explaining that insistence on 
the use of black ink for V-mail had imposed a burden 
on the dealer because of the stock situation. The 
clarification, the announcement says, may be inter- 
preted by dealers to mean that they can recommend 
any one of seven Carter black, blue-black or blue 
fountain pen inks for V-mail use. 


_—_——-+= >  ——___—_ 

HANDY SCREWDRIVER FOR SMALL SCREWS 

The typewriter repair man who has much to do with 
very small screws must know what a problem their 
handling can be. J. H. Whitworth, service man for the 
Scott Typewriter Sales Company, Shreveport, La., has 
worked out an idea, however, that appears to do the 
trick. 

Mr. Whitworth takes a platen shaft and cuts it to 
the length that he deems best for work. Then with a 
metal hack saw he splits it part way through the 
middle, beginning from one end and cutting for a 
distance of about an inch and a quarter. By dressing 
down the end that has been split, taking care to dress 
it parallel with the plane of the split, the tool is 
completed. 

For use, it is quite easy to squeeze the split ends 
together and insert them in the groove in the head of 
the small screw that is to be put into its place. By 
releasing the pressure on the split ends, they spring 
apart and hold the screw securely. Then it is simple 
to thread it into the hole. Such a screwdriver permits 
rapid work at the bench.—RRV 
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EFFICIENCY is ESSENTIAL 


Lack of system and order, and the re- 
sulting slow-down in a war production 
plant, could be equal in destructiveness 
to output with that of a “block-busting™ 
bomb dropped squarely among its 
machines. 


Thanks to the thousands of products 
proved essential to the conduct of busi- 
ness by years of utility—the ultra 
efficiency of American War Plants re- 
mains unimpeded and they are turning 
out the tools for Victory at a rate that 
staggers the imagination. 

The design for a new fighter plane 
means nothing as a factor in winning 
the war until the plane is actually “‘off 
the line” and in the air. Accomplishing 
this takes materials, machinery and 
manpower ... multiple sets of blue- 
prints... thousands of material records, 
production records, and time records. 


It takes an office staff to handle these 
thousands of records involved in paying 
the manpower; buying, servicing ‘and 
repairing the machinery; buying, stor- 
ing and routing materials — then 
checking, sorting and eventually storing 
the records for future reference—a prac- 
tice accepted as good business conduct 


in many cases a requirement by law. 

Liberty Boxes hold a ranking place in 
the list of secondary products necessary 
to the war effort. This truth is brought 
out more clearly than ever by the tre- 
mendous number of Liberty Boxes that 
are being shipped to concerns engaged 
wholly in war work. 

Considering the vital necessity for 
conserving strategic materials, it is a 
fortunate circumstance that Liberty 
Boxes, so essential to war industry, re- 
quire but a minimum of critical mate- 
rials—in fact—rely upon waste for the 
bulk of theirraw material. Y es, the tough, 
punishment-taking fiber-board from 
which Liberties are made is manufac- 
tured from waste, and yet neither the 
fiber-board nor the completed box is a 
makeshift but a product proved 
staple by twenty five years of service 
to industry. 

@ 


We will be glad to give our dealers 
any assistance that we can in help- 
ing war production plants establish 
and maintain an efficient record 


storage system, 
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These concerns are typical “War Production Plants” using éderdy Boxes for storing their valuable records 


Caterpillar Military Engine Company 
Aluminum Company of America 
Glenn L. Martin Co., Aircraft 
Bellanca Aircraft Corporation 
American Can Company 
A C Spark Plug Division—C. M. C. 
International Cellucotton Products Co. 
Aviation Engine Plant—Buick Motor 
Inland Steel Co. 

Baldwin Locomotive Works 
General American Tank Car Corporation 
Browne & Sharpe Manufacturing Co. 
Illinois Ordnance Plant 
Carnegie-Illinois Steel Corporation 


BANKERS BOX COMPARY csrsosico + 536 South Clark Street + Chicago, Ill. 


Stewart Warner Corporation 
Dow Chemical Company 
Allison Division—General Motors Corp. 
Fairchild Engine & Airplane Corp. 
United States Rubber Company 
General American Transportation Corp. 
American Optical Company 
Coodyear Tire and Rubber Company 
United American Bosch Corp. 
Great Lakes Steel Corporation 
Chevrolet Motor Corporation 
Grumman Aircraft Engineering Corp. 
Pontiac Motor Division 
North American Aviation 


Ingalls Shipbuilding Corporation 
Timken Roller Bearing Co. 
Liberty Aircraft Corporation 
United Airlines Transportation 
Bell Aircraft Corporation 
Western Electric Company 
Scintilla Magneto Division 
Wright Acronautical Corporation 
fruscon Steel Company 
Otis Steel Company 
Newport News Shipbldg. & Dry Dock Co. 
American Airlines 
Boeing Airplane Company 
Westinghouse Electric & Mfg. Co. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 
of this journal their headquarters. The staff at the main office, 600 W. Jackson Blud., Chicago, and the staff at 
the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 
York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 


VALUE OF TRADE ASSOCIATIONS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades 


Association of Great Britain and Ireland, 


4 St. Bride Street, London, E. C. 4 


RADE associations have come into their own and 

during the past two or three years especially have 
been in the news, mainly because they are a focal 
point for negotiation. Even bureaucracy hasn’t the 
organization to handle industry individually. Unit 
bargaining would entail colossal staffs and expendi- 
tures. To bargain collectively with industry insures 
a fair measure of equity for the individual concern, 
as well as saving time and money. The value of trade 
associations is proven, and in the after-the-war period, 
when industry’s problems will, we assume, be even 
greater in their re-adjustment to peacetime condi- 
tions, then will the services of trade associations be 
further enhanced in value. 

In an age of full mechanization, the basis of all 
negotiations must be collective bargaining. It is recog- 
nized there may be certain individual adjustments 
necessary, but in the main the problems are collective 
and a focal point for their adjustment is essential. 
It is in the process of post war reconstruction that we 
are going to feel the benefit, in fact, the necessity of 
associations. And those associations must be strong 
enough to enforce self-discipline on all their members. 

Because of the war, bureaucracy is looked upon as 
the arch-enemy of associations or trades in general. 
This bureaucracy, with its multitude of orders in and 
out of councils controlling trades and dabbling around 
with businesses which have taken, in some cases, 
many lifetimes to build, has irritated, but it has been 
accepted as one of the necessities of total war. These 
orders and controls, although irritating, have been 
tolerable because of the enormous increase in business 
created by the war. But in days of competition when 
every order has to be earned and fought for, then 
bureaucratic control would make life impossible. 

Industry is constantly advised that controls must 
operate for some period of post-war reconstruction. It 
will be the work of associations to so balance the trade 
as to render official control somewhat unnecessary. 
This is one of the prime reasons why associations will 
be more in evidence and more necessary after the war, 
and, incidentally, why they will be stronger. 

There are, however, other reasons. Associations of 
trades usually come together at one central point. We 


in the office appliance trade are appealing essentially 
to one type of user, that is, the office worker and 
office user. Furthermore, our modern education on 
factory production lines, etc., has considerable bearing 
on the sphere of the office. The production office and 
factory office have grown materially in the last decade. 
Scientific methods of handling production, costing, 
pay-rolls, etc., have increased the potential demand 
for office appliances, but they have done something 
else—they have brought many people, capable of mak- 
ing these appliances, into a realization of their util- 
ity and possible market. 

In the reconstruction period there will be numbers 
of engineering plants, designers and draughtsmen 
looking for something to make which will fit into their 
particular plant. Doubtless many of these will turn to 
the making of office machines, which they have had 
to buy during the war period, and they may be in- 
clined to the opinion that a large and easily picked 
up profit is available in this field. Those who have 
spent more years in this business, however, know this 
to be a false conception. But the coming in of these 
“amateurs,” because it is only fair to call them that, 
will have a tendency to “rock the boat,” and only a 
strong trade association with its basic membership of 
the old hands can possibly steady it. 

There may be a large influx of pseudo-business ex- 
perts—people who have learned a little of business 
systems during their war-time experience, posting as 
advisers and consultants. Some of these people will, 
undoubtedly, have very little real training, and some 
perhaps, will have very little idea of business moral- 
ity. They may find it profitable to develop on the lines 
of commission snatchers, and only a strong trade asso- 
ciation, well managed and well equipped, can cope 
with this menace. 

Industry must generate its own strength and hav- 
ing obtained it, must use it, not harshly and ruth- 
lessly but very firmly. Thus will trade associations be 
more than ever necessary after the war—first, to pro- 
tect their own members; second, to extend a greater 
service to the public, and third, to keep the trade 
clean of parasites who fasten themselves on any trade 
which, on the surface, looks profitable-—SSE 
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New Roller Full Progressive, 
Cradle Suspension 


Wood Fule 


a file to give the 
maximum of usable 
filing capacity, 
ease of 
operation and 
durability. 


File No. F7. ¢ Letter Size 
File No. F8 « Legal Size 


Finished in Green to blend with 
steel files. Also available in Wal- 
nut or Mahogany finish. 





Patents applied for. 


MICHIGAN DESH COMPANY 


GRAND RAPIDS, MICHIGAN 
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BACKUS RESIGNS BURROUGHS PRESIDENCY; 
ALFRED J. DOUGHTY ELECTED 

Standish Backus, president of the Burroughs Adding 
Machine Company since 1920, has resigned because of 
ill health, and Alfred J. Doughty, executive vice-presi- 
dent, has been elected in his place. L. V. Britt, vice- 
president, has been named executive vice-president, 
and John L. Stewart also has been elected a vice- 
president, which position he will hold in addition to 
his post as treasurer. 

Long considered an outstanding executive in the 
business machine industry, Mr. Doughty began his 
career as an apprentice in the machine shop of Joseph 
Boyer in St. Louis where he became associated with 








ALFRED J. DOUGHTY 


William Seward Burroughs in the invention and as- 
sembly of what is believed to be the first commercially 
practical adding machine. While superintendent of 
the Boyer Machine Company, Mr. Doughty moved to 
Detroit and when that company merged with the 
Chicago Pneumatic Tool Company he became super- 
intendent of all plants. In 1906, he left the pneumatic 
tool concern to become factory manager of the Bur- 
roughs Adding Machine Company which had moved 
from St. Louis to Detroit in 1904. His connection with 
Burroughs since-then has been continuous and he has 
been a member of the board since 1923. 

The retiring president, Mr. Backus, started with 
Burroughs in 1912 in a legal capacity while he was a 
member of the law firm of Stevenson, Carpenter, 
Butzel and Backus. He became vice-president and a 
director in 1917 and succeeded Joseph Boyer as presi- 
dent January 16, 1920. 


FURNITURE RESTRICTION RUMOR UNFOUNDED 

John J. Reinecke, secretary of the Wood Office Fur- 
niture Institute states that there is absolutely no 
foundation for the rumor that a simplification and 
standardization order is being prepared to cover wood 
office furniture. 

He further states that such an order is unnecessary, 
because of the co-operative spirit of the Institute’s 
members. Through individual voluntary control, the 
members have reduced the number of their “designs” 
to only forty-one per cent of the number produced at 
the start of the war. This reduction already exceeds 
many of War Production Board’s restrictive programs 
and further consolidation of lines is being studied by 
the members and the institute as well. 

oo 
H. T. HANSFORD NOW IBM GENERAL AUDITOR 

Two advancements in the accounting department 
of the International Business Machines Corporation 
have been announced. Herbert T. Hansford, formerly 
manager of the department, has been made general 
auditor, and Bernard Wiegard has been promoted 
from senior accountant to chief accountant. 

icine liad 








AT IMPRESSIVE CEREMONIES at the Klein Memorial Audi- 
torium, Bridgeport, Conn., March 12, the Dictaphone Company 
and its employees were awarded the coveted Army-Navy 
“E.” A scene at the presentation is shown above. Left to 
right are Brig. Gen. James Kirk, U. S. Army: Governor Ray- 
mond E. Baldwin of Connecticut; Mayor Jasper McClevy,. 
Bridgeport; George A. Drew, representing Dictaphone plant 
workers, and Lieut. John D. Lodge, U. S. Navy. The company 
received the military honor for excellence in the production 
of the Army’s fire control device for anti-aircraft guns. 
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Ornkord Pendaflex installations are speeding the work of the Army, Navy, Marine and 


Air Corps, and helping industry everywhere in the production of vital war needs. Few 
actions or decisions can be made without reference to “the papers in the case.” 


Pendaflex, the modern filing method, produces papers faster and with less effort 


*Reg. U.S. Pat Of 
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ELMER KRUMWIEDE OPENS SALES OFFICE AND 
WAREHOUSE IN CHICAGO 

As a result of the growth in his business of buying 
and selling odd lot merchandise in the stationery 
trade, Elmer Krumwiede, manufacturers’ representa- 
tive, has opened new sales offices and warehouse facili- 
ties at 334 South Jefferson Street, Chicago. He reports, 
however, that this activity does not change his status 
as sales director of G. J. Aigner Company, Chicago, 
and Service Industries, Chicago. 

For several months Mr. Krumwiede has functioned 
as a go-between in securing wanted merchandise for 





ELMER KRUMWIEDE 


dealers in need of particular items by locating other 
dealers who might have an overstock of that merchan- 
dise. The popularity of this service has grown as the 
war has developed more serious merchandising 
problems. 

Mr. Krumwiede describes his service as a purely war- 
time activity. He invites correspondence from dealers 
having surplus stocks of saleable standard merchan- 
dise and from dealers in need of specific items. 

Beginning his stationery trade career as a clerk in 
a Chicago retail store, Mr. Krumwiede began traveling 
for manufacturers about ten years ago. In this work 
he obtained a first-hand, practical knowledge of retail 
operations and problems which serves him to good 
advantage in his present activity. 
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FELT & TARRANT ADVERTISING WINS AWARD 


In a contest conducted by the Chicago Business 
Papers Association for excellence of advertising in 
business publications, special awards of merit were 
issued to Felt & Tarrant Manufacturing Company and 
its agency, the Chicago office of N. W. Ayer & Son. 

To R. F. Drake, director of Felt & Tarrant advertis- 
ing, the winning of awards is something of a habit. 
This was the third in recent months. 

The Chicago Business Papers competition actually 
was for publishers who submitted tear sheets of cam- 
paigns used by outstanding advertisers. Advertisers 
and agents who participated were brought into the 
contest through the publishers who submitted their 
programs. 
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IBM WINS RED CROSS 100 PER CENT AWARD 

Only two days after the 1943 Red Cross War Fund 
campaign opened in New York City, the International 
Business Machines Corporation was presented with the 
Fund’s “A.R.C. Award” for 100 per cent participation 
by the company’s executives and employees. The con- 
cern’s combined personnel made an aggregate gift of 
$103,067.20, and a check in that amount was presented 
by Miss Jean Cotten, head of the IBM Club, to Eugene 
W. Stetson, chairman of the Red Cross commerce and 
industry committee, in special ceremonies in the office 
of Thomas J. Watson, IBM president, 590 Madison 
Avenue, New York. 


OFFICE APPLIANCES 


Calendar of Industry 
Activities 


Chronological Arrangement of Major 
Events For Easy Reference 


April 2-3. N.S.A., District 8, Muehlebach Hotel, Kan- 

sas City, Mo. Leonard B. Wilcox, Governor. 
« » 

April 5. N.S.A., District 10, Cosmopolitan Hotel, Den- 
ver, Colorado. E. G. Hopper, Governor. 

ee 

April 9-10. N.S.A., District 12, Los Angeles, Cal. 
E. H. Wobber, Governor. 

« » 

April 12-13. N.S.A., District 12, Northern section, San 
Francisco, Cal. E. H. Wobber, Governor. 

« » 

April 16-17. N.S.A., District 11, Multnomah Hotel, 

Portland, Ore. J. L. Cooke, Governor. 
« » 

April 26. N.S.A., District 7, Nicollet Hotel, Minne- 

apolis, Minn. Charles Regan, Governor. 
« » 

April 29-30. N.S.A., District 6, at the Palmer House, 
Chicago. Homer Jacquin, Governor; Tony Markelz, 
Program Chairman. Combined with meeting of IIli- 
nois Booksellers’ Association. 

« » 
May 3. N.S.A., District 5, at Book Cadillac Hotel, 
Detroit. Arthur Fontaine, Governor. 
9 
ADAMS, CUSHING & FOSTER, INC., CELEBRATE 
FIFTY-FIFTH ANNIVERSARY 

In celebration of the fifty-fifth anniversary of the 
founding of Adams, Cushing & Foster, Inc., wholesale 
stationers, Boston, Mass., Walter F. Cushing, treasurer 
and one of the founders, was host at a special lunch- 
eon March 1 at Filene’s Restaurant, Boston. Among 
the guests were Harry L. Chandler, vice-president and 
manager; William H. Bigglestone, for forty years asso- 
ciated with Mr. Cushing, advancing from an office boy 
to vice-president, and now president of the American 
Blank Book Company; Mrs. D. W. Mason, secretary, 
and Miss Abbie A. Berry and Miss Elizabeth M. Lid- 
dell, in charge of office employes. All of them have 
served with Mr. Cushing for twenty years or more. 

rr ee 


CANADIAN LUMBER TRADE BUYS MORE OFFICE 
EQUIPMENT AND SUPPLIES 

The demand for office appliances from the lumber 
industry in the Eastern Canadian provinces has in- 
creased tangibly because of a big improvement in 
lumber production and markets. The industry had 
been in a severe slump, but recently the supply has 
kept up with domestic and export needs. Furnishing 
the office equipment to the lumber firms have been 
companies in Halifax, Truro, Amherst, New Glasgow, 
Yarmouth, Kentville, Windsor, Sydney, in Nova Scotia; 
St. John, Moncton, Fredericton, in New Brunswick; 
Charlottetown, on Prince Edward Island; St. John’s, 
on Newfoundland. Buying office appliances have been 
manufacturers, loggers, woodworkers, finishers, deal- 
ers, shippers, exporters, stevedores, transporters. Type- 
writers, adding machines, addressing machines, dicta- 
graphs, multigraphing and mimeographing devices 
have been in demand.—_WJM 

ao 
MIDWEST NATURLITE IN NEW QUARTERS 

The Midwest Naturlite Company, Chicago, has moved 
its headquarters from 440 North Wells Street to 
46 West Washington Street. The move occurred the 
first of last month. 











APRIL, 1943 


The ONE Ink 


THAT DOES MORE JOBS BETTER 


Up to a few years ago there was considerable difficulty in marking 
metals and other non-porous surfaces. True, some inks had been 
developed for doing this work. We had an ink ourselves that did the 
job--but like those in the field that competed with it, the ink caked 
readily on stamp pads. 


We were thrilled--thousands of our dealers were enthusiastic--and 
millions of users were pleased when we brought out Kling Ink. 


HERE ARE KLING’S EXCLUSIVE FEATURES 


Offered in five colors. The black is opaque, while the other colors are 
vividly translucent. 

More economical to use, because it goes further and does not harm the 
stamp pad. 


1. A pad impregnated with Kling Ink need not be reinked frequently because 
Kling neither dries out readily, nor does it cake on the stamp pad. 

2. Impressions are weatherproof, waterproof, rub-fast and are unaffected by 
fireproofing. 

3. Relatively quick-drying--!'!% minutes on steel, much less on more porous 
surfaces. 

4 
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WHO USES KLING INK? 


— Over 81% of the food outlets rated $5,000 or over, use Kling for marking the prices on tins, 
jars or bottles. 

—— Thousands of manufacturing plants stamp each tool with Kling. 

—— Blue print concerns use it for stamping on blue prints. 

— Paint manufacturers and others use Kling for hand imprinting sizes, colors, etc., on litho 
graphed cans. 

—— Foundries use Kling in placing identifications on castings. 

—— Those who desire an excellent stencil ink for marking on metals. 

—— Those who cancel liquor stamps or printing on any varnished surfaces. 

—— Processors of colored plastics who mark radio dials, electrical equipment, etc. 


WHAT ARE THE SURFACES TO WHICH KLING MAY BE APPLIED? 
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SURFACE DRYING TIME SURFACE DRYING TIME 
Aluminum 53 seconds Leather 15 seconds 
Bakelite 45 seconds  Litho.Surfaces 20 seconds 
Bottles 3 min. 20 sec. Plastics 50 seconds 
Cans 1 min. 20 sec. Rubber 13 seconds 
Cellophane 30seconds Steel 1 min. 20 sec. 
Celluloid 40 seconds’ Tin 1 min. 20 sec. 
Cloth 10 seconds White Enamel 10 seconds 
Glass 3 min. 20 sec. Zinc 58 seconds 








KLING IS AVAILABLE IN THE FOLLOWING COLORS AND SIZES 


Blach- Purple- Blue-Groen- Red 


| oz $0.75 Pint $3.20 

2 oz 1.20 Pint 5.00 

4 oz 2.10 Quart 9.00 
Retail List Price Retail List Price 


LOUTS MECIND COMPANY 


CHICAGO e NEW YORK @§ SAN FRANCISCO 
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MEETINGS—CONVENTIONS—DINNERS 





WOOD OFFICE FURNITURE INSTITUTE MEMBERS 
REDUCE DESIGNS SIXTY PER CENT 


Members of the Wood Office Furniture Institute 
voluntarily have eliminated some sixty per cent of 
their patterns and designs since Pearl Harbor, and this 
record exceeds some of the simplification and stand- 
ardization orders issued by the War Production Board. 

This fact was emphasized at a meeting of the insti- 
tute with WPB officials in Washington, D. C., March 
11 and 12, where it was pointed out that such simplifi- 
cation not only has made possible unusual production 
records since the start of the war but has resulted in 
substantial conservation of materials, manpower and 
transportation. 


Another subject of discussion at the meeting, ac- 
cording to John J. Reinecke, secretary, was the wide- 
spread but unfounded belief that manufacturers are 
assigned blanket priorities which include office furni- 
ture such as desks, tables and chairs under their 
rating for “maintenance, repairs and operating sup- 
plies.” However, priority regulations No. 3 and No. 11 
have never included office furniture or similar items 
under the maintenance, repair and operating supplies 
title, Mr. Reinecke said, while CMP regulation No. 5 
which governs these supplies under the controlled 
materials plan specifically states that “office machin- 
ery or office equipment” is not to be considered main- 
tenance, repair and operating supplies item. Priorities 
regulations No. 3 and No. 11 now have been revised to 
conform with CMP No. 5 in this respect. Continued 
Mr. Reinecke: 

“Now that these regulations have clarified this point, 
there should be no grounds for future misunderstand- 
ing and you are relieved of your thankless fight for 
priority ratings. We hope that WPB soon will work 
out some procedure for rating the purchases of office 
furniture, and this association is encouraging and will 
support such a policy.” 


OFFICE EQUIPMENT MANUFACTURERS INSTITUTE LUNCH- 
EON.—At Hotel Waldorf-Astoria, New York City, March 19. 
At the speakers’ table, left to right, are: Kenneth Andersen, 
National Electrical Manufacturers Association; H. M. Gustaf.- 
son, assistant to the director, CMP division, War Production 
Board; C. E. Hallenborg, Dictaphone Corporation, past pres- 
ident and director; Charles R. Ogsbury, National Postal Meter 
Company: W. J. Pickering, Allen-Wales Adding Machine 
Company; E. F. Britten, Monroe Calculating Machine Com- 
pany; L. C. Stowell, Underwood Elliott Fisher Company, 
director and past president: S. C. Allyn, National Cash Regis- 
ter Company, vice-president and director; W. P. Grogan, 
deputy administrator, wage and hour and public contracts 


Scarcity of lumber, veneers and plywoods also re- 
ceived attention at the meeting. Containers used for 
shipments of supplies and munitions have been re- 
sponsible to a great extent for the shortage, it was 


reported. 
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SEVENTY HONOR JIM MOIR AT DINNER PARTY 

Seventy or more friends and business associates of 
J. E. (Jim) Moir, representing many retailers, whole- 
salers and manufacturers in the trade, gathered at a 
dinner party in the Granite Club, Toronto, February 
25, to honor Mr. Moir on occasion of his retirement 
from the firm of the Brown Brothers, Ltd., after forty- 
five years of continuous service. This event was de- 
scribed in the February issue. 

Presiding at the dinner was J. A. Wilson, Viceroy 
Manufacturing Company, Ltd. James P. Cook of James 
A. Cook and Son, Ltd., who at one time worked with 
Mr. Moir and who has been connected with the sta- 
tionery trade during the same forty-five year period, 
was the principal speaker and presented Mr. Moir with 
a Victory bond on behalf of the entire group. ‘In re- 
sponse, Jim said he does not intend to relinquish his 
contacts with the trade and expects to appear regu- 
larly at trade functions and golf tournaments. 

—_- 


WAR REGULATIONS AND POLICIES DISCUSSED 
BY MANUFACTURERS INSTITUTE 

Governmental regulations and policies as they affect 
the office equipment industry were the principal topics 
at a conference March 19 of the Office Equipment 
Manufacturers Institute at the Hotel Waldorf-Astoria, 
New York City. Two sessions were held. In the morn- 
ing, the subject was the controlled materials plan and 
its operation in the industry, and in the afternoon, 
wage and salary stabilization policy and practice were 
discussed. 

Morning speakers were Kenneth Andersen, executive 
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division, Department of Labor; W. R. Cummings, Monroe 
Calculating Machine Company, president and director; T. W. 
Kheel, regional chairman, War Labor Board; John A. Zellers, 
Remington Rand, Inc.; K. M. Henderson, Ditto, Inc., vice-pres- 
ident and director; A. C. Buehler, Victor Adding Machine 
Company; W. R. Greenwood, Pitney Bowes Postage Meter 
Company, past president; J. L. Stewart, Burroughs Adding 
Machine Company, director; Merrill B. Sands, Dictaphone 
Corporation; Arthur W. Walsh, Thomas A. Edison, Inc., di- 
rector; A. W. Vanderhoof, Standard Duplicating Machines 
Corporation, director, and H. L. Junge, Underwood Elliott 
Fisher Company. 
Photo by courtesy International Business Machines Corp. 
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Especially desirable where records 
must be decentralized into fast 
operating units at the point of local 
control... usual unit includes 300 
indexed cards on 75 trunnion wires, 
four to a wire ... fifth may be added. 


Made in ARTWOOD to save steel 


All cards visible at eye level.. 

one motion brings card needed into 
full view and convenient writing 
position...easy removal and in- 
sertion of cards...library of over 
20,000 forms at your disposal. 


the wew POSTINDEX 


VERTICAL POSTING UNIT 


Removable tray makes possible 
executive analysis of records 
at point separate from posting 
operations ...hinge clips permit 
assembly of cards in any de- 
sired arrangement. 


THE ART METAL CONSTRUCTION CO. + JAMESTOWN, N.Y. 
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assistant to the war projects committee, National 
Electrical Manufacturers Association; H. M. Gustafson, 
a prominent industry figure and now assistant to the 
director of the controlled materials plan division of 
the War Production Board, and H. L. Junge, assistant 
comptroller of the Underwood Elliott Fisher Company, 
and a member of the sub-committee of the advisory 
committee on questionnaires of the Bureau of the 
Budget. 

W. P. Grogan, of the wage and hour and public con- 
tracts division of the Department of Labor, and Theo- 
dore W. Kheel, regional chairman of the National War 
Labor Board, were the speakers following the lunch- 
eon. Presiding at the sessions was W. R. Cummings, 
president of the Institute. 

oo 
REMINGTON MEN HONOR RALPH C. BUSHNELL 

The Century Club of Chicago plus several other busi- 
ness associates tendered a surprise luncheon to Ralph 
C. Bushnell in honor of his fortieth anniversary with 
the Remington Typewriter Company and its successor, 
Remington Rand, Inc. Mr. Bushnell is assistant man- 
ager of the typewriter division of Remington Rand’s 
Chicago office. The luncheon was held March 23 at 
the Union League Club. The Century Club is com- 
posed of members of the typewriter sales division. 
Gifts presented by the group included a Parker 51 set 
and a hand-tooled desk pad. Special guests were Mr. 
Bushnell’s father, Thomas E. Bushnell, a little over 
ninety years of age, and his son, W. W. Bushnell, a 
yeoman in the U. S. Navy. 

E. G. Wright, who has been with the Remington 
organization since 1907, functioned as toastmaster. He 
gave everyone present an opportunity to express deep 
appreciation of Ralph Bushnell and testify to their 
joy in being associated with him in daily work for 
many years. In addition to their gifts, mentioned pre- 
viously, many letters and telegrams of congratulations 
and best wishes were read. 

When Dad Bushnell was called upon, he responded 
in a way that stole the show. He expressed gratitude 
that Ralph had earned the high esteem of his fellow 
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AT THE BUSHNELL SURPRISE PARTY.—Front row, left to right: O. D. Christiana, assistant 
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HONORED ON TWENTY-FIFTH ANNIVERSARY.— 
Foster H. McLeod, superintendent of the factory of 
Royal Typewriter Company, Ltd., Montreal, Can- 
ada, was guest of honor at a recent dinner given 
by his associates on occasion of the completion of 
his twenty-fifth year of service with the company. 
He is shown sitting at the head of the table with 
J. C. Hussey, Royal managing director, at his right. 
Mr. McLeod joined Royal in 1917 as bench opera- 
tor on carriage fittings at the Hartford factory. 
After numerous promotions he became Montreal 
factory head in 1932. 


workers, concluding by giving all the credit to Ralph’s 
mother. Although in the last decade of the first hun- 
dred years of his life, Dad Bushnell is a vigorous man 
with a fine skill as a speaker. 

In his talk, Mr. Echoff paid special tribute to Ralph 
Bushnell for his ability as a salesman and his charac- 
ter aS a man. An interesting sidelight is the fact that 
Mr. Bushnell has had the LaSalle Street territory in 
Chicago for the past thirty years. Covering a sales 
district for three decades is a real record. 

The committee which handled this surprise party 
was composed of F. M. Echoff, manager of the type- 
writer division; L. H. Seltzerman, president of the Cen- 
tury Club, Bert Bridges and George E. Comstock. The 
list of those present follows: Ralph C. Bushnell, 
Thomas E. Bushnell, W. W. Bushnell, F. M. Echoff, 
L. H. Seltzerman, George E. Comstock, H. L. Bridges, 
H. S. Gilbert, E. G. Wright, F. G. Rupertus, Henry 
Schroeder, Fred Reinke, O. D. Christiana, J. G. Kanak, 
and W. F. O’Brien. 

ee ee 
ANNOUNCE PROGRAM DETAILS FOR 
DISTRICT WAR COUNCIL 

Governor Homer Jacquin has announced details of 
the program of the two-day Sixth District Regional 
War Council to be held at the Palmer House, Chicago, 
April 29 and 30. The council will be a combined meet- 
ing of the NSA district dealers and members of the 
Illinois Book Sellers Association. All activities will be 
held in the Palmer House club rooms, and the regular 
smoker, an annual event, will be held as usual the 
night before the official opening. 

Unusual conditions affecting the stationery business 
today and the importance of Chicago as a marketing 
center are expected to attract an unusually large 
attendance, and program speakers were selected be- 
cause of their ability to present a well-rounded picture 
of the situation. 

Prominent figures in the industry who have been 
invited to appear on the program include H. B. Van 
Dorn, Joseph Dixon Crucible Company; George Holt, 
Sheaffer Pen Company; T. D. Luccock, P. F. Volland 
Company; Fred Pitt, Wilson Jones Company; Harold 
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of mechanical service; F. M. Echoff, Chicago branch manager; Thomas E. Bushnell; Ralph C. Bushnell, assist- 


ant branch manager; W. W. Bushnell, U. S. Navy: F. G. Rupertus. 


Standing: Bert Bridges; H. S. Gilbert: 


George E. Comstock: W. F. O’Brien, supply department department manager; L. H. Seltzerman; Fred Reinke, 
maintenance department manager; J. G. Kanak; Henry Schroeder, manager of portable department and 
shaver division, E. G. Wright. 
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wholly dependable 


The V Number 
Jasper Chair Company 





No. 200 stenographer 
chair. Plain oak or birch 
in walnut or mahogany 
finish. Also in quartered 
oak. 






ish. 





YOU CAN RELY ON THE TEST of actual service in 
1943. This year will test and prove strength and 
quality in many ways in men and organizations— 
and equipment also. American business has en- 
countered narrow passes in recent months, but there 
are closer calls to come, for many of us. We need 
to surround ourselves with the most dependable 
equipment, and to extend our margins to allow for 
further supply and personnel reductions. 

Office furniture installations and re- 
placements are important. If made as 
needed with most dependable units avail- 
able, they will put the business in better 


JASPER 


JASPER 


REPRESENTATIVES: 





No. 88 stenographer pos- 
ture chair. Soli 
quartered oak, birch in 
walnut or mahogany fin- 
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No. 100 quartered oak. No. 104 
birch, walnut or mahogany fin- 
ish. No. 104T with turned posts. 
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trim to weather coming storms. Such lines as the 
V Number JASPER CHAIR COMPANY office 
chairs, built to give maximum service and uniform 
security—add to the good looks of the office, 
and the comfort and effectiveness of the individual 
user. 

Our sincere thanks and appreciation are to 
those good friends of the trade who have gone 
ahead with their sales plans in the face of diffi- 
culties. Our best efforts are directed 
towards increase of production and faster 
service. Please be sure to indicate pri- 
ority on all orders. 


CHAIR CO. 


INDIANA 


Geo. A. Litchfield, Sales Mgr. 


E. W. Thomas (Southwest) James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
Box 3493 Peninsula Station 3414 Euclid Heights Blvd. 6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 


Daytona Beach, Florida Cleveland, Ohio 


(Phone ROGers Park 3644) 


Seattle, Wash. New York, N. Y. 
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Griswold, Sanford Ink Company; Bill Hoge, General 
Fireproofing Company; Al Skibbe, Associated Station- 
ers Supply Company; Ed Conlon, Rockwell-Barnes 
Company; Arthur Frey, Globe-Wernicke Company; 
Richard Vail, Vail Manufacturing Company, and 
A. G. Frost, Esterbrook Pen Company. 

Speaking talent from outside the ranks of the in- 
dustry also will participate. Priority matters will be 
discussed by a leading WPB official, and Harold Mc- 
Clain, former president of the Executives’ Club, will 
talk. Credit matters will be discussed by A. M. Mueller, 
chairman of the Western Stationers Credit Group, and 
a repeat performer will be present in the person of 
J. T. Meek, executive secretary of the Illinois Federa- 
tion of Retailers Association. 

Charles Garvin, general manager of the National 
Stationers Association, will make one of the principal 
addresses and also will conduct the “Information 
Please” program. Two other featured speakers will be 
John Gilbert, president of OFFICE APPLIANCES, and 
Sigfrid Sitting of Carson Pirie, Scott and Company of 
Chicago. Dealer speakers include Dick Healy, NSA 
president, Santa Fe, N. M., and Leslie Crowl, Blade 
Printing and Stationery Company, Toledo, Ohio. 

The opening session of the council will be at 10 
o’clock on the morning of April 29. The annual dinner 
will be at 6 o’clock the first day, and will be followed 
by a period of entertainment sponsored by the Great 
Lakes Travelers Club. 


9 =i —__—___—— 


DONOVAN URGES TYPEWRITER DEALERS TO 
BUILD VOLUME IN SUPPLIES 

James D. Donovan, of Underwood Elliott Fisher, sug- 
gested in a talk before the March 9 meeting of the 
Office Machine Dealers Association of New York that 
dealers push sales of machine supplies to help offset 
the loss of revenue from new typewriters. He pointed 
out that the only other sources of profit will be from 
rentals and service. 

The meeting, which was held at the Hotel New 
Yorker, was further featured by the attendance of 
numerous out-of-town dealers in New York for a ses- 
sion of the Typewriter Dealers’ Advisory Committee. 
Among those who were introduced by Nicholas H. 
Fucci, association president, were Frank Amoy, Lan- 
caster, Pa.; Clarence Bush, Washington, D. C.; James 
Sheehan, Providence, R. I.; E. J. Toussaint, Camden, 
N. 3.; T. E. Williams, Frederick, Md., and Fred P. Alex- 
ander, Honolulu. 

James Sheehan told the dealers he believed that the 
March 10 inventory requested by the Office of Price 
Administration would be the governing factor in de- 
ciding what machines may be rented after May 1. 


————_—=-0—__——__ 


NSA WARTIME REGIONAL CONFERENCES OPEN 
WITH MEETING IN SAN ANTONIO 

As this issue goes to press, the first of the 1943 War- 
time Regional Conferences of the National Stationers 
Association was scheduled to take place in the Ninth 
district, Plaza Hotel, San Antonio, Tex., Sunday and 
Monday, March 28 and 29. 

At this meeting, the NSA traveling coterie was to 
make its first of numerous speaking appearances 
throughout the country. The group included E. B. 
Healy, NSA president; Charles P. Garvin, general 
manager; J. E. Conlon, Rockwell-Barnes Company, 
and others. That the San Antonio gathering also 
would entertain numerous visitors from outside the 
district also was indicated by leading trade figures 
from various parts of the country who either signified 
their intention of attending or had actually left, ac- 
cording to last minute advices. 

The Ninth Regional Conference’s program included 
events covering both Sunday and Monday, with most 
business sessions and the annual banquet on the latter 
day. Registration, fellowship room get-together, a 
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“quiz” session and a travelers’ program were noted 
for Sunday. 

Among the topics to be discussed Monday were ceil- 
ing prices, salary freezing, inventory limitation orders 
and post-war problems. A round-table discussion was 
to take place in the afternoon. Dancing and a ladies’ 
program were in addition to a luncheon and the ban- 
quet. 

John Wright is Governor of the Ninth district, and 
L. Saxon had charge of pre-conference publicity. 

—————_9—= 9 —_—___ 
MARCH MEETING OF CHICAGO TYPEWRITER MEN 


At the regular monthly meeting of the Chicago 
Typewriter Dealers Association held in the Sherman 
Hotel Monday evening, March 8, the principal feature 
of business was a stirring report made by Jack Macon, 
chairman of the Army and Navy Month Committee. 
Mr. Macon told of the plans worked out by the com- 
mittee including territory assignments to each of the 
sixty authorized Typewriter Procurement Program 
buying agents in Chicago. Because the number of 
typewriters purchased in the drive had not reached 
the desired figure for the first week of the month, Mr. 
Macon urged upon all those present to get into the 
spirit of the drive and push it to a successful con- 
clusion. 

On invitation from President Robert Goldblatt, Tom 
Stack and Luis de Olazarra reported briefly on meet- 
ings held in Washington under the sponsorship of 
the War Production Board. Mr. Goldblatt then re- 
ported that the typewriter manufacturers representa- 
tives in the Chicago territory had accepted the hon- 
orary memberships in the association tendered to 
them last month. 

The evening was concluded by the awarding of 
eight fountain pens to qualified members present. 

ee 
CANADIAN TYPEWRITER DEALERS MEET 


Formation of an all-Canadian association was dis- 
cussed at a meeting of the Canadian Typewriter and 
Office Machine Dealers Association, Quebec division, 
held at the Queen’s Hotel, Montreal, March 20. Out- 
of-town dealers were invited and among those attend- 
ing were A. Whitley, Windsor, Ont.; Mr. Duncan, Sud- 
bury, Ont.; Jim Hill, Ottawa; Mr. Diamond, Eastview, 
Ont.; Gerald Martineau, Quebec City, and Howard 
Soulis, Halifax, Nova Scotia. The session was presided 
over by Joe Rubin, National Typewriter Exchange, 
Montreal, who is president. R. Armand acted as sec- 


retary. 
I 


TYPEWRITER MEN ROUND UP MANY MACHINES 
FOR CHICAGO’S ARMY AND NAVY MONTH 


With E. C. Hill, head of the sixth region in the type- 
writer procurement campaign, acting as sales man- 
ager, 125 dealers and manufacturers’ representatives 
in Chicago launched an aggressive program of pro- 
curement last month. Designating March as Army 
and Navy Month, these authorized buying agents met 
with Mr. Hill, received territory assignments and went 
out to reach and exceed the one machine a day per 
man quota that had been set. In accordance with 
sound sales management practice, each participant 
turned in daily reports on calls. 

Sales meetings under the direction of Mr. Hill were 
held every Monday morning. The campaign soon 
gathered momentum, reaching a total of 3,329 ma- 
chines at the end of the third week. As we go to press, 
the sales effort is in the final stages, with indications 
that the total figure will be well over 5,000. 

ee 

LARRY SCHMIDT REPRESENTING MACO LINE 

The J. L. May Company, 111 West Nineteenth Street, 
New York City, has announced that Larry Schmidt, 
200 Fifth Avenue, New York, now is selling the Maco 
line of tags, labels and tickets in Philadelphia, Balti- 
more, Washington, and Richmond and Norfolk, Va. 
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Tides of Destiny 


“‘How,’’ writes an angry little lady, ‘‘can you be cheerful when you 
know everything is going to hell in a handbasket?’’ 


‘‘Why, bless your dear heart, Chum, merely because | criticize the 
passing parade does not mean that I am at all gloomy about the future. — 
Things are really better than they seem. This old world isn’t as bad as 
it looks. History, I think, will bear me out in this.’’ 


The above is a portion of an answer by Malcolm W. Bingay in his 
daily column ‘‘Good Morning’ in the Detroit Free Press. There’s more, 
which we do not have space to bring to you, but the ending-of his col- 
umn reads as follows: 


‘TI recall nine months ago that there was a hue and cry from 
the politicians at Washington that we were doomed to defeat because 
corrupt, selfish, blind Big-Business could not give us a sufficient supply 
of aluminum. Hot-air merchant LaGuardia,-of New York, got our house- 
wives to give us their pots and pans and he even talked about taking the 
few ounces of the precious metal off the top of the Washington monument. 


Well, somehow or other we now have all the aluminum we need. 
Maybe all the phony fury was necessary to get things started. But that’s 
the way democracy works. Politics consists of grabbing credit, offering 
alibis and blaming the other fellow. That’s on the surface. 


Watch a great storm breaking over the ocean. The lightning flashes 
and the thunder roars and the sea is lashed into a white furious mass 
with the waves rolling mountain high. You think the whole universe is 
cracking up and you are terror stricken. Then your sense tells you that 
this is all on the surface; that, way down deep, the tides are moving, 
utterly undisturbed by the sound and fury at the top. 

Those tides represent the great mass of mankind moving on to its 


destiny. The sound and fury, the effervescence, is the quarreling of 
politicians. They do not make the tides; they ride them.’’ 
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Here are Weis representatives, whose combined ex- 
perience in the filing supply and equipment business 
totals a matter of 250 years—men who have con- 
tacted our more that 5000 dealers during the past 
many years in every part of the U.S. A. 


But their primary function has changed during the 
past year and a half. Instead of trying to sell you, 
they are endeavoring to be of service to you in many 
new ways. 


For months, here at the main office, we have been 
deluged with letters, telegrams and phone calls from 
dealers and representatives of the makers of ‘‘tanks 
and planes and ships’, wanting to know when they 
can get this and that in order to keep their records 
up to the minute. 


As you well know, when a manufacturer cannot now 
make sufficient quantities of his products to supply 
all demands, he is compelled to fill all orders on a 
priority basis, highest first, and then in the sequence 
of which submitted. 

Therefore, if your orders are not being filled as quickly 
as you believe they should be, please bear with us. 
The delay is caused only by some vital war necessity 
being cared for ahead of your order. 


MONROE Sf ‘ CL A =f MICHIGAN 
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GILBERT O. WEIS 
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CHICAGO 














Cheap Enough for Temporary Use 


Good Enough for Permanent Use 


If you cannot promptly furnish your 
customer with 3x5, 4x6, 5x8 or 6x9 
card filing cabinets, and he MUST 
have something, suggest the Weis 
Utility Fibre Board Line for tempor- 
ary use. You can also safely recom- 
mend this line for permanent use. 
They’re well and sturdily made. 


- ol 
Monroe Sf Clr’ Michigan 
Z iatehteeeseesniadll 
New York CHICAGO Boston 
The Weis Manufacturing Co., Inc. Associated Stationers Adams, Cushing & Foster, 
54-56 Franklin Street Supply Company Incorporated 
OKLAHOMA City: Carpenter Paper Co. Omana: Carpenter Paper Co. 
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STEVENS, MALONEY & COMPANY, CHICAGO, HOLD 
SUCCESSFUL BUSINESS SHOW 
Headquarters of Stevens, Maloney & Company, 
prominent Chicago office equipment firm, were a focal 
point of business interest the week of March 15 when 
the concern held a special display of wartime office 
products and supplies. 


Attending by special invitation were many leading | 
users of office appliances as well as members of the | 


trade. Both the main street level store of the com- 
pany and the lower level furniture display room were 
used for specially arranged exhibits of wartime mer- 
chandise as well as standard products. 

Wood filing equipment, furniture, lockers, shelving 
and other items formerly made of steel were given 
particular emphasis, as well as other merchandise 
having specific current sales appeal. Included in the 
latter classification were such products as V-mail sta- 
tionery and ink, ration book holders, rubber cement 
substitutes and gifts for servicemen. 

Featured during the business show, in the window 
display and in the store interior, was the new Tu-Rol 
file line, produced by Paxton-Cornish, which embodies 
the new principle of side filing. Many models in the 
Tu-Rol line, ranging from small desk card units to 
complete batteries of full-size files, were shown, and 
Paxton-Cornish officials were on hand to demonstrate 
and explain the features of the new design. 

<> 
COTTEREL COMPANY, HARRISBURG, PA., HAS 
FIFTIETH ANNIVERSARY 


Because of the war, the Cotterel Company, office 
outfitters in Harrisburg, Pa., is foregoing a formal cele- 
bration of its fiftieth birthday, but the event by no 
means has been forgotten by the company or the 
trade. Many congratulatory messages have been re- 
ceived, including one from Charles P. Garvin, general 
manager of the NSA who recently mentioned the anni- 
versary in his Washington News Letter. 

In 1893, when Harrisburg was still a city of less than 
50,000 and the new Pennsylvania state capitol build- 
ings were contemplated but not built, David W. Cot- 
terel and J. H. Frary opened a small book shop and 





INTERIOR OF PRESENT COTTEREL STORE 


stationery store at 15 South Market Square under the 
name of Cotterel and Frary. Early in the history of 
the store, Mr. Cotterel purchased the interests of Mr. 
Frary and continued to operate the business under his 
own name after moving to 7 South Second Street. The 
business grew steadily but in 1910 fire destroyed the 
entire stock of merchandise and the financial loss sus- 
tained was only partly recovered. 

Mr. Cotterel, however, set up business at 105 North 
Second Street in Harrisburg after the fire and during 
the next five years had rebuilt his losses to the extent 
that he was able to return to 9 North Market Square 
in 1915. 

In later years, Mr. Cotterel retired from active busi- 
ness and sold his establishment to W. F. Laskowski, 







HOW WILL 
YOU BE 


SITTING 
after the WAR? 


h DO A 


Right now, at Bolens, a famous ORTHO- 
PEDIC SURGEON IS answering that ques- 
tion. 





Working with Bolens Designers, he has 
ready for the post-war office worker a NEW 
IDEA in corrective seating. 

A development that will make the post- 
war office chair an aid to greater efficiency. 

This promise of new accurate body-fit, new 
working support, will be a reality in post- 
war Office Chair design just as soon as 
Victory permits changing all-out war pro- 
duction to peacetime progress. 

For outstanding sales features on your 
post-war office chairs be sure they are 
equipped with the BOLENS New Syncro-Tilt 
Chair Irons, orthopedically correct. 
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Jr., and W. J. Evert, Jr., who, with G. F. Ebner, Jr., 
took over the business and formed a new corporation 
then known as the Cotterel-Ebner Company. To meet 
increased needs, the business was moved to Second 
and Locust Streets, and in September, 1923, Mr. Las- 
kowski purchased the interests of Mr. Evert and Mr. 
Ebner and changed the name to the Cotterel Com- 
pany, as it remains today. In April, 1925, the company 
purchased, remodeled and occupied the building at 13 
South Market Street and this continues as the head- 
quarters. 

Mr. Laskowski, who will be remembered by the trade 
in the Eastern part of the country through twenty 
years of sales work for The Carter’s Ink Company, is 
president and general manager, Frank W. Laskowski 
is vice-president, Ernest B. Eppley, treasurer and Sam- 
uel H. Deckman, secretary. Both Frank Laskowski, and 
R. E. Laskowski, a member of the sales staff and 
sons of the president, are members of the armed 
forces, the former a major and the latter a staff 
sergeant. Six other employes also are in the service. 

Taking pride in the statement, “We haven’t missed 
a cash discount in twenty years,” President Laskowski 
credits the success and life of the company to a pro- 
gram of value-giving and consistent advertising. In- 
stead of using widespread publicity on the fiftieth an- 
niversary, however, the company is confining its pro- 
motion of the event to direct-mail and the use of 
labels on all outgoing mail and packages. 


EDWARD CHURNICK ACQUIRES DACO COMPANY 

Edward Churnick, who has been a leading factor 
in the growth of the Daco Card and Index Company, 
Boston, Mass., since 1933, has acquired the company 
from David Cooper who founded it twenty-five years 
ago after leaving Library Bureau. 

The new owner became associated with Mr. Cooper 
in 1933, and became a partner the same year. The 
business will be continued without change in name or 
policy. 

Mr. and Mrs. Cooper plan to retire this spring to 
a large farm which they own in Vermont. Mrs. Cooper 
worked actively and continuously with her husband 
in the Daco company. 

—<—--)- 
J. KURESMAN LEAVES STATIONERY TRADE 

J. Kuresman, who has been associated with the 
Pounsford Stationery Company and before that with 
the W. B. Carpenter Company, both of Cincinnati, O., 
for twenty-three years, has resigned to enter the 
public accounting field, he has advised his friend, 
Hy Linden of the Ace Fastener Corporation. He will 
operate independently. Mr. Kuresman writes that he 
is highly appreciative of the courtesy and business co- 
operation given him by Mr. Linden and others in the 
trade. 





ROYAL SERVICE GIRLS.—The Chicago branch office of the 
Royal Typewriter Company is using girls and women to 
excellent advantage as service mechanics. Here are seven 
of them. They are (left to right) Carmella Santelli, Edith 
Kunda, Elaine McCarth, Catherine Cowhay. Margaret 
Matthews, Olga Kiffman and Frances Haegle. 
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SOLID MAPLE 
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WOOD CHAIRS 


we ., 
DESIGNED TO LOOK LIKE STEEL 


No. 110-CA 
STURGIS ARM 
SWIVEL CHAIR 





No. 140-CA 
STURGIS SWIVEL 
CHAIR 






No. 175-GL 
SIDE CHAIR 


No. 125-GL 


SIDE ARM 
CHAIR 





These new STURGIS Wood Chairs are different, smart, 
modern. 

They harmonize well with installations of Steel Office 
Furniture and are available in a wide range of color 
combinations. 

All the chairs are equipped with deep, saddle, comfort- 
able seats and form fitting backs. Upholstery is in 
either Genuine Leather or duPont Cavalon. 

Sold exclusively through Office Equipment Dealers 


Write FOR PARTICULARS 
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STURGIS POSTURE CHAIR CO. 
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PAST 


Dealers have learned to 
depend on 


AMES SERVICE 


At 


PRESENT 


They keep ‘em typing 
with 


AMES SERVICE 


In the 


FUTURE 


As now and yesterday 
AMES SERVICE 


Will remain the leading factor 
in enabling dealers to maintain 


OFFICE 
MACHINES 


at their 
HIGHEST EFFICIENCY 





Ames Supply Company 


564 W. Randolph St., Chicago 


583 Market St., 
San Francisco 





37 Murray St., 
New York AGENCIES 
IN 
PRINCIPAL CITIES 11 Pryor St., 
Atlanta 








1905 Commerce St., 
Dallas 
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DAME RUMOR 


and the Carbon and Ribbon Industry 


. . . About which these pertinent facts are pointed out in 
“The New Webster Way,” sales bulletin of the F. S. Webster 
Company, Cambridge, Mass.: 


“Change a country’s economy from peace to all-out 
war, and you have all the ingredients for a host of 
conflicting rumors. Over-imaginative minds find an 
outlet but rumors are voiced by the more solid 
citizenry, too, or at least that part which thinks out 
loud about what the next move is likely to be. 

“The carbon and ribbon industry, like many others, 
has been caught in the rollers of a rumor wringer. 
It is reported, for example, that one plant or another 
will be converted to the manufacture of other prod- 
ucts. Another version is that the whole industry will 
be shut down as non-essential, and yet another, that 
output will be concentrated in the hands of a few 
manufacturers, the others being forced out of business. 

“If these rumors had an element of truth, there 
would be serious implications for all of us. The evi- 
dence, however, all points the other way. Here are 
the facts: 

“1. Several months ago we filed a complete in- 
ventory of our plant with the War Production 
Board. This included all machinery, floor space, 
and a statement of the skills of our workers. The 
opinion expressed then was that our facilities, and 
these are typical of the industry, were not suit- 
able to the manufacture of other products. 

“2. The scramble for typewriters by the govern- 
ment proved two things. First, that such machines 
are indispensable to every branch of the service. 
Secondly, that typewriters have no practical value 
without ribbons and carbon paper. As a result our 
industry was declared essential and as part of an 
essential industry we have received all necessary 
raw materials under the WPB allocation program, 
our stocks are in line with the industry’s require- 
ments, and we have been given encouragement to 
continue to supply our products to general business 
and to all war activities. 


“There are things like gasoline rationing, tire con- 
servation and overtaxed transportation facilities which 
are definitely not rumors. These will have a tendency 
not only to curtail sales calls but to retard deliveries, 
even for government contracts. Man-power is another 
problem. Diversion of labor into the armed forces and 
also into direct war production has already reduced 
personnel in many of our departments. Replacements 
under present conditions are practically impossible, 
though overtime can be relied upon to offset partially 
the loss of man production hours. 


The Situation on Ribbon Spools 


“This is rapidly developing into a guessing contest 
and the government will have to answer the $64 ques- 
tions. So far they have changed their answers a 
couple of times. 

“Their limitation order issued some months ago for- 
bidding the manufacture of regular metal spools was 
anticipated, and experiments were begun with less 
vital materials. Plastics definitely cannot be used as 
substitutes. The spool found most practical, and 
adopted by the industry to conserve steel, had 
processed cardboard sides with a metal core. A large 
part of our own stock of spools at present consists of 
these Victory, or fiber spools. 

“Recently, however, the government issued another 
order prohibiting the use of any metal in the manu- 
facture of ribbon spools. This ruling was appealed, 
and finally rescinded. Now we understand that there 
may be another about-face, whereby spools will be 
restricted to Army, Navy and Maritime Commission 
orders for ribbons, although such a ruling has not yet 
reached a definite stage. 

“This rather confusing situation makes it doubly 
important to utilize to the limit metal spools still 
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@ When we see feats of skill in the 

theatre, we applaud the performance. 
We realize that the ability to do a given 
job well springs from a "know how" that 
comes in turn from long experience. 


From the moment that it became apparent 
that our country would be drawn into this 
war, the Jasper Desk Company has been on 
the job furnishing desks via the trade to the 
Army, Navy, Government Agencies and 
war industries. We believe that our back- 
ground of 67 years in the manufacture of 
office desks and tables made it easier for - 
us to give an impressive performance in de- 
livering merchandise. 


We shall continue to strive towards filling 
your orders as rapidly as possible. 












ice Furniture Wareh ouse 
Company H. A. Clemetsen (Eastern) 
573 Broadway, New York, N. Y 
William H. Brown (Chicago- 
Midwest) 6708 Glenwood A 
Chicago, Itilinois 
€. F. Umphred (Western) 
30S Euclid Ave., Oakland, Calif 
. W. Young & Son (Michigan) 
613 Free Press Bidg., Detroit, 
chigan 


George Litchfield (Midwest) 
Jasper, Indiana 

E. W. Thomas (Southwest) 
Box 3493 Peninsu la_ Station 
aytona rida 


Pedestal Typewriter Desk with 
Patented Wood Mechanism 








JAS PER INDIANA 
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Quzr and War Programs 
wont wat — 

If your answer tant ready 

the opportunity marches on! 


GET THE FIRST CORRECT ANSWER 
TO THE OFFICE FURNITURE PROBLEM 
FROM THE NEW INDIANA CHAIR CO. 





Overcoming various difficulties in- 
cidental to war conditions, this 1943 
series offers to dealers having pri- 
ority customers a genuine oppor- 
tunity for substantial sales and 
earnings. 





Here is excellent quality 
based on careful selec- 
tion and inspection of 
materials, and construc- 
tion standards that as- 
sure clean cut, business- 
like appearance and 
thorough satisfaction in 
use. 


Quartered oak, birch walnut and birch mahogany will be made 
available. The dimensions and craftsmanship are of the 
character required for well proportioned, attractive chairs, 
comfortably adjusted to the user's bodily needs. 


We suggest that you begin recommending these new chairs 
now—and send us your orders without delay, being sure to 
indicate priority. 


New Indiana Chair Co. 


JASPER, INDIANA 
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remaining in manufacturers’ and dealers’ stocks and 
in the hands of consumers. We again urge every one 
of our dealers to salvage these metal spools and return 
them to us for further use. 

“Because we must carry a two to three months’ 
ribbon stock in anticipation of orders, some of these 
ribbons wound on metal, some on reclaimed spools 
and others on fiber, we cannot guarantee to deliver 
new ribbons spooled in exact proportion to metal 
spools returned. If we were to attempt that, or to 
wind ribbons on the particular spools returned, our 
whole delivery system would break down. 

“You may rest assured, however, that redistribution 
will be as equitable as conditions permit. And we 
want to take this opportunity to thank every one of 
those dealers who has codperated with us to make 
metal spools go farther. Continuing to do this will help 


us all.” 
ee 


VICTOR EMPLOYEES HELP SET RECORD FOR 
CHICAGO RED CROSS MOBILE UNIT 

Five hundred employees of the Victor Adding Ma- 
chine Company volunteered as Red Cross blood donors 
twenty-four hours after the announcement that a 
mobile unit was scheduled to visit the factory. 

By the time the unit arrived, total registration was 
so large it was impossible to schedule all volunteers 
within the time allotted at the plant. 

During the first day the unit was in operation, 164 
pints of blood were collected to set a record for the 





SCENE IN VICTOR PLANT AS WORKERS DONATE BLOOD 


city. Most of the volunteers had never before donated 
blood, but they said they would be glad to repeat 
after the necessary ten-week period of waiting. 

All details and arrangements were handled by the 
Victor Employees’ Benefit Committee which worked 
closely with the Mobile Unit Division of the Red Cross. 
The unit was set up in the North wing of the com- 
pany’s new plant. 

— >. 
BATTLE MAPS, RUN OFF “WHILE YOU WAIT,” 
BIG FACTOR IN ALLIED SUCCESSES 

A new field of application for business machines in 
actual military maneuvers was uncovered in the news 
that multi-colored combat maps, corrected instantly 
on the ground as to enemy position and attack points 
and rushed to command posts, are being used by 
American and Allied troops, according to an announce- 
ment by Ditto, Inc. 

These facts came to light in an interesting letter 
from Spicers & Detmold, Ltd., stationers of Melbourne, 
Australia, to the Ditto company. This message reports 
the interesting use of the Ditto three-color direct 
process as employed by Australian military forces. 

“During the first Allied advance in Egypt, the situa- 
tion was so fluid that Allied and enemy batteries often 
were intermingled,” the letter said. “Rapid issue of 
rough maps based on information supplied by recon- 
naissance was of inestimable value. These maps were 
made as follows: 

“At the forward post, an officer with some drafting 
ability was installed with one Model 9D5 and had 
before him a direct process master showing the salient 
features of the adjacent country. Despatch riders 
would arrive with the known details of the Allied and 





LISTEN! 


ERNIE PARKS TELLS HOW TO GET 


FASTER SERVICE ON PLATENS 














YOU: 


| ERNIE: The main reason is slower transportation. 





No. 2 
of a series 


Tell me, Ernie; why is platen service slower today? 


It takes your 
supplier longer to replenish his stock. 


YOU: 


Is there any way | can help my supplier give faster service 
on platens? 


ERNIE: There certainly is! Send old cores in promptly. so that your 
supplier can return them to the factory for recovering and 
get them back into stock as soon as possible! 


US: That's right, Mr. Dealer. Every core lying in your shop is 
contributing toward slower platen service. HELP US GIVE 
FASTER SERVICE BY SENDING YOUR CORES IN 
PROMPTLY! 













The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 





AMERICAN 
WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 Worth St. New York City 
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Two additional envelopes to our line of spe- 
cialties that offer increased volume and profits 
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COIN COMPARTMENT ENVELOPE 


Will do the work of a Coin Card, plus a first 
class mailing compartment. Coin Pocket has 
a gummed flap that seals coins or currency 
separately. Envelope flap overlaps and com- 
pletely covers pocket. Size 32 x 6 made 
from substance 32 Kraft. 


TRE. 
ae » 


AIRWAY EXPRESS TYPE ENVELOPE 


Has a safety double top and bottom seam. 
Wide well gummed flap which offers excellent 
protection for important mail and securities. 
Carried 28 and 32 


in stock in Substance 


Brown Kraft. Five sizes. Write for samples. 


QUALITY PARK ENVELOPE CO. 





General Office & Factory 
Quality Park 
St. Paul, Minnesota 


Chicago Office and 
Warehouse 
564 W. Monroe St. 
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enemy positions. This information would be inserted 
upon the master, using green carbon for Allies and 
red for the enemy positions. Copies were run and 
taken away by the same despatch rider to the various 
battery commanders. The operation was so rapid that 
the riders left their engines running while waiting for 
the maps to be run off.” 
——=- —__—- 


LUIS DE OLAZARRA IS ELECTED TO POST OF 
SHIPMAN-WARD VICE-PRESIDENT 

J. G. Coumbe, president of the Shipman-Ward Man- 
ufacturing Company, Chicago, has announced that 
Luis de Olazarra has been elected to the office of vice- 
president in charge of sales. 

Having behind him a long and successful record in 
the trade, Mr. de Olazarra became Shipman-Ward 
sales manager in July, 1940. After five years with the 





LUIS de OLAZARRA 
J. E. Thomas Typewriter Company, New York, he 
formed his own business under the name of the 
Domestic Office Equipment Company. Ten years later, 
in 1939, he joined the S. W. Allen Company and 
shortly thereafter became associated with Shipman- 
Ward. 

Mr. de Olazarra gained a special knowledge of 
foreign markets, particularly those in South America, 
while with the American Trading Company, New York 
City, during and after his college career. 
>=? 


CHICAGO STATIONERS ORGANIZE 
The stationers of Chicago recently formed a group 
to co-operate with the Government in the solution of 
problems arising from various regulations. Twenty- 


eight members have signed up. Any others interested 
in becoming affiliated with the group or who desire 
further information are invited to get in touch with 
D. S. Bell, 118 S. Clinton Street, Chicago, Il. 


> 











CLOSE-UP OF A SHAW-WALKER TAILOR-MADE GEO- 
GRAPHIC FINDING SYSTEM used by the Boatmen’s National 
Bank of St. Louis, for correspondence with other banks. A 
Shaw-Walker tailor-made alphabetic finding system is also 
used for correspondence with firms and individuals. Both 
systems have saved man-hours for the bank. The systems 
were sold and installed by the branch in St. Louis. 
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WHY NOT £111 IN 


THE BILL fop 
TYPWRITERS OO" 


Exaggerated? Of course, But it’s true, Mr. Office Manager, that with the Old Town Dupli-Form an 
ordinary typewriter can do the work of a billing or manifolding machine — only better. You type the 
original and duplicate the copies — form and all. What's more, you'll have difficulty telling the hundredth 
copy from the first. Ask your Purchasing Agent to get you the facts on Old Town Dupli-Forms. 


wuat Dupli-form 1s 


Have any multiple copy form set up on an Old Town DUPLI-FORM. Your typist fills in the DUPLI-FORM ... then runs off as many copies 


as you require on your fluid process duplicator. 


wHat Mupli-form votes 


No More Large Printing Bills! On a 25-copy form, 1000 DUPLI- No More Fear of Errors! Instead of having to correct every copy, 
FORMs will re place 25.000 printed forms! just correct the original DUPLI-FORM., 

No More Weak Copies! Whether you want a dozen copies or hun- No More Collating! Only the original DUPLI-FORM goes into 
dreds, DUPLI-FORM will give them to you . .. every one clean and ycur typewriter. No aggravation and waste of time to stuff forms 


; with carbon paper and crowd into the typewriter, 
distinct with photographie accuracy, ¢ 


. , No More Slipping! DUPLI-FORM guarantees precision reg- 
No More Special Machines! With DUPLI-FORM every typewriter istry right rib A the last line of the last : 


becomes a billing or manifolding machine. Makes copies of pencil copy. The form itself is dupli- 





writing without register or special pencil. cated along with typed-in-data. 


Old Town 


RIBBON & CARBON CO. inc. 


= Foremost makers of ribbons and carbons for every use ummm pa 











750 rA CEE STREET, BROOKLYN, NEW ¥ Oe; N. Y. 








To beat the fast field of 3-year olds in the Kentucky Derby, the winner must have every- 


thing plus . . . speed, stamina and every other racing quality. 


There is a parallel in carbon papers. Some carbons are claimed to have exceptional wearing 


quality, some to be extra good at making extra copies, and some to be clean to handle. 


If you want all these features in a single sheet of carbon paper, send for samples of Old 


Town DAWN. 


DAWN has everything. Compare DAWN with the field for wearing quality, for cleanliness 
of handling and cleanliness of copies, for extra copy making. You will see why DAWN is 


one of America’s biggest selling carbon papers. 


is guaranteed 


not to Cuarh 


DAWN saves time, tem- 
per, and typographical 
errors because it will not 
curl under any working 
conditions. 


DAWN is a profitable investment for your customers—a profitable merchandising investment for you. It is widely advertised 


and backed by intensive factory merchandising support, a plus product on every count. Write for details about DAWN, the 


carbon that will not curl. 


Old Town 


RIBBON & CARBON CO. wwe. 


Foremost makers of ribbons and carbons for every use 





750 PACIFIC Gif i a BROOKLYN, NE W 
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TYPEWRITER PROCUREMENT—A GOOD DEAL 
(Continued from page 25) 


one, surely, is better qualified to do this job than the 
thousands of typewriter dealers. The government rec- 
ognizes, co-incidentally, that it must make it prac- 
tical and possible for these dealers to devote their 
time and energies to this tremendous task. So it has 


said, in effect: “Help us in this drive. We will appoint | 


each one of you an Official United States Typewriter 
Purchase Depot. You will be authorized to purchase 
these typewriters (standard models manufactured 
since January, 1935) in our name. Locate them, buy 
them, pick them up, put them into good condition, 
ship them to us. We will reimburse you for the amount 
you pay for each machine (and these amounts have 


been established in advance) and pay you for your | 


services, in addition.” 


That’s practical. That’s efficient. Above all, it’s a | 


fundamentally sound and profitable procedure for | 


every dealer. It’s working wonders for the war effort, 
for the government, for the Armed Forces, for the 
dealers. 

There’s no great trick, either, in doing this job. 
You simply must face the facts, and be prepared to 


strip yourself of prejudices and mental reservations. | 


This is a job of selling in reverse. Everything you 
did to sell your customers originally can be success- 
fully employed in buying from these customers now. 
Be bold enough to look squarely at the significance of 
this campaign. Be bold enough to revamp your mind. 
Have it re-upholstered. Give it an airing. Approach 
the situation, and its profitable solution, in the same 
calm, determined way that you set about building-up 
your business. Don’t be afraid to state the case, find 
the answer, then follow-through to achieve the results 
of that answer. 

The government has offered typewriter dealers a 
good deal. Buy machines for the WPB, and buy Class 
B, C and D typewriters for use as rental machines. 
Use the rentals to replace the Class A machines you 
buy for the government. You'll earn both ways— 
on the purchase of the machines the Government 
needs, on the rental of machines to replace what you 
buy from your customers. 

Fellows, this is it. This is a real solution. Believe me. 


I know. 
eee 6 


ROYAL CONGRATULATES OLD EMPLOYEE 


On occasion of his twenty-fifth anniversary with the 
Royal Typewriter Company, William Steinmann, man- 





WILLIAM STEINMANN 


ager of the general shipping department, recently was 
presented with a handsome gold watch by the com- 
pany and received congratulations from his many 
friends throughout the organization. 


—-¢ 


NATIONAL OFFICE CUSHION COMPANY MOVES 

Headquarters of the National Office Cushion Com- 
pany have been moved from 100 East Twenty-first 
Street, Brooklyn, to 110 Grand Street, New York City. 
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“We had a flag raising 
at the plant today...Son” 





**A band played music that ran up and down my back, 
and the Army and Navy officers said some mighty fine things 
about the men and women who work for Dictaphone. 

“Then we each got a button to wear on our lapels. 
We were pretty proud— proud of the honor it represents 
and proud, too, because our plant has been completely 
converted to war production. 


*“Mom. 


brother. They are all busy in war work of one kind or 


. she’s proud too. So are Sis and your kid 


another. Mom keeps things running smooth, so we can all 
be in there fighting every day. 

“Each night we talk about you, Son. Wonder where 
you are and what you are up to. Noons at the plant, Joe 
and Mike and Nick and I talk about the boys, too, and 
we go back to work with new determination. 

“Until the war 


Dictaphone dictating machines and equipment again, 


is won and we're back making 


we re working all out to make (censored) for anti-aircraft 
guns and (censored) for the Army and the Navy. 
“Well, good night, Son. Our love goes out to you 
wherever you are. 
“*And about that flag. We’ re going to keep it flying high!”’ 
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DICTAPHONE CORPORATION 


BRIDGEPORT, CONN. 
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DURATEX 
FOLDERS 











SSS 


Chock These Suporuor 
Qualiti 


EXCELLENT SNAP 


Smooth, hard, soilproof surfaces, even 
texture. A quality crispness found 
only in DURATEX. Will slide in and 














out of a file with a minimum of wear 


or effort. 


EXCELLENT FEEL 


Notice the extreme toughness and 
steel spring snap which insures long 
life and real filing satisfaction. There 
is substantial body and rigidity to 
protect records for years to come. 


EXCELLENT TEAR 


Compare this with other folders. You 
will notice a vast difference. No crack- 
ing or dog earing with DURATEX. 
Both horizontal and vertical strength 






















and rigidity. 


EXCELLENT WRITING 


Hard surfaces permits use of pen, pen- 
cil, or typewritten recordings without 
a blur. Light Manila color permits far 
greater legibility. 


















Send for samples and additional 
information on this real value in 
folders. 


C. L. BARKLEY & CO. 


ESTABLISHED 19 
VManufacturer 
517 S. JEFFERSON STREET 


of FilinAé Supplies 


CHICAGO, ILL. 
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ALLEN O’HARA IS NEW MANAGER OF HOUSTON 
OFFICE OF STANDARD DUPLICATING 

Allen O’Hara, who has been identified with the office 
machines and systems field for twenty-one years, has 
been appointed district manager, for the Standard 
Duplicating Machines Corporation in Houston, Tex., 
where new offices have been opened at 707 Merchants 
and Manufacturers Building, 1 North Main Street. 

One of the most consistent sales producers in the 
Standard organization, Mr. O’Hara made an enviable 
record in Providence, R. I., where he was stationed 
before his promotion to the Houston post. During six 
of the seven years he was in Providence, he was among 
the first ten Standard salesmen throughout the 
country. 

In Houston, Mr. O’Hara replaces Gus Rutherford. At 
the opening of the new offices in the Texas city, Alan 
E. Bruce, general sales manager of the Standard cor- 
poration, was in attendance. 


—- 
NEW KRIL-OFFICE PRODUCTS FIRM IN CHICAGO 
HAS FORMAL OPENING FEBRUARY 20 

Formal opening of the new firm of Kril-Office Prod- 
ucts at 170 Monroe Street, Chicago, took place Feb- 
ruary 20 with a large attendance of manufacturers’ 
representatives, buyers of office supplies and equip- 
ment, members of the trade and friends of Louis I. 
Kriloff, proprietor. More than twenty-five floral pieces 
were included with a large number of congratulatory 
messages received on the opening day and previously. 

Mr. Kriloff, who has been identified in the trade for 
twenty years, announced the formation of his own 
business early in February. His firm occupies 4,000 
square feet of floor space in the heart of a section of 
downtown Chicago in which many other office supply 
firms are situated. In addition to a complete retail 
department, he is devoting a major part of his activity 
to mail order and wholesale operations. He is con- 
tinuing to solicit information about new items from 
manufacturers. 





General view of new Kril-Office Products store in Chicago and 
part of crowd which attended formal opening. 





Part of the Kril-Office personnel in their newly decorated 
general office. Louis I. Kriloff, proprietor is at the extreme 
left and sitting next to him is Charles Schlenz, retail store 
manager. In the far center is Gladys Kriloff, secretary, and 
at the extreme right is Mildred Axelrod, mail order corre- 
spondent. Talking over the telephone at the counter is 
Mrs. Ruth Toback, office manager, well-known for years in 
the office supply trade. 
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For War Time Urgencies 


Letter and Legal 


Sizes 
With or Without Lock 


IMMEDIATE 
DELIVERY 


Prompt Shipment on 
Files With Lock on 
Priority Rated Orders 


ART STEEL SALES CORP. 


300 E. 145TH STREET 
NEW YORK, N. Y. 
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Necessity 
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Ingenuity 
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CRAMER 
POSTURE 
CHAIRS 





Invention 






BROUGHT Three 
IMPROVEMENTS 





1. Three Point 
Wedge Lock. 


2. Twin Taper 
Spindle. 


3. Twin Cone 
Spider. 





With All Standard Cramer Adjustments 
U. S. Patents Registered—others pending. 


CRAMIER POSTUIRI CHAIR CO. 


1205-09 CHARLOTTE ST. KANSAS CITY, MO. 
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For Our Country 





Industry Members Now Serving With the 
Armed Forces of the United States. 


Honors being won by Lieut. Albert L. Goldblatt, son 
of Robert C. Goldblatt, president of the Chicago Type- 
writer Dealers Association, are mounting rapidly. Win- 
ning the $300 JayCee ground training scholarship of 
the Chicago Junior Association of Commerce, Lieut. 
Goldblatt went on to break all grade average records 
during his eighteen weeks at the Army Air Forces 





Lieut. Albert L. Goldblatt (right) re- 
ceiving Memorial Plaque from Capt. 
William N. Gaylor. 


Navigation School, Hondo, Tex. In graduating exer- 
cises of the school’s largest class (and the school is the 
largest in the country), he was presented with a 
plaque for “highest proficiency in ground work, flying 
ability, meteorology and military tactics.” As a further 
award, he will become an instructor in the school. The 
senior Goldblatt also is proprietor of the Star Type- 
writer Company, Chicago, and a member of the ad- 
visory committee, rationing division, State of Illinois. 

Capt. Howard W. Gunlocke, formerly treasurer and 
general manager of the W. H. Gunlocke Chair Com- 
pany, Wayland, N. Y., now is receiving advance train- 
ing at the command and general staff school, Fort 
Leavenworth, Kans., and shortly will take over more 
responsible duties at division headquarters at Fort 
George G. Meade, Maryland, where he was stationed 
for several months. 

EEE 


Lieut. Col. G. Dudley Thomas, president and general 
manager of the Copp Clark Company, Ltd., publishers 
of business textbooks, Toronto, has been promoted to 
command the Governor General’s Horse Guards (3rd 
Armored Regiment) Reserve, in Toronto.—SJL. 


Lovina Heintz, who for ten years has been secre- 
tary to Ham Warnock, Chicago manager for The 
Globe-Wernicke Co., joined the WAACs last month, 
reporting for training March 16 at Daytona Beach, 
Fla. Miss Heintz is well known to dealers throughout 
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ALE GRIP 


THE ORIGINAL 


TUBULAR EDGE 
INSERTABLE TABBING 


More Convenient to Apply 
More Convenient in Use 


More Durable in Action 
Patent No. 1848098 





The parallel sides hold tix g*t es 


‘ a ae! 
serted title firmly. It SOR 
not fall out, yet can. Ben. 








° “erack because it can- 
Rbe pinched together. 


<* 








ded tubular edge 
‘Asngitudinal strength 
linen. 64-60 count, Se ig or short tabs, elim- 
ly woven it will-not: ra r 
when cut. Easily ap 










C : ‘, _ a tote 
to index sheets because - a 2-2 The tubular edge is a start- 
one side is slightly longer aie f “ing point for the easy in- 
than the other. isle + ie sertion of titles. 
“ ae > =. 24 eel 


Adhesive is odorless when 
moistened. and when once 
applied to an index sheet 
it is on to stay. 


THE ORIGINAL TUBULAR 
EDGE INDEX TABBING! 


AICO GRIP INSERTABLE IN- 
DEX TABS easiy prove their 
superiority in actual everyday use. 
ihe tubular edge provides an 
easy positive hold for the fingers. 
It affords the needed strength to 
prevent warping and cracking. 

AICO GRIP Insertable Index 
Tabbing in three extensions ‘for 
one, two or three line typed in- 
dexes, and in clear celluloid and 
seven brilliant, contrasting celors 
for quick identification. 

Sell AICO GRIP Insertable In- 
dex Tabbing for a multitude of 
uses in any office—Your customers 
will like it. An unprecedented 
demand for AICO GRIP Insert- 
able Tabbing by war industries is 
causing shipping delays. Be as- 
sured, however, that we are mak- 
ing every effort to distribute our 
production, fairly and equitably. 







Cut to Size 








Remove 
Waxed Paper 





AICO GRIP 


Shield Tabs 


Ready cut tabs that make it 
easy fo set up a uniform index 
file. Reqular AICO Tubular Edge 
Construction with linen reinforced 
shields. Four convenient lengths. 
Complete specifications in AICO 
Catalog Section G. 


5 AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
OESK PADS and 


ACCESSORIES 
SHOP TICKET HOLDERS 


Cy ner Company 


503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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NEW STA-TITE 
COMPRESSOR 


SECTIONAL 
INTERLOCKING UNITS 


MADE OF 
SELECTED HARDWOOD 
PN ee 


FINISHED IN 
STANDARD OFFICE 
GREEN 


There is one thought that we wish to leave with each and 
every Office Appliance Dealer. The PERMA-BILT Filing 
Equipment line is not a duration product but is being con- 
structed and marketed on 
a permanent basis. The 
sidewalls, backs and tops 
of cases are made of 
smooth tempered Mason- 
ite. We can supply stand- 
ard size drawers for 
Tabulating Cards, Finger- 
print Cards, Time Cards, 
and 5” x 3”, 6” x 4”, 
8” x 5”, and 9” x 6” Rec- 
ord Cards. TAB-TRANS 


Files are available for tab- 


THE STA-TITE COMPRESSOR 
The Sta-tite Compressor is positive in 
operation and will hold cards in file 
even if drawer is inverted 
In thick and removable without the 
use of tools 


ulating cards. 


WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING . CLEVELAND, OHIO 


ERMA-BILT 
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the Chicago area, having taken their telephone calls 
for merchandise whenever Mr. Warnock was out of 
the office. MBE: 

The winner of the world’s amateur.typing champion- 
ship in 1936 and the world’s professional title in 1938 
now is in the Navy. He is Ensign Norman Paul Saksvig 
who now is an officer in charge of a Navy service 
school where most of his duties are as an instructor. 
He won his typing honors on an L. C. Smith. 


Ben C. Stapleton, formerly a prominent member of 
the trade in Louisville, Ky., has been promoted to the 


rank of captain in Army Signal Corps. He writes that 
his primary duties are as supply officer in the training 





BEN C. STAPLETON 


division of the Lexington, Ky., signal depot. He en- 
tered the service May 7, 1942. In the accompanying 
picture, Capt. Stapleton is shown in the field, talking 
with headquarters with one of the new “walkie-talkie” 


radios. we: we le 


Jerome A. Epstein, son of Joseph S. Epstein, presi- 
dent of the Old Town Ribbon & Carbon Company, 
Inc., and himself former treasurer of the concern, now 
is receiving pilot instruction at the Army station in 
San Antonio, Tex. 

EE E 

Lieut. (j.g.) William R. Diehl, Jr., former vice-presi- 
dent and sales manager of the Diehl Office Equipment 
Company, Columbus, O., recently spent several days 
of leave with his family at 147 South Cassingham 





WILLIAM R. DIEHL, JR. 


Avenue in the Ohio city. Before entering the service, 
Lieut. Diehl was president of the Stationers’ Club of 
Ohio. He completed his training with the Navy at 
Quonset Point, R. I., and has a new assignment at a 


Southern post 
EE FE 


J. L. Aldrich, manager of the St. Paul sales branch 
of the Monroe Calculating Machine Company, Inc., is 
proud of the fact that seven former members of his 
staff now are serving in the armed forces. Five are 
in the Army and two in the Navy. Their periods of 
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| BANK of ENGLAND Office Chairs 


Streamlined ...War-Timed with 
the New WOOD SCREW SWIVEL 


e The popular Taylor Bank of England office chairs are now War-Timed. First, by 
streamlining which not only sets a new standard in style and eye appeal but also 
provides the trim, sturdy, space-saving, dependable construction so essential to exacting 
war-time needs, 





Second, by the incorporation of the new Taylor Wood Screw Swivel engineered from 
wood and plastic to save critical war materials. The Wood Screw Swivel embodies the 
same proven principles and performance characteris- 
tics as the standard Taylor Chair Iron famous for 
vears because of its outstanding efficiency. 


{convenient wood hand wheel, operating the 
threaded wood spindle, permits raising or lowering 
the seat to any desired position with ease and micro- 
matic precision. Light in weight, yet amply strong, 
the Tay lor Wood Screw Swivel, operating on self- 
lubricating bearings of plastic against wood, is a 
marvel of smooth, silent, responsive performance and 
complete adaptability to every revolving chair re- 
quirement. 


Because users everywhere recognize the superior ad- 
vantages of the Taylor Streamlined and War-Timed 
Bank of England chairs our business is far in excess 
of normal. Deliveries can be made only on high pri- 
orities and it is important that you send priorities 
with your orders which will be filled on priority 


precedence. 





No. 8740 





The‘Taylor Chair Company No. 8740%4 


BEDFORD. OHIO, US A FOUNDED 1816 
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SAVE STEEL wit 


PRONT 


ECONOMY FIBRE BOARD FILES 


LETTER SIZE No. E210 
$2.25 " 


Carton Price 













CHECK SIZE No. E94 
$1.50 


Carton Price 


FOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 
FILE 








A couple of bullets in the right place at the right time 0| 
are going to do us more good right now than a ware No. E510 | 
house full of steel filing cabinets. We all agree on 
that! Nevertheless, this situation produces a difficult 
record storing problem because the various agencies 
of our government insist on records in greater numbers 
than ever before. 


PRONTO Economy Fibre Board Files solve the record 
storage problem. And many dealers, alive to the 
opportunity, are making hay while the sun shines. 
PRONTOS are a proven product, favorites of many 
governmental, industrial and business establishments 


$2.75 














= SANITARY BASES Carton 
for all size files Price 

When PRONTOS are used all records are always at $2.25 wa 
finger tips for drawers glide smoothly in and out of 
the case. Made of 275 lb. test corrugated board A Size for Every Record 
sturdily reinforced, PRONTOS will stand the abuse 
all storage files receive. PRONTOS can be inter FREIGHT BILLS SALES CHECKS CLAIMS 
locked into solid batteries as high and as wide as CHARGE SLIPS 5 x 8 CARDS RECEIPTS 
needed. Every drawer in the stack is easy to reach JOB TICKETS 4 x 6 CARDS METER STUBS 
and drawer contents instantly available. No shelving 
is needed. Manufactured under one or more of the following patents 2061485, 


a 2110556, 2139520, 2181918, 2225958, 2275322, 2277155 
Prices in Denver and West of the Rockies 20% Higher 


PRONTOS will save your customers much time and 


trouble. Take a tip from other dealers and concentrate PRONTO FILE CORPORATION 
some real sales effort on PRONTOS. Why not begin 
349 BROADWAY NEW YORK 


today ‘ 
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service range from barely three months to more than 
two years, the newest recruit being an aviation cadet 
now receiving pre-flight training. Three of the men 
who entered the service as privates now are second 
lieutenants. 


Pvt. F. M. Weller, formerly with Underwood Elliott 
Fisher at New Bedford, Mass., and now attached to 
the 77th Base Headquarters and Air Base Squadron, 
Shaw Field, Sumter, S. C., has plans for re-entering 
the office equipment business after the war. He writes, 
“T have missed my OFFICE APPLIANCES since enlisting 
and would like to have the current issue to catch 
up with the latest in the O. A. field.” 


Pvt. Ed Doyle, who was with the sales organization 
of the F. S. Webster Company, covering the Northern 
New Jersey territory, has completed his training in the 





PVT. ED DOYLE 
. . . Army Plutocrat 


United States and now is serving overseas. When the 
accompanying photo was taken, Ed was in the throes 
of spending his first Army pay. The picture won a 
prize in a photographic contest conducted by a New 
York newspaper. 


Milton Havlick and Ernie Knox of W. W. Welch 
Company, Cincinnati, are in service, Milt being with 
the radio section of the Air Corps, in training in St. 
Louis. Ernie also is with the Air Corps but specializing 


in meteorology. 


Ed Sharp, formerly associated with Moore Brothers, 
Pittsburg, Kans., has been graduated from an officers’ 
training school in the Dakotas, and assigned to a post 
in the South. 


rp 


There now are thirteen stars on the service flag of 
the Aldine Printing Company, 232 South Spring Street, 
Los Angeles, a comparatively small company. E. P. 
Hambly, manager, reports that Joseph Finkelstein and 
Milton Bernstein both have joined the Air Corps. 

JET 

EE FE 


In the March issue it was reported that W. Chris 
Kitchler, son of A. C. Kitchler of Abernethy-Kitchler, 
St. Augustine, Fla., was fortunate in being stationed 
at Miami Beach, close to home. We reckoned, however, 


RATIONING AND 
Oo FANDARDIZING 


—Two Big Wards 


in a War Economy 


Rationing to a housewife means the 
curtailment of food for her family— 
to a manufacturer, it means priority 
restrictions on the basic materials for 
his “family” of customers. 


Standardization shows its presence to 
the consumer in cuffless pants, vest- 
less suits and zipperless dresses. Our 
customers see it in desks with less 
metal and frills. 


QUALITY AND UTILITY RETAINED 


The “miracle” of American ingenuity 
is that with all this rationing and 
standardizing, real basic quality and 
utility have been retained to an ex- 
ceptional degree. 


The housewife still gets quality can 
goods, good coffee, good materials, 
even though she gets less. 


Our customers, too, get the same good 
quality, the same serviceable utility 
even though their orders can’t be 
filled as often and as speedily as for- 
merly. 


Surely, we Americans can say: “Hats 
off to American ingenuity.” 
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On a sunshiny day in April life is prev- 
alent about us. A blade of grass, a 
flower and the tree express nature's 
gift of life. 


We love life but we want the kind of 
life that is worth living. The American 
way of life—the kind of life that cannot 
be trampled under foot as the grass, 
plucked and thrown aside as the 
flower or hewn down as the tree. We 
want a life free from oppression—we 
want freedom, and we're fighting 
abroad and at home to maintain it. 


Steel-Age is contributing its part 
toward this battle for the American 
way of life, and is sure that all Steel- 
Age Dealers will wholeheartedly give 
their full support until the job is done. 
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without considering the speed with which the Army 
moves. Scarcely had the March number come off the 
press than we heard from Aviation Cadet Kitchler, not 
from Florida but from the A. A. F. College Training 
Detachment at James Milliken University, Decatur, Ill. 


A. W. Weems, branch manager for L. C. Smith & 
Corona Typewriters, Inc., in Birmingham, Ala., reports 
that Mrs. Francis McGinnis Schade of the company’s 
Baton Rouge, La., office has enlisted as a WAAC, re- 
porting for active duty at Fort Oglethorpe, Ga., 


March 8. 

Miss Eileen Anderson, formerly a secretary in the 
general offices of the Monroe Calculating Machine 
Company, Inc., at Orange, N. J., now is a WAAC, and 
is stationed at Daytona Beach, Fla. She is the first 





MISS EILEEN ANDERSON 


member of the Monroe organization to enter that 
branch of the service. Another “first” to Miss Ander- 
son’s credit is that she was one of the first Monroe 
employees to subscribe to the company’s 10 per cent 
war bond savings plan. 

W. H. Williams, foreman of the adding machine 
division of the Angelus Typewriter Company, Los 
Angeles, announces that his son, formerly a junior 
member of the sales staff, has joined the Air Force 
and now is stationed at Salt Lake City for training. 


—JET 
When Arthur O’Brien of the New York office of the 
F. S. Webster Company entered the service, he left 





ARTHUR O'BRIEN 


behind him an enviable sales record over a five year 
period. Now he is in training at a Southern Air Corps 


cantonment. 


The Southern California Stationers, Los Angeles, 
reports eight men now in the service. They are Luther 
Perea, Ernie Williams and William Hillis, in the Coast 
Guard; Monroe Baker, a lieutenant in the Army Air 
Corps; Dick Tufts, attending officers’ training school 
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A complete line of up-to-date forms, litho- 
graphed on White Bond paper of selected 






quality. Bound in black leather grain stiff 






covers, cloth back. 










Desk sizes with multiple forms to page 
and pocket sizes with single forms. 
Duplicate or with stubs. 





See Catalog No. 142 
Pages 453 to 467. 
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BUSINESS FORMS IN WIDE RANGE OF SIZES . . . Statements, Billheads, Remit- : 
tance Blanks, Purchase Orders, Package Receipts, Order and Correspondence Books. be 


See Catalog No. 142—Pages 450 to 452. 


rapes 





>>)» WILSON JONES Co. ¢««<« 


ELIZABETH CHICAGO NEW YORK 


ea 





























NUMBER OF DESIGNS 


REDUCED 
Simplification and Standardiza- 
tion was one of the War-time 


problems which was discussed by 
various WPB officials and the 
members of the Institute at the 
meeting which was held in Wash- 
ington early in March. An in- 
formal poll around the _ table 
showed that our members, since 
Pearl Harbor, have _ eliminated 
approximately 60% of their “pat- 
terns or designs.”” This voluntary 
curtailment of our lines is an en- 
viable record, and exceeds some of 
the Simplification and Standard- 
ization Orders which have been 
issued by WPB. This consolida- 
tion of our lines accounts for the 
splendid production records which 
the Industry has chalked up since 
the beginning of the War. This 
program has resulted in a max- 
imum of efficiency which has 
made possible the conservation of 
materials, manpower, and trans- 
portation, and has been one of the 
main factors in establishing such 
high production levels. 


We are indeed proud of this rec- 
ord, and our members are study- 
ing new ways to effect further 
curtailing of the number of de- 
signs and still supply the Armed 
Services and War Plants with the 
office furniture needed. 





LUMBER SHORTAGE 
INCREASES 


Another important subject which 
received considerable attention 
was the growing scarcity of lum- 
ber, veneers, and plywoods. The 
wood aircraft and glider pro- 
gram has gotten wide publicity, 
but it is only one of a great many 
where the Procurement 


cases 






Agencies have changed their spe- 
cifications from other materials 
to lumber, veneers, or plywood. 
The plywood shipping containers 
for shipment of supplies and mu- 
nitions to our combat forces 
abroad and to our Allies, require 





unbelievable quantities of ply- 
wood. 

In view of this critical lumber 
situation, substitutions, such as 


were necessary with the White 
Oak Veneer, are inevitable, but 
you can be assured that the Insti- 
tute’s members will do everything 
possible to continue giving you 
and your customers reliable prod- 
ucts, embodying the best materi- 
als and workmanship. 





NEW REGULATIONS 
ELIMINATE RATINGS 


There still seems to be a wide- 
spread belief that manufacturers 
are assigned blanket Priorities 
which include office furniture such 
as desks, tables, chairs, etc., un- 


der their Rating for “Mainte- 
nance, Repairs, and Operating 
Supplies.” This is a misunder- 


standing, for Priority Regulation 
No. 3 and No. 11 have never in- 
cluded office furniture or similar 
items under the heading of Main- 
tenance, Repair and Operating 
Supplies. CMP Regulation No. 5 
which governs these Supplies un- 
der the Controlled Materials 
Plan, specifically states that “Of- 
fice Machinery or Office Equip- 
ment” is not to be considered as 
Maintenance, Repair and Operat- 
ing Supplies. Priorities Regula- 
tions No. 3 and No. 11 have now 
been revised to conform with 
CMP 5 in this respect. 





IAA 
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Now that these Regulations have 
clarified this point, there should 
be no grounds for future misun- 
derstanding and you are relieved 
of your thankless fight for Prior- 
ity Ratings. 

We hope that WPB will soon 
work out some procedure for 
rating the purchases of office fur- 
niture, and this Association is 
encouraging and _ will support 
such a policy. If such a system 
is established, it will make certain 
that the most important orders 
are filled, in the proper sequence 
whereas, at present, many orders 
which are of vital importance to 
the War effort must be delayed 
because of the lack of rating. 








“END USE” INFORMATION 
URGENT 


We wish to remind you again of 
the importance of noting end use 
information on your orders. As 
we pointed out last month many 
of the raw materials used in fin- 
ishing materials are now so crit- 
ical that WPB will not make allo- 
cations without this information 
which you supply. Without suit- 
able finishing materials, our mem- 
bers cannot maintain production 
schedules and assure you of 
prompt delivery. 


He if ie (aon 
s 
y, Secretary 
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in the East; Robert Rogers and Alexander Allen, in | 
the Navy, and Ebenezer Wallace, Jr., son of the presi- | 
dent, with the Air Corps ferry command.—JET 


Harry J. Garrett, for eleven years with Miller- 
Bryant-Pierce, writes that he is leaving for the Offi- 
cers’ Candidate School at Miami. He has been a corp- 
oral attached to the 62nd Squadron, Fifth Ferry Flight 
Group, Love Field, Dallas, Tex. Corp. Garrett was 
manager for Miller-Bryant-Pierce in Atlanta, Mem- 
phis, Portland, Ore., Dallas and Kansas City. 


Formerly a portable typewriter field man in the 
Buffalo territory of the Royal Typewriter Company, 






4 
ZA | 
E. S. MORSE | 


E. S. Morse now is in training in the Air Corps, and | 


is a lieutenant. 

W. M. MeNevin of the Stationers’ Corporation, 525 
South Spring Street, Los Angeles, Calif., reports that 
fifty-seven men from the personnel of that company 
have gone into various branches of the armed services. 


—JET 

Gilbert Easley, for four years with the systems divi- 
sion of Remington Rand in Los Angeles, has entered 
the officers’ training school.—_JET 

Bill Funk, outside salesman for Elkins-Swyers Co., 
Springfield, Mo., for the past four years, has been 
called to active duty with the Armed Forces. He was 
a member of the Air Corps reserve. His place of as- 
signment has not yet been learned.—EVH. 

Leo W. Carroll, Jr., associated with his father in the 
Carroll Typewriter Company, 325 South Avenue, 
Springfield, Mo., now is enrolled in the service, a mem- 
ber of the Air Corps, stationed, at present, at San 
Antonio, Tex. Young Carroll was high man among 
Royal Typewriter salesmen in this district in Royal’s 
1941 sales contest and was awarded a trip to the fac- 


tory —EVH. 


Corp. Bob Finkbinder, for the past four or five years 
in the rubber stamp department of Elkins-Swyers 
Company, 308-310 Pershing Street, Springfield, Mo., is 
now in Uncle Sam’s army, stationed in Alaska.—EVH. 


Henry Huellhorst, outside salesman for the Spring- 
field Typewriter Exchange and Office Supply Company, 
323 East Walnut Street, Springfield, Mo., has been 
called for induction into the armed forces, his tempo- 





rary deferment expiring April 1. Two years ago, Huell- 
horst operated the Office Supply Co., 307 East Mc- 
Daniel. This business was purchased by J. P. O’Connor, 
operator of the Springfield Typewriter Exchange, 
which then became the Springfield Typewriter Ex- 
change & Office Supply Company.—EVH. 
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PERFORMANCE 
AS USUAL 










MODEL W 


‘Sve though we stripped all TRANSFILE FILES 
to save steel, they still give the same satis- 
factory ‘performance as usual." Sure, we had 
to use a little ingenuity in redesigning but today, 
just as always, you can depend on TRANSFILE FILES 
to give the same full measure of service which has 
made them the favorites of hundreds of business 
homes. 


Roller bearing drawer operation on a different 
principle and with substitute materials is still of- 
fered in the Model W. And would you believe 
that in our tests this roller bearing design proved 
to be the smoothest and easiest we have ever 
seen? That new Masonite drawer front is very 
attractive, too. 


Those famous TRANSFILE features are still main- 
tained in these war babies of ours. Now is the 
time to order them. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST., NEW YORK, N. Y. 


THE REGULAR 





TRANSFILE 


TRADEMARK 


FIBRE BOARD FILES 
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by 
hovernment 


Procurement Offices 


The outstanding qualities of the new and bet- 
ter CADO-FASTENER have been extensively 
tested in use and are confirmed by repeat 
orders. It is made from a fibre-material that 


can take excessive wear. 





6 different 
applications 


10 unique advantages. 





oe Contract Department, under arrangements 
with the manufacturers, is enabled to supply 
promptly and at most favorable prices, require- 
ments of all branches of :— 

The Federal Government, 

Railroads, 

Schools, 


State and Municipal Purchasing Officers. 
Write for prices and samples. Specify CADO 
Paper Fasteners designed to do the job." 


The Old Dominion Paper Co. 


Established 1884 





74 Commercial Place Norfolk, Va. 
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* GOLD STARS « 


in the Industry's Service Flag 
























Left to right: The late Ensign Bruce E. James; the late 
Lieut. J. T. Sparks, and the late Lieut. F. C. Bigley, Jr. 


In recent weeks, the first three gold stars have been 
added to the service flag of thee Monroe Calculating 
Machine Company, Inc., commemorating the deaths 
of three members of that concern’s sales organization 
in the service of their country. They are: 

LIEUT. JOHN T. SPARKS 

Lieut. Sparks, who was with the Monroe Washing- 
ton, D. C., branch for two years, was with the Army 
Air Force. He was wounded in a recent engagement 
over North Africa and died two days later. Joining 
the Air Force in June, 1941, he was attached to the 
93rd bomber group, 409th B squadron, was stationed 
in England for a considerable period, and participated 
in a number of raids over occupied Europe and 
North Africa. He would have been twenty-four years 
old a few days after his death. Surviving are his wife, 
Mrs. Annette Snyder Sparks, and his mother, Mrs. 
Helen Sparks. 

LIEUT. F. CHARLES BIGLEY, JR. 

Formerly a salesman in the Monroe Greenville, S. C., 
branch, Lieut. Bigley had completed his training in 
the Army Air Force which he joined a little over a 
year ago. He met his death in an air crash over Elling- 
ton Field, Tex., late in February, after just having 
passed his twenty-fifth birthday. His parents, who 
live in San Antonio, Tex., and two brothers also in 
the service, survive. 

ENSIGN BRUCE E. JAMES 

A flying instructor at the Naval Air Base in New 
Orleans, Ensign James likewise died in a plane acci- 
dent. Twenty-nine years old, he was a salesman at 
the Monroe branch at Dayton, O., from February, 
1940, until he went into active service in December, 
1941. He was a member of the National Aeronautical 
Association and of the original Wright Escadrille. He 
served on the aviation committee of the Dayton Junior 
Association of Commerce and was instrumental in 
arranging for the National Air Olympics sponsored by 
that association in 1941. He held a commercial pilot’s 
license, and was an officer in the Civil Air Patrol 
before entering the service. He leaves his wife, Mrs. 
Peyton James; a two and one-half-year-old daughter, 
his parents, Mr. and Mrs. Edward James, two sisters 
and one brother, all of Dayton. 
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SUTTON TO REPRESENT RELIANCE-TEMPLAR 

The Reliance Pencil Corporation, Mount Vernon, 
N. Y., has appointed Art F. Sutton as exclusive repre- 
sentative for Indiana, Llinois, Wisconsin, Minnesota, 
Iowa, and Missouri. The cities of Chicago, Kansas City 
and St. Louis are included. Having had widespread 
previous experience in the stationery trade, Mr. Sutton 
will be in a position to co-operate with all dealers in 
the territory in the selling and merchandising of 
Reliance-Templar products. He will carry with him 
complete window display and promotional material 
and suggestions to assist in selling Templar pencils. 
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White Water 


Through the glass bottom boats at Catalina Island 








the traveler can see beautiful fishes lazily swimming 
through the growth and formation at the bottom of 
the sea. Their placid existence creates a flabby body 
wholly unfit for food. 


Go to the mountain stream where water is swift 
and white. The fishes struggle with the current. They 
develop through that type of existence something 
that makes them firm, game and scrappy. They are 


admired by all sports lovers. 


Two years ago America was arming for ‘defense.’ 
Since then we scorned the complacency of quiet and 
have struck out for white water and foaming rapids 


where fighters are keyed for “offense. 


Like the fish in white water, this nation is neither 
idling nor drifting with the current. Its stepped up 
activity will make possible the greatest offensive ever 
staged and in turn enable the restoration of a more 
normal business economy. When that day comes we 
will have the pleasure of serving you with an improved 


line of “Andy units of steel." 
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Merchandising Memos 








POT radio brodcasts on leading radio stations, pre- 

pared by the Office of War Information, are urging 
all workers to take special care of their social security 
cards to relieve the government of the necessity of 
issuing duplicates. Already, the broadcast points out, 
the number of duplicates requested has run into the 
millions, involving a huge volume of clerical work 
sorely needed for the war program. 

These appeals offer stationers an excellent oppor- 
tunity to re-feature the various types of social security 
card holders on the market which give workers by far 
the best means of keeping their cards in good shape 
and preventing loss. 





Special events for merchandising displays include the 
late Easter Sunday, April 25, and Memorial Day, May 30. 
Mothers’ Day in May, and Fathers’ Day in June, also 
afford opportunities for special displays of gift items. 
For unique or unusual displays, stationers should note the 
birthday of Florence Nightingale, May 12. 
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Horder’s, Inc., operating nine stationery stores in down- 
town Chicago, get the utmost value from their local news- 
paper advertising by having reprints of the ads for use as 
inexpensive flyers and package inserts in the stores. The 
four ads above were prepared in one and two column sizes. 
Address of the individual store is shown on the reprints 
distributed from that store. 





G. J. Aigner Company has issued a well thought out 
folder which shows a few of the ways in which a sta- 
tioner or office supply dealer can help its customers 
in keeping wartime records and doing war work. For 
personnel departments, for example, the stationer has 
personnel records, indexing systems, employees’ pro- 
duction records, progress reports, fingerprint and 
photo files and equipment, and foremen’s training 
manuals. Similar suggestions are shown for engin- 
eering and production departments and for keeping 
priority and payroll records. Extension of certificates, 
proper filing methods for orders, tabulation charts for 
end use, PRP purchase controls and PRP inventory 
records are listed under priorities, and forms for 
social security deductions, voluntary war bond deduc- 
tions and payroll taxes are listed for payroll depart- 
ments. 

“Your stationer, as a business specialist, has the 
‘know how’ to set up a smooth working record system, 
or he can increase the efficiency of the one you have,” 
the folder points out. 
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WHOLESALE STATIONERS CONVENTION 
(Continued from page 39) 


equitable manner. Mr. Horder discussed the new In- 
ventory Limitation Order No. L219, and expressed the 
conviction that the best way to meet the problem was 
with larger stocks of a smaller number of fast selling 
lines. He suggested a simplification of lines for manu- 
facturers. Mr. Chandler, in pointing out that the 
wholesaler now was performing an invaluable service 
in having large stocks available in most key cities, 
advocated enlarged activities to include lines not pre- 
viously handled. Mr. Bainbridge voiced the fear that 
many lines which wholesalers have been handling 
will disappear altogether and recommended that group 
action be taken to bring the correct picture to the 
proper governmental authorities. Mr. Van Dorn intro- 
duced a reminder that any lead pencil which will write 
good solid black can be used for V-mail. 

After the discussion the Friday morning session con- 
tinued with talks by Dr. Donald R. Longman, chief of 
the distribution branch, service division, Office of 
Civilian Supply, and A. H. Fagan, Butler Brothers, 
Chicago. 

In introducing his subject, Dr. Longman pointed out 
that the Washington viewpoint is necessarily one of 
public welfare and not profit and loss. He traced the 
development of official Washington’s consideration of 
the major problems brought about by the war. The 
first concern, he said, was with materials vital to pro- 
duction of a fighting machine and not with distribu- 
tion because available inventories supplied a cushion 
for consumers’ needs. It was really only after the first 
year of the war, he declared, that the consumers goods 
situation became difficult. 

Dr. Longman said he believed that the wholesalers 
problems will increase in number and seriousness and 
many major adjustments will be necessary because of 
these three vital problems: 1. Manpower; 2. Problem 
of Operating Supplies; 3. Equitable Distribution of 
Merchandise. 


Importance of Wholesalers 


In his talk, Mr. Fagan emphasized the importance 
of wholesalers and independent retailers in the na- 
tion’s distribution system. 

“Our opportunities as wholesalers are unlimited,” 
he said. “If we are smart, aggressive and flexible in 
performing our functions as wholesalers, there is no 
reason why we cannot continue to dominate the field 
of distribution.” 

Speaking Friday afternoon were William Arnstein, 
regional CMP specialist of the War Production Board, 
who explained the controlled materials plan, and 
L. Clayton Hill, works manager of the Eagle Pencil 
Company, who discussed labor relations. Guest speak- 
er at the afternoon session was the Rev. Robert R. 
Hartley, pastor of the First Presbyterian Church, New 
Rochelle, N. Y. 

Following the report of the nominating committee 
and board of control, all officers and control board 
members were re-elected for the coming year. Officers 
and control board members are pictured in the group 
photograph at the start of this report, and are named 
in the accompanying caption. 

Five hundred people, including convention delegates 
and their friends and local representatives of manu- 
facturers attended the dinner Saturday, March 6 at 
the Biltmore. Toastmaster was M. A. Morrissey, presi- 
dent of the American News Company, and with him 
at the speakers’ table were Mrs. Morrissey, Mr. and 


Mrs. Goldstein, Mr. and Mrs. Fagan, Col. and Mrs. | 


Chipman; A. C. Berolzheimer, chairman of the dinner 
committee, and Mrs. Berolzheimer; Mr. and Mrs. 
Whittemore and Robert Bellaire, United Press cor- 
respondent, who was guest speaker of the evening, 
and gave his experiences as a prisoner in an intern- 
ment camp in Japan at the outbreak of the war. 
Several presentations featured the dinner. A testi- 


Their Job Has 
Been MAGNIFIED Too 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
industries. With current govern- 
ment restrictions reducing permitted 
consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 
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Through the glass bottom boats at Catalina Island 
the traveler can see beautiful fishes lazily swimming 
through the growth and formation at the bottom of 
the sea. Their placid existence creates a flabby body 
wholly unfit for food. 


Go to the mountain stream where water is swift 
and white. The fishes struggle with the current. They 
develop through that type of existence something 
that makes them firm, game and scrappy. They are 


admired by all sports lovers. 


Two years ago America was arming for ‘'defense.'' 
Since then we scorned the complacency of quiet and 
have struck out for white water and foaming rapids 


where fighters are keyed for "offense." 


Like the fish in white water, this nation is neither 
idling nor drifting with the current. Its stepped up 
activity will make possible the greatest offensive ever 
staged and in turn enable the restoration of a more 
normal business economy. When that day comes we 
will have the pleasure of serving you with an improved 


line of “Andy units of steel.” 
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Merchandising Memos 








POT radio brodcasts on leading radio stations, pre- 

pared by the Office of War Information, are urging 
all workers to take special care of their social security 
cards to relieve the government of the necessity of 
issuing duplicates. Already, the broadcast points out, 
the number of duplicates requested has run into the 
millions, involving a huge volume of clerical work 
sorely needed for the war program. 

These appeals offer stationers an excellent oppor- 
tunity to re-feature the various types of social security 
card holders on the market which give workers by far 
the best means of keeping their cards in good shape 
and preventing loss. 





Special events for merchandising displays include the 
late Easter Sunday, April 25, and Memorial Day, May 30. 
Mothers’ Day in May, and Fathers’ Day in June, also 
afford opportunities for special displays of gift items. 


| For unique or unusual displays, stationers should note the 


birthday of Florence Nightingale, May 12. 
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Horder's, Inc., operating nine stationery stores in down- 
town Chicago, get the utmost value from their local news- 
paper advertising by having reprints of the ads for use as 
inexpensive flyers and package inserts in the stores. The 
four ads above were prepared in one and two column sizes. 
Address of the individual store is shown on the reprints 
distributed from that store. 





G. J. Aigner Company has issued a well thought out 
folder which shows a few of the ways in which a sta- 
tioner or office supply dealer can help its customers 
in keeping wartime records and doing war work. For 
personnel departments, for example, the stationer has 
personnel records, indexing systems, employees’ pro- 
duction records, progress reports, fingerprint and 
photo files and equipment, and foremen’s training 
manuals. Similar suggestions are shown for engin- 
eering and production departments and for keeping 
priority and payroll records. Extension of certificates, 
proper filing methods for orders, tabulation charts for 
end use, PRP purchase controls and PRP inventory 
records are listed under priorities, and forms for 
social security deductions, voluntary war bond deduc- 
tions and payroll taxes are listed for payroll depart- 
ments. 

“Your stationer, as a business specialist, has the 
‘know how’ to set up a smooth working record system, 
or he can increase the efficiency of the one you have,” 
the folder points out. 
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WHOLESALE STATIONERS CONVENTION 
(Continued from page 39) 
equitable manner. Mr. Horder discussed the new In- 
ventory Limitation Order No. L219, and expressed the 
conviction that the best way to meet the problem was 
with larger stocks of a smaller number of fast selling 
lines. He suggested a simplification of lines for manu- 
facturers. Mr. Chandler, in pointing out that the 
wholesaler now was performing an invaluable service 
in having large stocks available in most key cities, 
advocated enlarged activities to include lines not pre- 
viously handled. Mr. Bainbridge voiced the fear that 
many lines which wholesalers have been handling 
will disappear altogether and recommended that group 
action be taken to bring the correct picture to the 
proper governmental authorities. Mr. Van Dorn intro- 


duced a reminder that any lead pencil which will write | 


good solid black can be used for V-mail. 

After the discussion the Friday morning session con- 
tinued with talks by Dr. Donald R. Longman, chief of 
the distribution branch, service division, Office of 
Civilian Supply, and A. H. Fagan, Butler Brothers, 
Chicago. 

In introducing his subject, Dr. Longman pointed out 
that the Washington viewpoint is necessarily one of 
public welfare and not profit and loss. He traced the 
development of official Washington’s consideration of 
the major problems brought about by the war. The 
first concern, he said, was with materials vital to pro- 
duction of a fighting machine and not with distribu- 
tion because available inventories supplied a cushion 
for consumers’ needs. It was really only after the first 
year of the war, he declared, that the consumers goods 
situation became difficult. 

Dr. Longman said he believed that the wholesalers 
problems will increase in number and seriousness and 
many major adjustments will be necessary because of 
these three vital problems: 1. Manpower; 2. Problem 


of Operating Supplies; 3. Equitable Distribution of | 


Merchandise. 
Importance of Wholesalers 


In his talk, Mr. Fagan emphasized the importance 
of wholesalers and independent retailers in the na- 
tion’s distribution system. 

“Our opportunities as wholesalers are unlimited,” 
he said. “If we are smart, aggressive and flexible in 
performing our functions as wholesalers, there is no 
reason why we cannot continue to dominate the field 
of distribution.” 

Speaking Friday afternoon were William Arnstein, 


regional CMP specialist of the War Production Board, | 


who explained the controlled materials plan, and 
L. Clayton Hill, works manager of the Eagle Pencil 
Company, who discussed labor relations. Guest speak- 
er at the afternoon session was the Rev. Robert R. 
Hartley, pastor of the First Presbyterian Church, New 
Rochelle, N. Y. 

Following the report of the nominating committee 
and board of control, all officers and control board 


members were re-elected for the coming year. Officers | 


and control board members are pictured in the group 
photograph at the start of this report, and are named 
in the accompanying caption. 

Five hundred people, including convention delegates 
and their friends and local representatives of manu- 
facturers attended the dinner Saturday, March 6 at 
the Biltmore. Toastmaster was M. A. Morrissey, presi- 
dent of the American News Company, and with him 
at the speakers’ table were Mrs. Morrissey, Mr. and 
Mrs. Goldstein, Mr. and Mrs. Fagan, Col. and Mrs. 
Chipman; A. C. Berolzheimer, chairman of the dinner 





committee, and Mrs. Berolzheimer; Mr. and Mrs. | 


Whittemore and Robert Bellaire, United Press cor- 
respondent, who was guest speaker of the evening, 
and gave his experiences as a prisoner in an intern- 
ment camp in Japan at the outbreak of the war. 
Several presentations featured the dinner. A testi- 


Their Job Has 
Been MAGNIFIED Too! 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
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consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 
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ELLINGSWORTH 


“FOUR STAR” 
LOOSE LEAF COVERS 


FEATURING... 


* Dus- Jang 


LOOSE LEAF COVERS 


Novel, time-saving, money-making. 
Come to you with built-in double 
tongue fasteners and reinforced metal 
binding eyelets, ready for pages to be 
inserted and quickly and easily fastened. 
No loose staples or brads. Of durable 
papes with embossed leather grain fin- 
ish in ten colors, for standard sheet 
size 11 x 81. Odd sizes and selected 
cover materials furnished to order. 
““Duo-Tang"’ Covers or Binding Gussets 
require a Priority Certification of A-1-J 
or better. 


YK Duo-Tang BINDING GUSSETS 


Printers and manufacturers of cata- 
logues, price books, pamphlets, proposal 
covers, etc. can take advantage of ‘‘Duo- 
Tang" features on their own covers by 
using these ‘‘Duo-Tang"' Binding Gussets. 


W eumeswonrn LOOSE LEAF COVERS 
USING PLASTIC SCREW POSTS, STRIPS 
OR TIES. 


In the absence of a Priority Certification 
plastic screw posts are furnished, in 
lengths from* one-quarter inch to one 
inch. Other non-priority fastenings are 
fibre strips and tie cords. 


WK empossine, PRINTING, DECORATING 
AND STAMPING 


Modern and complete facilities are avail- 
able to provide Loose Leaf covers with 
distinctive printing, embossing, decorat- 
ing or stamping. 


FREE SAMPLES that will sell mailed 


promptly. Prices and estimates, too. 


ELLINGSWORTH MFG. CO. 


richie lelthi Mite) i) Wot 1331 CHICAGO, ILLINOIS 
TELEPHONE © HAYMARKET 1722 
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monial scroll was given Harry Yager, Kahn, Inc., for 
exceptional services to the association. David Koeller, 
Jr., of Blackwell Wielandy was presented with a wrist 
watch as a token for his work during three terms as 
president. Mr. and Mrs. Whittemagre were given a 
handsome silver service set to commemorate twenty- 
five years of service of the former as secretary-man- 
ager of the organization and of the latter in assisting 
at twenty-five annual conventions. 

Mr. Whittemore had reported that the association 
now has the largest numerical membership in its his- 
tory and that during the last year, thirty-four new 
members had joined, comprising twenty-two manu- 


facturers and twelve wholesalers. 
Sk i ee 


ROYAL EMPLOYEES IN ARMED SERVICES NOW 
EXCEED 900; ALL ON HONOR ROLLS 

At the time the accompanying picture of one of the 

Honor Rolls of the Royal Typewriter Company was 

taken, the names of 826 employees were inscribed. 

Now, the number has passed the 900-mark, with 
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ONE OF TWO ROYAL HONOR ROLLS 


every name shown in accordance with company policy. 
Gold stars paying tribute to Royal employees who have 
died in the service of their country now number three. 

There are two Honor Rolls, one at the Royal factory 
and the other at the home office. Both are mounted 
on handsome gold plaques with gold eagles at the top, 
and each man’s name is inscribed on an individually 
affixed light wood-colored slip. A large American flag 
stands by the Honor Roll in the home office. 

—-e | 

LOSES $740 PAYROLL, BUT BACK IT COMES 

Ruth Alexander, bookkeeper for Eriksen’s, Inc., large 
Toledo, O., office equipment and supply firm, recently 


| lost a payroll package containing $740 while shopping 


on her way back from the bank. Her loss was printed 
next day in the Toledo Blade, and when Mrs. Harry 
Neilson, of that city, read about it, she murmured, 
“The poor girl. I hope somebody finds the money and 
returns it.” Mrs. Neilson had also been downtown the 
previous day, and had brought home several packages 


| which were still unwrapped. Some hours later she got 


around to opening them, and in a package which she 

thought contained medicine she found the $740 in 

currency and coins, which tumbled out. Hustling down 

to the Eriksen store, Mrs. Neilson turned the money 

in—thirty hours after its loss—and received a reward. 
-AK 
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COPYHOLDER 


Efficient ¢ Durable e Quiet 
Accurate e Reliable e Complete 


IES apm 


No critical materials used 








$35.00 ea. List Price. 


IMMEDIATE DELIVERY 
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WELLS COPYHOLDER Does the Job! 


e Constant eye-level reading 
e@ Single lever operation 
; e Fingertip control 
; e Variable elevation 
: e Instant removal 
{ Model 1215—15” width cap. 
| $24.00 ea. 
: List Price 
t Model 1218—18” width capacity, 
i $27.00 ea. List Price. 
: Model 1223—23” width capacity, 
t $30.00 ea. List Price. 
; Model 1228—28” width capacity, 
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Patented 


“CARBON GRIPPER” 
(a flexible backing sheet) 





THREE important features: 

1. Save wear on Old and New Platens. 

2. Produce sharper, cleaner copies. 

3. Accurate and quick insertion of forms in 
typewriter. 


Lo Te insure clean, strong copies. . . USE THIS s 
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Carbon Gripper 
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Purchase a box of our SUPER-TREATED 
carbon paper and be convinced. Send that 
order today. Samples of Carbon Grippers 
may be had on request. 


Cod»- QUALITY QUALIFIES 


There is also a Codo “Carbon-Gripper” backing sheet 
in each box of Super-Kote and Keen-Rite carbon 


paper. 
Additional Carbon Grippers may be bought 
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529 South Franklin St., 270 Lafayette St., 
Chicago New York 


Factory: Coraopolis, Pa. 
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LARGER WINDOW DISPLAYS PLAY BIG PART IN 
SALES INCREASE OF QUINK 

Effective window displays have played a prominent 

part in the sensational sales increase in Quink with 

Solv-x, it is reported by officials of the Parker Pen 

Company, Janesville, Wis. Mass type displays in both 

windows and stores are favored by the company since 





Parker Quink window displays of 

C. F. Decker, Inc., (top), and A. 

Pomerantz and Company, well-known 
Philadelphia, Pa., stationers. 


surveys have revealed that larger merchandising tie- 
ups bring faster and more consistent business. Two 
retail stationery stores in Philadelphia that have 
profited by displays of this type are C. F. Decker, Inc., 
and A. Pomerantz and Company, and the windows of 
both stores are shown in the accompanying photo- 
graphs to illustrate what Parker officials declare to be 
the most successful sales producers. 
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CANADIAN NEWS NOTES 





By S. J. Ludington 





Typewriter thefts are becoming much more common 
throughout Canada in recent months due, police offi- 
cials believe, to the operation of an extensive black 
market in typewriters. In Toronto, Montreal and 
Hamilton, firms selling and servicing typewriters have 
to be most vigilant in the purchase of machines as 
well as vigilant in seeing that their premises are given 
the utmost protection from thieves. Machine ribbons 
are even being included in the loot as well as valuable 
spare parts. 

* - ~ 

Two employees of the Canadian Office and School 
Furniture Company, Preston, Ont., Albert Smith and 
Joseph Kuntz, narrowly escaped death recently, when 
the freight elevator on which they were riding dropped 
four stories. The men were badly bruised and shocked, 
hospital care being necessary for two weeks. 


* * 7 


The monthly dinner meeting of the Hamilton Sta- 
tioners Association, held recently in Hamilton, Ont., 
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TYPEWRITER TABLE 


Strong e¢ Sturdy e Solid 

Will not buckle 

2 leg braces 

Metal corner braces 

Equipped with casters 

A “must” in every dealer’s stock 

SPECIFICATIONS 

Top 20” x 16”’—ti” thick; 2—8'%” 

leaves: 37” x 16” over all; 134” square 

legs; 214” apron: 2634” high over all. 

Oak, green, walnut, mahogany finish. 

—— KD—4 to carton—weight 130 
is. 


No. 3670—List Price 
$15.00 ea. 
IMMEDIATE DELIVERY 
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WELLS TYPEWRITER TABLE Does the Job! 
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Ask the first ines I-Noor pencil user you meet, 
and then ask ahundred more, and you will 
get the sameunfailing answer, “Kou-I-Noor 
can be relied upon io give you definite pro- 
tection frony all lead pe ncil troubles. 


Throughowt the fifty-odd years the 
Kou-I-Noor pencil has been on the market, 
we have, through. ¢onstanit tesearch, pains- 
taking effort and strict adher€nce to material 
specifications, supplied critical users with a 
drawing instrument of superlative quality. 
Rely upon Kon-I-Noonr. 

#1700 TECHNICRAYON PENCILS with small 
diameter lead, slightly soluble in water, are 
manufactured in 30 colors. 


SEND FOR FREE CATALOG NO. 18 


14) ee NTL) | 


PENCIL COMPANY INCe 


373 FOURTH AVENUE+>NEW YORK 
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was a most enjoyable affair, a big feature being a 
showing of the Howard Smith Company’s new techni- 
color sound film depicting various phases of pulp and 
paper making. Monty Wood of the Howard Smith 
mills was in charge of the show which was held in 
the main office of Buntin Gillies, Ltd. The Stationers’ 
Guild of Canada was invited by the branch to hold 
its annual meeting in Hamilton. 
_ ~ o 
F. S. Kaszas has been appointed new administrator 
of office supplies with office at 410 Victoria Boulevard, 
Ottawa, Ont. He will deal with office equipment, 
office machinery and office supplies including all the 
small items such as clips, staples, etc. 
* x 
The Junior Stationers’ Guild of Toronto, held its 
annual meeting recently, the feature of which was a 
very fine address by Miss Margaret Brown of Market- 
ing. Miss Jean Savage of Venus Pencil conducted the 
meeting. 
” . + 
The Willson Stationery Company, Ltd., Empire 
Block, Edmonton, Alberta, which was seriously dam- 
aged by fire on November 4, has been reopened after 
being extensively overhauled and renovated. The 
damaged stock was sold in a series of sales, and new 
stock, consisting of 10,000 different items of stationery, 
office equipment, books, and general supplies, has 
taken its place. The firm has four branches in Western 
Canada, at. Saskatoon, Winnipeg, Regina and Calgary. 


—SJL. 
HEADS CANADIAN LEAGUE OF NATIONS BODY 
Walter D. Jones, chairman of the board of Interna- 
tional Business Machines Company of Canada, is the 
new national president of the League of Nations 


, Society in Canada. He is a former Montrealer, now of 


Toronto.—RC 
= —__ 
LEADS WINNER IN CURLING BONSPIEL 

When members of the Mayflower Curling Club, Hali- 
fax, Nova Scotia, participated in a club bonspiel, the 
rink of which F. M. O’Neill, a veteran office appliance 
dealer was skip or leader, faced the rink headed by 
R. J. Flinn, the local district magistrate. Did Mr. 
O’Neill “curl-up” in fear of repercussions from His 
Honor? He did not. Mr. O’Neill continued his un- 
defeated string and brought the club bonspiel title to 
his group of four. The score was 4 to 2. The office 
equipment man has been one of the best curlers of 
Halifax for many years—WJM 

> 


AMERICAN PAD & PAPER MOVES N. Y. OFFICE 
H. S. Bradford, vice-president of the American Pad 


»&.Paper Company, has announced that the concern 


— 


has ;completed plans for moving to new and larger 


.quarters in the East River Savings Bank Building, 


m 190], 291 Broadway, New York City. The for- 


smér a address was 305 Broadway. The change was 


schéduled.to take place March 26. 
ta i 
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Joe Bishop, Angelus Typewriter Company, Los 
Angeles, is boasting about his newly-arrived daughter, 
Adrea, who was born February 19. The image of her 
father, he says.—JET 

Dan J. Hanson, Jr., who covers Western Pennsyl- 
vania for the Dictaphone Company, having head- 
quarters in Johnstown, became the proud father of an 
eight-pound, six-ounce boy February 17. The child has 
been named after his father, who was named after 
his father, who was named after his father. Is it 
Dan Hanson, IV? And if so, why isn’t the father 
Dan, III instead of Dan, Jr? Or could the boy be 
Dan, Jr. II? 











Master-Craft Corporation 


Division of Shaw-Walker oe Kalamazroe, Michigan 


[Exclusive Franchises Available in Certain Cities| 


Binders, Catalog 
Binders, Machine B’kp’g 
Binders, Post 

Binders, Public Record 
Binders, Ring 

Binders, Storage 
Binders, Thong 
Binders, Visible 

Figure Facts 

Forms, Columnar 
Forms, Commercial 
Forms, Ledger 

index Tabs 

Kopispot 

Social Security Systems 
Pay Roll Systems 
Victory Tax Systems 


Loose Leaf Specialties 
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OUR SHARE 
in the BUSTVASS of WAR! 











Jasper Cabinet Company contributes to the con- 
duct of the war by making a four drawer wood 
file of the suspension type. It is a product that 
is well built . . . we give it our name without 
hesitation. Those who know the Jasper Cabinet 
reputation in the field of home desks and secre- 
taries, will recognize that our endorsement of 


this wood file is not an idle one. 


Office outfitters who sell Government agencies or 
war industries—those dealers who are in a posi- 
tion to furnish high priority orders, are invited 
to investigate the intrinsic merits and profit pos- 
sibilities of Jasper Cabinet Company’s wood file. 


Complete details will be furnished on request. 


No. 1942 Letter Size 

No. 1943 Legal Size 
Top, drawer fronts and end panels made 
of plywood. Finish in olive green Ex- 
tension slides made of hardwood with 
small amount of metal for rollers for fasy 


operation. 


JASPER CABINET CU. 


JASPER - INDIANA 
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ROYAL ANNOUNCES PROMOTIONS OF MARTIN, 
MALLIET AND HART 
Three promotions in the factory organization have 
been made public by the Royal Typewriter Company. 
Frank Martin, who has been associated with Royal 
since 1916 when he joined the company as tool in- 
spector, has been made mechanical superintendent. 
In 1920, Mr. Martin became foreman of the tool and 





FRANK MARTIN WILLIAM M. MALLIET 





HENRY J. HART 


machine department, and in 1922 was again promoted 
to supervisor of tools and machines. 

To the position of assistant mechanical superin- 
tendent of the Royal plant at Hartford, Conn., goes 
William Malliet, who was associated with the com- 
pany from 1906 through 1915, and again beginning in 
1920 when he was assistant chief draftsman. 

Henry J. Hart has been promoted to the post of 
assistant superintendent in charge of engineering and 
quality inspection. He joined the firm in 1917 as a tool 
designer, became chief assembly inspector in 1924, and 
rose to supervisor of product engineering in 1929. 

>=? 
NEW ENGLAND TRAVELERS NOTES 

The resignation of James P. Davidson from the 
position of secretary-treasurer of the New England 
Travelers Club has been accepted with regret, and 
James R. Armington has been unanimously elected to 
the post for the remainder of 1943. 


* * * 





New members of the club include C. T. Bruen, 
American Pencil Company, and Kenneth Spencer, 
Minnesota Mining and Manufacturing Company. A 
new committee, composed of John B. Dwyer, president, 
Art Shearman and Osman Giddy, has been charged 
with the task of finding a place where the club can 
revive the Monday luncheons so popular in former 
years. 

* * * 

Although the idea of a golf tournament for 1943 has 
been held somewhat in abeyance because of travel 
conditions, with some members favoring a substitu- 
tion of some other type of social event, the golf com- 





EMRE 


Seta ere 











F| 








Save Rubber |; 


by protecting your rollers with 


KLEAN-WRITE 


q 















Crystal 





(cellulose or non-cellulose) 





Can never injure feed rollers or platens of 
typewriter, because the Top Crystal Sheet 
prevents the stencil from even touching 
same. 


Can never fill the type, because the type 
does not contact the stencil itself. 


Can never chop out, because the Top 
Crystal Sheet protects the stencil. 











KLEAN-WRITE RIBBONS AND CARBONS 





KLEAN-WRITE AND SUPREME STENCILS 


FRANKEL CARBON & RIBBON CO. 


DENVER, COLORADO 








108 OFFICE APPLIANCES 











| ALL-WOOD. 
: oem PEDESTAL 

TYPEWRITER 
FIXTURE 


@ Jasper Office Furniture Co. takes pride in 











announcing a new, all-wood pedestal typewriter 
fixture which is now standard equipment in all 
Jackson pedestal typewriter desks. After thorough 
and exacting tests, we believe that our typewriter 
mechanism offers outstanding sales advantages. 


e The typewriter can be accommodated without bolting 
it to platform. This means that the machine can be 


quickly moved from one desk to another, 





e The fixture will accommodate typewriter with 14” 
carriage without necessity of shifting machine on 


platform. 








e Mechanism is rigid in operation and free from all 
vibration. 
e Platform move- smoothly in and out of pedestal. 


e Mechanism is positive in operation. 


Dealer inquiries are invited. 











Jasper Office Furniture Co. 
JASPER, INDIANA 





REPRESENTATIVES 


Hace ype 


James H. Davison, Hote! Figueroa, Los Angeles, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, tli. 
George 8. Wray, 130 W. 42nd St., Room 819. Mew York 
S. R. Evans, 421 Hampton Court, Athens, Ga 

Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. HM. McDaniel, 2718 Cockrel! Ave., Ft. Worth, Tex 
Charlies L. Pettibone, Bedford, Ohio 
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mittee of the club continues to function and is in- 
vestigating golf clubs near trolley and bus lines. Mem- 
bers were heartened when one club reported it was 
equipped with a nineteen-passenger mule-drawn 
wagon to meet members at the trolley line a mile 
away on week ends only. Apparently the mules oper- 
ate on a two-day week. 

Wilfred Waterhouse, well-known to club members 
when he was on the sales force of the Conklin Office 
Supply Company, Springfield, Mass., will be graduated 
in June from the Alexandria Theological Seminary in 
Virginia. 

Rhys Llewellyn of the R. H. Llewellyn Company, 
Manchester, N. H., is enjoying a Florida vacation. Mr. 


and Mrs. Bob Saltmarsh of Fall River, Mass., are 
planning a holiday in Mexico. A returned Florida 
vacationer is Louis Narcus, Narcus Brothers, Inc., 


Worcester, Mass. 
* * * 

Stationers in New Haven, Conn., are closing all day 
on Mondays and stores in Hartford, Conn., are closing 
part of the time on Saturdays. 

(The above news items are from the New England 
Travelers Club News for March.) 

2 
NEW ORLEANS FIRE DAMAGES RESERVE STOCK 
OF HANSON-FLOTTE COMPANY 

Fire which started in the attic of the Citizen’s Bank 
Building, New Orleans, La., resulted in considerable 
damage early in February to the reserve stock of the 
Hanson-Flotte Company, 626 Gravier Street, that city, 
which was stored on the first floor of the bank struc- 
ture. Most of the loss was caused by water, according 
to John D. Hanson, president, and the entire damage 
was covered by insurance. 

Merchandise in storage which was not damaged by 
fire or water was moved to a new and permanent 
three-story warehouse at 310 Picayune Place, New 
Orleans, which affords additional storage space and 
which will be fully stocked with new merchandise as 
it can be obtained, Mr. Hanson said. The main Hanson- 
Flotte store received no damage in any way. 


lial 
L. J. SEARS NEW MERCHANTS OFFICIAL 
L. J. Sears, of the Franklin Printing and Engraving 
Company, Toledo, O., office equipment and stationery 
firm, has been elected vice-president of the Toledo 
Retail Merchants Board.—AK 
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NEW ROYTYPE DISPLAY.—Ten-piece unit featuring Roytype 
carbon paper and ribbons is being distributed by Royal 
Typewriter Company to its dealers. Display is adaptable to 


both counter and window use. It is unusually colorful. 


ALL-WOOD BUSINESS CHAIRS 
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Smooth Action 
DOUBLY Assured 


Plastic top 


ye a bearing 





Plastic bottom 
pivot bearing 


TWO Plastic Bearings... 


Side Thrust Bearing and Pivot Bearing... 
Feature Exclusive SIKES Swivel Construction 
(Patent Applied For) 


An important reason for the unceasing demand for SIKES 
Velveturn All-Wood Chairs is the exceptionally smooth 
swivel action assured under all conditions of use .. . due 
to the use of TWO specially impregnated plastic bearings. 
This superior construction is in line with Sikes’ 75 year 
reputation for EXCELLENCE OF PRODUCT. 


What About 
SHIPMENTS? 


Due to the continual influx 
of orders .... taxing the ca- 
pacity of our increased pro- 
duction facilities .... prefer- 
ence in deliveries is being 
given those dealers who can 
extend high priority ratings. 
In justice to our war contract 
commitments, this is the only 
equitable position we can take. 





And .... today as always 
.... & Sikes DEALERSHIP 
means LEADERSHIP! w 1231 
THE SIKES COMPANY, INC., Buffalo, N. Y. 





VELVETURN 
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FOR \ PRODUCTION 
AND \REPRODUCTION 





PRECISION is the drawing pencil you need 
for all-purpose selling. It is made superla- 
tively—but priced competitively! We be- 
lieve it to be the best 10c drawing pencil 
on the market today. 


Finely ground, smooth, gritless lead, with all 
the opacity so necessary for holding lines in 
reproducing direct from the drawing. Ab- 
solutely uniform in each of its 17 degrees. 
Beautifully finished and packaged. Geared 
to the times to help you get more business 
from war-busy artists, architects, draftsmen, 
engineers. Write us now! 


J-S.STAEOTLER,INC. 


53-SS WORTH STREET 


NEW YORK,N.Y. 
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OLD TOWN RIBBON AND CARBON APPOINTS 
S. R. FREED CHICAGO MANAGER 


Having a wide background in sales, sales promotion, 
purchasing and executive activities, S. R. Freed has 
been named manager of the Chicago office of the 
Old Town Ribbon and Carbon Company, Inc., and in 
that capacity will have full charge of the distribution 
of Old Town products in the greater Chicago area. 

Because of rapid progress made by the company 
throughout the Midwest, an enlarged sales program 
has been inaugurated, and sales officials believe that 
Mr. Freed will make an important contribution to this 
activity. He is a graduate of the University of Ken- 
tucky and also attended Northwestern University and 
the University of Cincinnati. At the last named insti- 
tution he engaged in post graduate work in business 





S. R. FREED 


administration, economics, sales and advertising. Upon 
the completion of these studies he held positions as 
purchasing agent, sales promotion manager and vice- 
president in charge of sales for several major manu- 
facturers and distributors. 

As a result of a survey showing greatly increased 
demands for its products in the war program, the Old 
Town company is in the process of expanding its dis- 
tribution system and establishing the equivalent of 
factory branch facilities in such important markets as 
Los Angeles, Seattle, Chicago, St. Louis, Minneapolis, 
St. Paul and New Orleans. Company officials report 
that ribbon and carbon products are regarded as 
highly essential in the war activities of the armed 
forces, industrial concerns, transportation companies 
and other governmental and private war activities, 
and the enlargement of Old Town sales and service 
facilities will make possible more efficient co-operation 


in meeting requirements. 
>? 


NORTHWEST TRAVELERS NOTES 


By H. J. Stephens, Correspondent 

Monday, April 26, is the day set for the annual 
regional meeting of the Seventh District, N.S.A., which 
will be held at the Hotel Nicollet, Minneapolis. Gov- 
ernor Charles Regan and his aides are completing 
arrangements, notices are being sent out, and it is 
hoped that all travelers and dealers who possibly can 
will arrange to attend this important wartime get- 
together. . . . Lt. John W. Cole, former Carter Ink 
Company representative in this territory, had an ap- 
pendix operation last month on the West Coast, and 
is now reported fully recovered... . And Jack Gunt- 
rum, who took over when John Cole left, has had 
notice from his induction board to report for a physi- 
cal examination. . Fred C. Schaefer announces 
that Maurice F. Mann, who formerly was with Auto- 
matic Pencil Sharpener Company, now is with the 
Sanford Ink Company... . Lt. and Mrs. Robert S. Jerue 
became the parents of a fine eight-pound son on Sat- 
urday, March 13. Lt. Jerue was with McClain and 
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HEPHERD (HAIR YOMPANY i scceiteticinos 
-*+ /“Comfortaire” \ Posture\Chair seems tne 
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EXECUTIVE AND SALES OFFICE 209 UNION TRUST BLOG. 
33 EAST FIRST SOUTH STREET SALT LAKE CITY. UTAH WASHINGTON, D.C. 


A POSTURE CHAIR OF PROVEN MERIT 


The Shepherd V-45 Victory Chair is built for maximum efficiency 
and maximum comfort under pressure. The following is an exam- 
ple of the many complimentary expressions we have received: 


"The writer has investigated the chair market and we 
believe it is the best chair available for the money. 
In fact we have more on order at this time, and we 
will probably buy many more as time goes along." 


Ample Stock On Hand 


Our V-45, available for immediate 
delivery, has all posture chair adjust- 


ments and maximum comfort. 


Thousands of these chairs are in use 


and giving complete satisfaction. 


Height adjustment of back—height 
and depth adjustment of seat—with- 





out any tools—no gadgets to get v 
out of order. V-45—Patents 
applied for 


N. T. SHEPHERD CHAIR COMPANY 


33 East First South Street, Salt Lake City, Utah 
209 Union Trust Bldg., Washington, D. C. 
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CARDINEER 
ROTARY FILE_ 


6000 records insta athand 
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One of the many reasons why Cardineer produces 


profitable business for enterprising dealers 


@ More and more business firms—every day—are 
turning to Cardineer. Here’s your opportunity for 
profitable business. 

Consider Cardineer’s many exclusive features and 
you'll quickly realize why it pays to sell this effi- 
cient record keeping equipment. Cardineer speeds 
finding and posting at least 40% to 60%. A turn 
of the wheel parades 6000 records before the opera- 
tor’s eyes. Several units can be arranged within 
easy reach of one person. It is portable—saves 


saves time—cuts costs. 





space 
Some territories still available for the right dealers. 


DIEBOLD SAFE & LOCK COMPANY 
CANTON, OHIO 


DIEBOLD 








ies 


goa ADVERTISED 


More than 20 leading national and trade 
magazines are carrying Cardineer advertis- 
ing to millions of interested business men. 


Here is a nation-wide market already culti- 
vated for you. 


The news presented in these publications 
about Cardineer is interesting and convinc- 
ing because the facts offered have been 
proved in hundreds of American concerns. 


Get your share of profitable Cardineer 
business, and at the same time, help 
American business speed up war production. 





ROTARY FILE 
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Hedman Company, St. Paul, before entering the serv- 
ice, and is at present stationed in England... . John 
Boehmer, of Henry E. Wedelstaedt Company, St. Paul, 
has three sons in the service. His oldest son is in the The Older Your Typewriters 


Navy, stationed on the East Coast; his second son is 


in the infantry, stationed in Georgia, and his young- 
est son is with an antiaircraft unit, stationed on the Grow, The More You Need 
West Coast. ... Forrest Luff, for many years with the 


Burgher-Williams Company, Virginia, Minn., has re- 


signed his position with that firm in anticipation of 
his early call into the Volunteer Officers Corps... . 66 
George B. Hatton of Hall Brothers, has also resigned 
his position anticipating his earily call to the V.O.C. 
... Arnold E. Berglund of the Joseph Dixon Crucible 


Company, has just completed a regular swing through 
the Dakotas calling on his trade. ... Herb S. Morgan 


of Associated Stationers Supply Company is complet- y y | 
ing an extensive trip through the Dakotas, Wyoming 
and Montana to see the trade, and Ray L. Hammond 
of the National Blank Book Company, is also making 
quite a trip through these four states and Nebraska. 


-_— eo 
HIGGINS INK RELEASES NEW DISPLAY 
A new window and counter card display which 


stresses five popular uses of Higgins American Draw- TYPEWRITER RIBBONS and 
ing inks has been made available for all its dealers 
by the Higgins Ink Company, Inc., 271 Ninth Street, 


Bt CARBON PAPER 
This display is lithographed in three colors and 


black and bears illustrations made with Higgins Amer- 
ican India ink. The size of the display (14 x 22 inches) 


Teas 





“Grand Prize” quality counts even more 
than ever Today. The many advance- 
ments incorporated in "Grand Prize” Rib- 
bons and Carbon Paper help you im- 
measurably in getting the best work from 


THE PRECISION DRAWING 


your present equipment! 


TYPEWRITER RIBBONS AND 
CARBON PAPER ARE ESSENTIAL 
TOOLS FOR VICTORY! 


Over 50% of ‘Grand Prize” production 
helps to speed the work of the govern- 
ment, armed forces, and war industries. 














NEW HIGGINS DISPLAY «i 
is small enough to permit it to be used on a counter 
or on the top of shelving. It is not too large, however, 
for even a small window, even though many items are 
to be displayed. 

Only the India ink is advertised on the new card, AT LEAST 10% EVERY 
thus making it suitable for all dealers, including those ' 
selling exclusively to engineering schools and carrying PAY DAY IN WAR BONDS! 
Waterproof black only or black and two or three colors. 


hiemeeniiiilltdaibangines 
NORTHWEST TRAVELERS CLUB ISSUES NEW 
ROSTER OF MEMBERS 


The new roster of the Northwest Travelers Club, PA Cl fF ic C A R BO Ni d 
listing all paid-up members for 1942, has just been an 
distributed by R. C. Clarke, club secretary-treasurer, 

Minneapolis. It is an attractively prepared and printed 4 i Rg b bs A F G C 
' booklet and shows complete names and business affil- * ompany 


iations of ninety-six regular members and one active 

















PESOS ADORE IIE 


life member, William E. Smith, Ace Fastener Corpora- J. FRANCIS O'CONNOR, Pres. 
tion. The roster is sent by the club to all stationers 
and office equipment concerns in the NSA Seventh Head Office and Factory: 


District. A copy of the revised by-laws of the organ- : ° 
ization was included in the mailing. 1451 Harrison Street, San Francisco 
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FOR MODERN, FRONT-VISION 
Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 


SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 


ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes, 
Backache, Time 








Again we say: 
“Light is essential—vital to war 
industry.” 


individual fluorescent 
light furnished by VAN DYKE 
increases the efficiency of every 


All orders placed for VAN DYKE 
Fluorescent regardless of style 
must carry priority ratings. 


America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. 


Chicago, Illinois 


Copy RIGH T CopyvwoLper 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 


WAR-TIME 
MODEL! 


Advancing year by year, the 1943 
CopyRIGHT is outstanding in 
rugged simplicity and time-saving 
convenience. With it, she'll do 
better work . . . faster ! 

Dealers can provide war-work 
customers with the means to save 
time in typing, so as to get the 
most out of existing ‘'scarce'’ type- 
writers .. . thus accomplishing the 
two-fold purpose of war-time help- 
fulness and PROFIT. Write for ‘43 
price sheet if you don't have it 


COPY RIGHT MFG. CORPORATION 


& JEW RK 
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WILLIAM W. COOK 
William W. Cook, seventy-nine, president of the 
Educational Supply Company, Painesville, O., died 
March 1 in his winter home at Lake Worth, Fla., 
where services were held. He was a member of the 
Perry, O., Board of Education, was a former Perry 
Township trustee, and also for many years was a 
trustee of the Lake County Memorial Hospital. His 

wife and two daughters survive-—AK 

tr i + 

FRANK W. MORHARDT 
Frank W. Morhardt, mechanical superintendent at 
the plant of the Royal Typewriter Company, Hartford, 
Conn., died recently following a critical operation. 
Famous throughout New England for his mechanical 








THE LATE FRANK W. MORHARDT 


skill, he had been with Royal for thirty-five years. 
Paying tribute to his ability, the Royal Company said: 
“Mr. Morhardt’s optimistic nature and ability to put 
quality into everything he did won the respect and 
affection of all who knew him.” 
~ + 
MORRIS M. ROTHSCHILD 

Funeral services for Morris M. Rothschild, sixty- 
nine, founder and president of the Greenwood Com- 
pany, Chicago, who died at his home February 28, 
were held in Chicago March 2 and burial was in Rose 
Hill cemetery. 

Mr. Rothschild formed the Greenwood organization 
in 1916 in the printing and publishing field, and one 
of its best known products is an income tax record for 
small merchants. W. George Ware, general manager, 
who has been associated with Mr. Rothschild since 
1916, is continuing in that capacity pending a re- 
organization and election of new officers. 

Surviving Mr. Rothschild, who also was secretary- 
treasurer of the Midwest Paper Company, Chicago, are 
the widow, two daughters, two sisters and four grand- 


children. 
+ - + 


EDGAR CAMPBELL BUDGE 

Edgar Campbell Budge, sixty, president of the Budge 
Carbon Paper Manufacturing Company, and well 
known Quebec agriculturist, died March 3 at the Ross 
Memorial Pavilion of the Royal Victoria Hospital, 
Montreal. Mr. Budge was chairman of the Carbon 
Paper and Typewriter Ribbon Industry Advisory Com- 
mittee of the Canadian Wartime Prices and Trade 
Board. He was a life governor of the Montreal Gen- 
eral Hospital, a member of the Engineer’s Club, Club 
Premices, Quebec, the Montreal Board of Trade and 
the Canadian Manufacturers Association. 

Interested in farming and agricultural improve- 
ment, Mr. Budge conducted for more than twenty-five 
years what is considered one of the model farms of 
the province of Quebec. His first business association 
was with the Sherwin Williams Company, where he 
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WIRELESS 
EASEL 


STENOGRAPHIC 
NOTEBOOKS 


Fully Meet Wartime 
Requirements 











ADVANTAGES 


1. No wire or other critical materials 
used. 


2. Non-Skid edge on each cover. Wire- 
less stands on its own feet. No slid- 
ing. Provides perfect eye-height vis- 
ibility. 

3. Rock-Weld binding. 


4. Non-glare, smooth-surfaced, easy 
writing sheets. 


5. All standard sizes and rulings avail- 
able. 
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@ The Rockwell-Barnes WIRELESS Easel Notebook 
is vitally important to every stationer in the United 
States. It means the uninterrupted sale of steno- 
graphic notebooks—notebooks with all the features 
that make satisfied users. It means “no bottlenecks” 
in war correspondence at a time when communica- 
tions are an integral part of the war effort. Yes—it 
should be GOOD NEWS to the trade that Wireless 
Non-Skid Notebooks are available. Wireless is the 
perfect alternate for wirebound notebooks. Put them 
in stock at once. All standard sizes and rulings 
available. 





1511 WEST 38TH STREET ° CHICAGO 
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THE SHAW-WALKER 


WAR FILE 


Made of Plastic and Wood 








Matches Shaw-Walker Steel Files | 
Made in Letter and Legal Sizes | 


Drawers Operate on Slides 





Has Drawer Device that Speeds 
Filing and Reference | 


& Document Drawers and Remov- 
able Card Trays Optional 


Made by Shaw-Walker in Our 
Own Muskegon Factories 


And there are 6,000 other items in | 
the enormous Shaw-Walker franchise 


» “Built Like a 
kyscraper™ 








SHAWWALKER 


MUSKEGON, MICHIGAN 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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rose to become head of the sales department before 
leaving for the Alaska Feather and Down Company 
as sales manager. In 1913 he purchased a small carbon 
paper and typewriter ribbon manufacturing business 
which he gave his name and built into one of the 
largest concerns of its kind in Canada. Survivors in- 
clude his widow and a son and two grandsons.—RC 


+ i | 
MRS. HARRY T. WILLIAMS 

Friends of Mrs. Harry T. Williams, wife of the New 
York manufacturers’ representative, continue to mourn 
her sudden death earlier in the year. She was forty- 
four years old and leaves two young daughters. Mrs. 
Williams was a member of the cast of the Ziegfeld 
Follies before her marriage. 


+:  & 
EDGAR A. BRADLEY 

Edgar A. Bradley, thirty-two, manager of the Under- 
wood Elliott Fisher Company branch in Schenectady, 
N. Y., died in mid-February. Funeral services were 
held February 20 at St. John the Evangelist Church in 
Schenectady with a high mass of requium. Burial was 
in the Most Holy Redeemer Cemetery in that city. 

Mr. Bradley, who was a member of the Knights of 
Columbus, is survived by his widow, Mrs. Julia Bradley; 
his mother, Mrs. Arthur A. Bradley; two sons, Thomas 
G. and Edward J. Bradley; a brother, Arthur Bradley 
of New York, and three sisters, Mrs. Arthur Bourgault 
of Pittsfield, Mass., and the Misses Margaret and Alice 
Bradley of Schenectady. 

tok + 
JAMES WILLIAMSON 

James Williamson, sixty-two, for the past fifteen 
years purchasing agent of Business Systems Ltd., To- 
ronto, Ont., died recently. He had been an employee 
of the firm for thirty-one years. Mr. Williamson was 
born in Lanarkshire, Scotland, and came to Toronto 
when a young man. He was a Mason, an enthusiastic 
lawn bowler and a member of St. David’s United 
church. Surviving besides his wife, Jean Stewart 
Williamson, are two daughters, Mrs. Bertram Hanna 
and Mrs. George Dougals, and one brother, John, all 
of Toronto.—SJL. 


+ i & 
JAMES CAMPBELL LINTON 

James Campbell Linton, eighty-four, operator of 
stationery stores in Rat Portage and Kenora before 
opening a similar business in Lethbridge, Alberta, died 
recently in the last named city. He was born in Chat- 
ham, Ont., coming west when a young man to open 
the first stationery in Rat Portage in 1882—S.J.L. 

bok - 
CECIL PREST 

Cecil Prest, for over two years on the sales staff of 
the Burroughs Adding Machine Company’s branch at 
Halifax, N. S., died recently while on his way to as- 
sume a position on the staff of the firm’s branch in 
Winnipeg, Man. He stopped over to visit his daughter, 
Mrs. R. Hopkins of Toronto. Soon after reaching her 
home, he became suddenly ill and was rushed to a 
hospital where he passed away in a few hours. He 
was sixty-four years old, and was widely Known in 
the office appliance field.—SJL. 

bok - 
CHARLES M. CALDWELL 

Son of the late Winford N. Caldwell, for several years 
president of the American Writing Paper Corporation, 
Charles M. Caldwell, forty-two, died suddenly Febru- 
ary 17 at his home in Brookline, Mass. He was regional 
construction director of the War Production Board and 
had offices in Boston. 

Educated in the Springfield, Mass., public schools, 
Mr. Caldwell prepared for Yale at Andover, and in 
1914 received his degree from the Sheffield Scientific 
School of Yale University. During the last war he 
served overseas, first as an ambulance driver, and then 
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Seating 
America’s 
office workers 


CORRECTLY 


is a responsibility that 
JASPER SEATING CO. 


knows how to accept. 





No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 

















Uncle Sam is our biggest customer. 


He demands conventional type service desks. 


We are bending every effort to supply his 
needs. 

After the war, executive desks will be made 
with the same painstaking care that has dis- 
tinguished OLSEN quality and craftsmanship 
throughout the years. 


Priorities are essential on 





orders today. 


O. C. S. OLSEN COMPANY 


2527 W. MOFFAT STREET e@ CHICAGO, ILLINOIS 























CARD INDEX CABINETS 
1 & 2 Drawer—3 x 5—4 x 6—5 x 8—Green 














These modern, loose- 
leaf covers have 


scores of uses—for 





presentations, special 





reports, etc. Leather- 
ette finish — strong, 
flexible stock to 
withstand constant 
handling, several 


styles of fasteners. 


Standard 81/2 x 11” 
size. 


CHOICE of 6 col- 
blue, 


brown, gray, orange, 


ors; black, 


green. 











REE—Clip this 
F ad to your let- 

terhead. We'll 
send samples for 
your inspection. 


IMMEDIATE DELIVERY 


100 for $5 ist) 


with fasteners 





1608 DUANE BLVD., KANKAKEE, ILL. 
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with the 104th Engineers of the Yankee Division with 
which he was commissioned a first lieutenant. 

Surviving are his wife, his mother, and one sister. 
Funeral services were held in Springfield and burial 
was in the same city. 

+; + - 
BRUCE W. HOUSEL 

Bruce W. Housel, manager of the Scranton, Pa., 
branch of L. C. Smith and Corona for thirteen years, 
died March 11 at the Hahnemann Hospital in Scran- 
ton. He had been with the company for a total of 
thirty-five years. 

Funeral services were held at the family home with 
the Rev. William Golightly officiating and burial was 
at the New Rosemont Cemetery, Bloomsburg, Pa. Sur- 
viving are his wife, three daughters, three sons, one 
brother, one stepson and seven grandchildren. 

+ + 
BENJAMIN PEARCE 

Senior partner of the firm of B. Pearce & Son, 
envelope manufacturers, Benjamin Pearce, seventy- 
three, died suddenly at his home in Toronto, Ont., 
recently. He had been ill two weeks. Born in Toronto, 
he entered the firm of Barber-Ellis of Canada, Ltd., 
where he learned the stationery manufacturing busi- 
ness. He resigned his position there and established 
the firm that bears his name in 1906. Mr. Pearce was 
a valued member of Walmer Road Baptist Church. 

Surviving are his wife, a son, Clarence; a daughter, 
Gertrude; a grandson, Robert; and two sisters, Mrs. 
Jennie Lymn and Mrs. Annie Williams, all of Toronto. 


—SJL. 
+ + + 
LOUIS PULVERMACHER 

Widely known in the wholesale stationery business 
and school supply trade since 1906, Louis Pulver- 
macher, seventy, head of the company bearing his 
name in New York City, died earlier in the year. Sur- 
viving are a sister and two brothers who will carry 
on the business. Mr. Pulvermacher was a bachelor. 
Last May his mother died at the age of 100. 


*—-> — 
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A NEWLY DESIGNED SALES TAG now is being attached 
to all products of the Sheboygan Chair Company, Sheboy- 
gan, Wis. It emphasizes the importance of the concern’s 
diamond trade mark, and puts some of the main selling 
points in a place of ready reference for salesman or cus- 
tomer. The tag features the fact that this year is the concern’s 
Seventy-Fifth Anniversary. 
—_>- —— 


B. B. CHADWICK ELECTED PRESIDENT 


B. B. Chadwick is president of the newly organized 
National Office Management Association at Youngs- 
town, O. He is manager of the Dictaphone Corpora- 
tion in that city. Other officers are: C. Q. Bradley, 
vice-president; E. T. Sonne, treasurer and secretary, 
and E. M. Ikirt, O. J. Kersten and F. McKee, directors. 


—AK 
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GIGANTIC NATIONWIDE 
CAMPAIGN SELLS 


V- MAIL 
TO AMERICA! 


Powerful Dixon Pencil Tie-Up 
Sells Millions 

On Ticonderoga-Written 

V- Mail 
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Of course, You: Can 
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Ticonderoqas aré ust 
as Fast convenient and 
dependable as V-lMNail 
bselF, Just as Uncle 
Sam exs owr \-ai 
there | halt ane Time a 
Ticonderogo PENA 
enables you to write it 
with half as much 
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‘Tieonderogas Ore 
always ready bo write 
under Ever condition. 
Tes Americas universal 
writi +oo\. W ride 
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A fine American Pencil 


with a fine American name 


TICONDER 


Joseph Dixon Crucible Co., Dept, 6-J4, Jersey City, 


N. J 


V-Mail ad 
which will 
break In Time, 
April Sth 
issue! 





GA 


Inside of two weeks, 27,300 radio an- 
nouncements sold V-Mail to America! 


900 local stations broadcast a V-Mail 


message 3 times a day. By now, 15 million V-Mail 


letters have been safely delivered. And that’s just 
the beginning! 

Dixon national magazine advertising will sell 
millions the advantages of writing V-Mail with 
Ticonderoga pencils. Speed, legibility and con- 
venience will be stressed! These timely ads will 
also suggest sending Ticonderoga pencils to the 
boys in service. Display Ticonderoga pen- 
cils with your V-Mail stationery. Cash in on 


this tie-up! 


Pencil Sales Department 98-]4 
JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City > New Jersey 
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Filing Cabinets in letter and legal 
sizes—with or without lock—easy 
sliding full drawer suspension— 
plastic label holders and drawer 
pulils—in olive green or walnut 
finishes. 





@ CARD CABINETS 


Sturdily made of laminated birch, 
NEW ENGLAND’s Card Cabinets in 
olive green finish have a steel-like 
appearance. They come in 1-draw- 
er, 2-drawer, 4-drawer, 6-drawer 
and 9-drawer units for both 5 x 3 
and 8 x 5 cards. There is also a 
7-drawer cabinet with 14 compart- 
ments for 8 x 5 cards and a 10- 
drawer cabinet with 20 compart- 
ments for 5 x 3 cards. Select a 
sample order from our catalog. One 
examination will convince you. 


NEW ENGLAND WOODWORKING CO. 


512 E. 137th STREET 


“NEW ENGLAND'S’ 
EXCLUSIVE WOODLINE 


In offering this new line of wood furniture to 
dealers we are presenting the results of the ex- 
perience of many years of fine cabinet making. 
The items in this line are fashioned of hard 
woods with all the “know how” of experienced 
cabinet makers—not hastily thrown together 
to last for the duration but good serviceable 
durable furniture built to last indefinitely. 


The New England line though new to this field 
has been thoroughly tested in offices where the 
demands on equipment are most exacting. 


There is only one way for us to prove these 
things to you. Write for our catalog today. 
Select a sample order. We will ship at once. 
An examination of any or all these numbers 
will convince you that the line is a good buy 
for both you and your customers. 


In addition to the numbers shown here, the 
NEW ENGLAND LINE also embraces many 
other office and factory units designed ex- 
pressively to take the place of steel so vital 
to our war efforts—LOCKERS, STORAGE 
CABINETS, SECTIONAL BOOKCASES and 
CLOTHES RACKS. We are equipped to manu- 
facture special equipment in all types of wood 
from architects drawings and specifications. 
As specialists in designing we will be glad to 
cooperate with you on any special equipment 
either you or your customers may need. Let's 


get acquainted 


@ 10-DRAWER CABINET 


Furnishing 20 compartments for 
x 3 cards. Overall dimensions 
e 1312” wide x 18” deep x 50” high. 





NEW YORK CITY 
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(Continued from page 37) 


industrial firms, etc., should be accorded the same price 
privilege as those who have begun to respond since the 
price changes went into effect. Mr. Densford has taken 
the matter up with his district congressman as well 
as Officials of the Procurement Division of the Trea- 
sury Department. It is suggested that typewriter deal- 
ers who are involved in a procurement campaign place 
complete information about the situation before their 
congressmen. It is only through legislative action 
that any change can be made. 


o 


PRIORITY FILINGS WITH WPB DISTRICT OFFICES 
COVERED IN DIRECTIVE 


Priority Digest No. 45 of the National Stationers 
Association, under the heading, “Office of War In- 
formation—WPB—2654,” says: 

“Another long step in the decentralization of War 
Production Board activities was made public when 
Chairman Donald M. Nelson announced a new WPB 
administrative order which directs that, after March 1, 
applications for priority assistance on Form PD-1A be 
filed with the nearest of the 131 WPB district offices, 
and authorizes the twelve Regional Offices, beginning 
March 15, to assign preference ratings on PD-1A 
certificates to deliveries of materials valued at $100 
or less. 

“Mr. Nelson said that the preliminary value limita- 
tion of $100 would be progressively stepped up as the 
field offices assume greater responsibilities and he ex- 
pected that within six weeks more than eighty per 
cent of all PD-1A applications would be handled en- 
tirely by the Regional Offices. 

“Under the new procedure, which will simplify 
greatly the problems of businessmen and others need- 
ing occasional priority assistance, WPB’s field offices 
will be responsible for seeing that all PD-1A applica- 
tions are properly filled out and will forward them to 
Washington, or to the Regional Offices if they fall 
within the value limitations set by the order.” 


o 
USE OF METAL OSMIUM IS PROHIBITED 

A WPB order has prohibited the use of the metal 
osmium for any purposes except the manufacture of 
alloys for metal contacts, the New York Times reports. 
Existing stocks of osmium now in the hands of the 
industry are not restricted. The metal is used in the 
production of pens and phonograph needles, but it is 
reported that the supply is insufficient to meet needs 
other than for contacts. 

o 
CARBON COLORS RESTRICTED IN CANADIAN 
ORDER; PAPER OUTPUT REGULATED 

The Wartime Prices and Trade Board of Canada 
has passed an order, effective immediately, restricting 
the manufacture of carbon paper to three colors for 
typewriter carbon, and two for pencil or pen types. 
Typewriter carbon must be limited to black, blue or 
red, and pen or pencil carbon to black and blue. In 
packaging, the use of outside box wraps, interleave 





CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 





can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “» STATIONERS 


Complete details on request 
ALLEN & COMPANY 


Sarr. &@ 
11-18-18 Vanmdewater St., 
> New York, N. Y. 





























POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 





PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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CLEAN UP 


Ink 
Oil 





WY ~—sSTAINS 


™ WITH 


Qutocopy 


CLEANSING CREAM 


THE ALL PURPOSE CLEANSER 


Instantly removes Hectograph, Mimeograph and other dupli- 
cating inks and oil and grease stains. Keeps your skin soft and 
smooth. Pleasantly scented. Order in convenient 6 oz. tubes 
or economical '/2 lb. and | Ib. cans. 


Write for prices, quantity discounts and 
FREE SAMPLE. 


AUTOCOPY, INC. 


466 W. SUPERIOR ST. 
CHICAGO 











No. 380 A. C. 





No. 380 R. C. 


Two New Chairs 


By BRIGHT 


BRIGHT Craftsmen have produced these two numbers to comply 
with present war-time restrictions of the use of strategic metals. 
The new swivel used on the revolving chairs is smooth, easy and 
positive in action and adjustable for height. 


Customed in full accord with the BRIGHT tradition for fine crafts- 
manship, which enhances the natural beauty of fine woods and 
beautiful, long-lasting leathers of your own choice. Made in 
mahogany, walnut or oak. 

These BRIGHT numbers are receiving ready acceptance every- 
where. Order samples for your floor today. 


BRIGHT CHAIR CO., INc. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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carbon paper (except carbon paper ordered by printers 
and full or pen carbon paper) or more than two 
sheets of chipboard in packaging ream quantities of 
carbon paper up to a maximum of 18 x 28 inches, is 
prohibited. Carbon paper must not.be packaged for 
sale in boxes containing other than 100 sheets or any 
multiple thereof. 

The board has also regulated the manufacture of all 
writing and specialty papers so that an equitable 
supply will be available through the intelligent co- 
ordination of manufacturers who are being asked to 
carefully check and regulate their power, material and 
labor supply. Manufacturing and distributing controls 
now cover bond and writing paper, book and printing 
paper, coated paper, Bristols, blanks and railroad 
board, blotting paper, cover paper and all papers for 
converting and wrapping purposes exclusive of No. 
1 and No. Kraft.—SJL. 

o 


PRICE ADJUSTMENT PERMITTED 


The Office of Price Administration has announced 
that, subject to its approval, suppliers of services at 
wholesale, by agreement with their buyers, may adjust 
maximum prices to cover increased cost of labor and 
materials, provided the buyers agree not to pass on the 
increase to retail customers in any form, according 
to a dispatch in the New York Times. 


& 


CANADIAN BOARD BANS USE OF METAL IN 
MANY OFFICE SUPPLY PRODUCTS 

Pen holders, pencil sharpeners, typewriter ribbon 
spools, desk sets, and bases for filing cabinets and 
water coolers now are among the office equipment and 
supplies which the Canadian Government Wartime 
Prices and Trade Control Board has ordered not be 
made of metal. The board is endeavoring to conserve 
every bit of metal possible for the war effort. Large 
stocks of metal office furniture and equipment still 
are available from supply firms in the larger cities of 
Canada, the government feeling being that this could 
well be used up rather than remain as dead stock. 
Government departments are exerting every effort to 
make the fullest use of filing cabinets, typewriters and 
other office equipment. In a recent window display 
of one of Toronto’s large department stores, printed 
typewriters of heavy cardboard were used to add the 
business touch to a number of office desks. In pre- 
war times the real machine would have been on each 
desk as well as a number of different models of the 
machine in question. Newspapers now carry adver- 
tisements daily of firms seeking used machines for 
overhauling and repair.—SJL. 


o 
CADMIUM PLATING STOPPED IN CANADA 

Metal articles manufactured in Canada this year 
for civilian use will lack the bright finish of former 
years, it has been ruled by the Canadian Department 
of Munitions and Supply. According to G. C. Bateman, 
metals controller, no permits will be issued for cad- 
mium plating of typewriters, other office equipment 
and a wide variety of furniture and supplies. 

The Dominion Wartime Prices and Trade Board also 
has banned the manufacture of a number of office 
supplies, including penholders, pencil sharpeners, type- 
writer ribbon spools, desk sets, bases for filing cabinets, 
and water coolers, as a result of an order issued by 
D. P. Cruikshank, co-ordinator —RC 

o—Fe-.-—— 


R. W. YOUNG AND SON, DETROIT, ADD 
JASPER CLEVELAND TERRITORY 
R. W. Young and Son, 521 Free Press Building, De- 
troit, Mich., have been appointed as representative of 
the Jasper Desk Company in the Cleveland territory. 
Effective April 1, this territory is in addition to the 
present activities of the concern in handling dealer 
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In Files—It’s the 
Filing Supplies 
that count! 





DST hab elotsh- LO) lolbba'melol-feta-lohe 
Yo Mem sloh ales shiislol-Mel-)sslob slo MB Co) s 
IMPERIAL Filing Supplies. 
Their refinements* cost no 


more. Send for new price 
list No. 45. 


*Under-tabbed—Round Cornered. 
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CRY Me cep 


that nation might live’’ 


It’s only natural for us to feel special pride in 
the Gunlocke boys in the service. Ours is a 
small town and we've known most of them 
since they were tadpoles. We know their 
fathers and mothers, all their family connec- 
tions, and their best girls. We also know that 
the nation and the ideals they fight for are 
largely pictured in their minds as the hills and 
streams, the churches and schools, the houses 
and folks right here in Wayland. That makes 
it strictly our job to back them up to the limit 
—to carry on in the spirit which makes the 


American way a thing worth fighting for. 

Every Gunlocke worker is today carrying on 
in that spirit, scrupulously maintaining quality 
standards and supplying enormous quantities of 
chairs to the armed forces and war plants. Some- 
times we disappoint on promises, or are unable 
to supply everything our dealers require. When 
you find that happening, remember that many 
of our skilled workmen are serving in the 
armed forces. We are carrying on all right, 
and shall continue doing our best for them 
and for you. 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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sales for Jasper in Michigan and Northwestern Ohio 
which have been in progress since 1933. 

Commenting on the additional territory, R. W. 
Young said “we are looking forward to making a 
lot of new friends among the Cleveland dealers and 
hope to build a volume of business in Cleveland com- 
parable to the excellent business we now have in the 
old territory.” 

et 


NEW CARTER’S INK PACKAGES WIN AWARD IN 
ALL-AMERICAN COMPETITION 


Several groups of products of The Carter’s Ink Com- 
pany, which have undergone major operations because 
of the necessity of conserving strategic war materials, 
have won the only award in the stationery and sup- 
plies group of the Twelfth All-American Package 
competition, it is announced by the public relations 
department of Modern Packaging magazine. The 
Carter products included were an Army and Navy 
Indelible Stencil Outfit, two styles of ink eradicator, 
a family of colored fountain pen inks, V-mail ink, 
spreader top mucilage, liquid paste, paper cement and 
stamp pad ink. 

The ink eradicators had been packaged in tin con- 
tainers with sponge rubber separators and rubber cap 
washers. Sponge rubber separators were replaced by 
paper. Rubber cap washers were dispensed with and 





ey eee 
New packages of The Carter's Ink Company, winners in 
the Twelfth Annual All-American Package Competition. 


now the applicators are packed separately in the con- 
tainer. A throw-away metal cap protects the chemi- 
cals until purchased by the consumer, at which time 
the applicator caps are screwed into place for home 
or office use. The outer lithographed metal cans are 
replaced by set-up paper containers in the same colors. 

A similar shift in packaging was made in the Army 
and Navy Stencil Outfit, with tin box replaced by a 
set-up paper box, rubber separators replaced by paper 
and metal bottle caps replaced by plastic caps. 

The new ink line is another interesting packaging 
job. Each of the inks is identified by a dramatic sym- 
bol for the color, such as Raven Black, Forest Green, 
etc. Pictorial labels worked out to interpret the sym- 
bol, are applied on the bottle and each outer carton. 
Each package is printed in an identifying color scheme 
and the entire ensemble lends itself to display pur- 
poses without need for any additional material. 

The V-mail ink is an example of what can be done 
to adapt an existing package for a new use. A pull- 
out tab suggests the effectiveness of the Carter Black 
Inks for V-mail. It is not necessary for the dealer to 
stock special ink for this purpose, so this plan is really 
a good step toward simplification of dealer’s stocks. 

The spreader top mucilage bottle has become quite a 
familiar article in homes and offices but wartime 
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MAKE MONEY 
helping your customers 


SAVE TIME 


A letter or instruction sheet that has to be 
retyped because of messy typing means 
precious time lost. Your customers will be 
glad to know about 


EATON’S (CORRASABLE BOND 





that erases perfectly — 
with a pencil rubber, leaving no unsightly 
scars or smudges. CORRASABLE saves 
time, tempers and money. Tell your cus- 
tomers the CORRASABLE story and add to 
your sales and profits. 


& 
EATON PAPER CORPORATION (<AT°''9 | 


Berkshire Division “nan - 
PITTSFIELD, MASSACHUSETTS Resni* 

















GRAPHIC 
GELATINE 
ROLLS 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
Steel-Stronge” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work 
Write for liberal discounts and sales help on: 


| Coin Wrappers Lead Seals 





Bill Straps Seal Presses 
Coin Bags Teller’s Moisteners 
| Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
i Night Depository Bags Sorting Trays 
| Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 








DUPLICATING INK 


Our 45 years’ experience in the 
manufacture of duplicating 
inks enables us to offer you the 
itel tt o) dele h¥ Ved (Me) ohio ttelede) (netsh 
where. 


Our PREMIUM INK is a high 
grade black ink that has the 


properties of Quick Drying and 
Minimum Penetration into the 
paper. The finest ink made for 
first class stencil duplicating 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
pest bobbesttbesMe) Moles) m 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INK SPECIALTIES CO., INC. 
531-S. LAFLIN STREET . . . . CHICAGO, ILL. 


“SATISFACTION GUARANTEED OR YOUR MONEY BACK’ 
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necessity compelled the dropping of the rubber spread- 
er. A newly designed glass bottle with a small opening 
in the new package makes the bottle its own dispenser. 
The addition of a red metal cap and an informative 
printed paper “cape,” which clings t6 the neck of the 
bottle, makes this a dressier package. 

Cico liquid paste formerly employed a _ rubber- 
handled brush which was also the jar closure when 
combined with a threaded metal collar. The new 
closure embodies a fibre ferrule and a wooden handle, 
which is riveted to a new metal screw cap. In addi- 
tion to saving rubber, the new package with its flush 
top is easier to ship and to use. And, since the cap 
may be set on the desk with bristles upward, it elimi- 
nates the danger of rolling onto the floor. 

The new paper cement line was designed to replace 
rubber cement which is no longer available. The line 
is attractively labelled in red, white and blue and 
oval bottles are used for the smaller sizes. 

The new rubber stamp ink dispenser bottle is an- 
other interesting example of what to do when mate- 
rials are short. Formerly these bottles utilized a screw 
cap with tin handled brush attached. Now, to save 
metal the bottle has been redesigned with a small 
opening which makes the bottle an effective dispenser. 

ee er eee 
BULLETINS TO SALESMEN 


In sending OFFICE APPLIANCES his monthly bulletin 
for salesmen, C. A. Netzhammer, sales manager of the 
Northwestern Furniture Company, Milwaukee, Wis., 
dealers in business furniture and filing cabinet sup- 
plies, raises a point that appears worthy of considera- 
tion by other concerns issuing similar bulletins. He 
writes: 

“It would be nice if we had some central point in 
the industry where there could be an exchange of this 
kind of material, from which we all would benefit.” 

To this idea, OrricE APPLIANCES hastens to add the 
suggestion that the columns of this publication can 
be used as a medium for descriptions of interesting 
and effective bulletins such as the one issued by Mr. 
Netzhammer. In this way the entire trade would be 
able to read of the individual efforts of dealers to 
boost sales through stimulating greater activity on 
the part of their own sales organizations. 

Starting the ball rolling, we note that Mr. Netz- 
hammer’s bulletin is interesting and well-prepared 
by a duplicating process, and stresses not only sales 
but collections, calls and service work. Work of the 
salesmen is analyzed, and the men are ranked on a 
point basis. The bulletin announces that six men in 
the organization have attained the standing of “100 
per cent super-salesmen for 1942,” thus becoming eli- 
gible to have their names inscribed in gold on the 
company’s honor roll. Comparative charts for previ- 
ous years, and averages for men on the company’s 
sales staff for twenty months or more are given. 

It is evident that every member of the company’s 
organization, by reading the bulletin, can obtain a 
comprehensive picture not only of his own perform- 
ance, but of the work of his associates. 

If you publish an interesting salesmen’s bulletin of 
your own, send OFFICE APPLIANCES a recent copy, or 
put us on your mailing list, so that we can describe 
it for the benefit of Mr. Netzhammer and others in 
the trade. 2 « « 


Another interesting bulletin—this one based on a 
dealer’s message to all his employees—comes from 
Ralph B. Pfleeger, president of Pfleeger Business 
Equipment, Inc., Utica, N. Y. 

This bulletin, also of a duplicating process, was 
issued for the express purpose of emphasizing one 
single point, and that point is punctuality of workers 
in arriving in the morning. Mr. Pfleeger tells of the 
working hours observed by the men in the armed 
services, in war plants and in many businesses who 
have shifted their schedules to fit in with transporta- 
tion requirements. He makes it clear that his own 











APRIL, 1943 = 
127 


wees MAIL 


these 8 excellent inks for V---— Mail in stock! 


FOR 





You already h 





out 
wonae 
aut wut 


canteR INP 








T 
_ESTS SHOW that these 8 Carter Inks photograph excep- 
OFFICIAL NOTICE tionally well on V°** — Mail. 


Carter’s doesn’t request you to stock an extra line of inks 
for V-++— Mail because these 8 Carter Black, Blue-Black, 
and Blue fountain pen inks are absolutely satisfactory. 


Carter’s regular 10¢ Cubes— Midnight Black and Wash- 


"Printed instructions on 


V—-mail letter sheets read: 


‘usetypewriter, dark ink or are : 

en ee —— able Black—now carry labels indicating they are correct 

pencil.' Any dark ink photograph—- for V- ++ — Mail. 

ing clearly may be used." To assure consumer acceptance, we now supply a V-++— Mail 
—BLACK, Third Assistant pull-out tab with each Carter 15¢ Oval in Midnight Black and 


Raven Black. If you’d like a supply of these tabs to bring your 
present stock up-to-date, let us know how many to send. 


hj e ‘ . one r P 
wrens B.S FREE: V-++— Mail pull-out tabs and a striking V-++~- Mail 
colorful Window Streamer— Write: 


Carter’s Nnk“2“7"" 


Postmaster General 
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two places | WHERE THERE'S ALWAYS 
A SURE SALE FOR "YandE” 


Expanding Index 


1. A Growing Card List of a Thousand Cards or More 


Whether your customer has 1,000 or 50,000 cards 
he can profitably use the “Y and E” Expanding 
Index for its saves his time at a profit to you. 
The system is 100% flexible, providing for expan- 
sion at any and all points. Efficiency is unim- 
paired. It’s economical, too, for the user buys 
only the number of guides he actually needs. 
That means repeat sales for you. 










2. Expanding Index Offers The Quickest 
Finding in Any Sizeable List. 


Users find logical tab arrangement is as 
natural as reading any printed or written 
line. Four rows of guide tabs plus blue 
end guides enable user to handle even 
the very largest sub-division quickly, 
easily and accurately. Anyone can quickly 
find or file a card without special train- 
ing. Think how your customer will ap- 
preciate that with today’s green help. 
There are two styles of celluloid insertable guides—Direct Vision (tri- 
angular) and ECONOTAB* (vertical). Guide labels can be changed quickly 
and easily. It is never necessary to discard a guide. Surname, given name 
and first and second initial guides are furnished with books of printed per- 











forated labels. 

A good stock of these complete Expanding Index sets in various sizes 
will prove a real profit maker. Not only can you solve any card indexing 
problem, but you can do it in minimum time and sales effort. And that’s 
but one of the advantages enjoyed by holders of the “Y and E” franchise. 





*Reg. U.S. Patent Off. 


YAWMAN A’? FRBE MFG. 


1015 JAY STREET © ROCHESTER, N. Y. 





FOREM O ST FOR OVER ae ee YEARS 
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concern’s hours have not been changed, and appeals 
to every employee to make a special effort to get to 
work on time as a means of partially offsetting war- 
time shortage of help. 

Excellent response and a sharp reduction in tardi- 


ness came as a result of the bulletin. 
—_————-— Po 


NEWS NOTES FROM NSA DISTRICT NO. 8 





By Gene Mitchell, Correspondent 





The Midwest Travelers Club convention committees 
met Saturday, March 13, at the Muehlebach Hotel, 
Kansas City, Mo., to discuss and complete final plans 
for the Eighth Regional Meeting to be held in Kansas 
City April 2 and 3. The travelers present included 
Matt Dimmitt, Wilson Jones Company; I. Voda, Wal- 
lace Pencil Company; Lyle Turner, Sheaffer Pen Com- 
pany; Herb Beckman, Boorum & Pease Company; 
Charles Hicks, Art Metal Construction Company; Wil- 
liam Lashbrook, Esterbrook Pen Company; Matt Dil- 
lon, Associated Stationers Supply Company; R. C. 
Moore, Columbia Ribbon and Carbon Company, and 
Secretary-Treasurer of the Club, and the writer. In- 
vited to sit in were Governor Leonard Wilcox, who ad- 
dressed the meeting, and Paul Baird, chairman of the 
Kansas City convention committee. 

A very busy morning session was held and a fine 
program outlined and placed in the hands of Matt 
Dimmitt and Austin Waterbury, with their committees, 
to carry through to a finish. An informal group lunch- 
eon followed. 

* ” * 

Conspicuously absent from the gathering were Art 
Pfister, president of the club, and Jack Ellis, vice- 
president, both of whom are in Uncle Sam’s services. 
Jack Ellis may be found by his friends if addressed 
as follows: Pvt. John H. Ellis, Platoon 218, RDMCB, 
San Diego, Cal. Jack will appreciate letters and cards. 

* * * 

Following the Travelers Club meeting, the conven- 
tion committee met with Governor Wilcox. Present 
at this meeting were: the Governor, Paul Baird, Irving 
Shockley, Paul Wilson, J. D. Landes, Owen Teague, 
Roy Moreland and the writer. The dealers’ end of the 
program was thoroughly discussed and final plans 


completed. The annual banquet will be held on Fri- 


day night, April 2, followed by dancing. 
* a” + 


Word recently was received that Melvin L. Sowell, 
formerly representing Columbia Ribbon and Carbon 
Company in the Nebraska-Iowa territory made his 
super-sale when he sold himself to Miss Evelyn Mont- 
gomery just before leaving for Army induction March 
18. Melvin’s friends know Miss Montgomery as the 
attractive young lady who does most of Art Berg- 
strom’s work at —_ Brothers Company, Sioux 
City, Ia. 

- oe * 

The good friends of Bill Bohart, Eberhardt Faber’s 
ambassador in this region, will be glad to learn that 
he is again on the job after several weeks in a St. 
Louis hospital and at home. He will attend the com- 
ing Regional meeting. 

* * x 
known team of Hoffman-MacDougall 
(Harold-Dan) have been bothering the dealers of 
Oklahoma, Texas and Louisiana recently. Several 
complaints of their low-pressure methods have been 
received. 


The well 


” * * 


Carl Kauffman, Speed Products Company, was seen 
actually taking orders around these here parts recently. 
. *“ 


- 


Roy Moreland of Schooleys, Kansas City, has been 


on the sick list recently. 
The Stationers Association of Greater St. Louis held 
its annual election March 15 and the lucky men turned 














An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and eee 

SAMSON directors room and office tables for discrimin: 

business men has supplied the vital “KNOW HOW” “an 

enables them to produce sturdy tables fast for Uncle Sam 
- not only to serve the war winners of today, but as well, 

the peace makers of tomorrow. 


Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 


AVAILABLE 
IN WOOD 


—a complete line 
for office and factory 


\\ 


Office Valet Costumers and Wardrobe Racks—=so 

losely duplicating former steel units that they 
make perfect ‘‘add-on"’ units for eae steel 
installations, 


Peterson Industrial Racks in plywood pars hard- 
board construction, double locker room capacity. 
Save floor space for production use. Keep em- 
sloyees clothes ‘“‘in press,’’ dry and sanitary. 5 
ft. unit with lock boxes accommodates 12 (double 
back-to-back unit, 24). 


Write for new Industrial Catalog Sheets 
and go after this large volume market. 




















VOGEL-PETERSON CO. 


“The Checkroom People” 


1823 N. Wolcott om 
CHICAGO, U.S.A 
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ROBERTS 


: 
{ ’ 
‘4 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 


THE MERITS OF 





% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


%* UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 


real incentive to sell these units. 


The 


| ROBERTS NUMBERING MACHINE 60. 





694-710 Jamaica Avenue 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 


Brooklyn, New York 














CELLUGRAF SIGNALS 





MAPTACKS 


* 





BY KEEPING 
OFFICE RECORDS 
WITH 





more important than ever 
are kept more precisely and efficiently today with 
the aid of GRAFFCO Signals. 
Records for production are being 
1 American plants. GRAFFCO products seer 
r-it 1 n 


essential war 


Records 


r broken daily 


to be in ever-increasing demand 
and defense operations 

Constantly we strive to keep pace with demand 
and fill r customers’ requirements. We shall 
continue, subject to priorities, to give the best 
possible in service and merchandis 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave., Cambridge, Mass. 


- ;, ' , 
Makers of Cellugraf Signals, Nu-Vise Signals, 


Nu-Viz Signals and Maptacks. 
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out to be: Harley J. Wantz of Skinner & Kennedy 

Stationery Company, president; Herb Buschart, Busch- 

art Brothers Printing Company, vice-president; 

Charles T. Spalding, Spalding Stationery Company, 

and Chester A. Kennedy of William, J. Kennedy Sta- 

tionery Company, treasurer and secretary, respectively. 
+ ~ x 

The many friends of Maurie Mann offer their hearti- 
est congratulations to both Maurie and the Sanford 
Manufacturing Company for their good judgment. 
Maurie now represents the Sanford Company, and we 
all hope to meet him often in his travels. 

- * * 

“Chuck” Lofgren is making the rounds of the St. 
Louis dealers at the moment, replenishing the shelves 
with Sanford Ink products. 

That tall, energetic city desk manager at S. G. 
Adams Company, St. Louis, Jim Haley, is back on the 
job after his vain efforts to serve Uncle Sam. The loss 
to the Army is a gain to S. G. Adams Company. 

* * 7 

A recent paragraph in this column announced the 
resignation of Mrs. Blanche Ross from Arkansas Print- 
ing and Lithographing Company, of Little Rock. 
Blanche may now be found doing a swell job for our 
old friend, J. L. Wren of Oklahoma City. 

* ~ ” 

E. Trice Bryant, formerly the head of Bryant and 
Douglass Stationery Company, Kansas City, may be 
found at Charlie Demaree’s headquarters, 908 Walnut 
St., in Kansas City. 

Letters and cards will be appreciated from all friends 
to: Ray L. Zehr, formerly of Jacquin and Company, 
Peoria, Ill., now “U. S. Coast Guard, Barracks Com- 
pany A, Owensboro, Ky.”; Pvt. B. J. Powell, formerly 
of A. W. Faber Company, Chicago, now “Company A, 
6lst Battalion, Third Platoon, Camp Wolters, Texas;”’ 
Set. Peter C. Masterson, formerly Acco Products Com- 
pany, now “Hq. 17th Armored Engineers Battalion, 
A.P.O. No. 252 c/o Postmaster, New York, N. Y.”’ Pete 
is ‘Somewhere in Africa,” and so is Jack Ellis, whose 
address is given above. More could be mentioned if 
present addresses were available. 


<> —__ 


SERVICE STEEL PRODUCTS CORPORATION HAS 
TWENTY-FIFTH ANNIVERSARY 

Ray J. Eichenlaub, president and general manager 
of Service Steel Products Corporation, announced his 
company’s twenty-fifth anniversary at the March 12 
meeting of the Great Lakes Travelers Club. Service 
Steel Products Corporation was started twenty-five 
years ago, manufacturing steel shelving and steel items 
for the stationery trade. The quality of its work 
brought it into the store equipment field and, as 
Mr. Eichenlaub had had architectural experience in 
his younger days and worked with architects on the 
larger store deals, he became one of the outstanding 
designers and leader in manufacturing stationery 
store equipment. Many of the newer stores or older 
ones remodeled or reconstructed employed his engi- 
neering service for store layout, store fronts and other 
improvements to the physical property. From the time 
he entered the office equipment industry he always 
has been a careful reader of OFFICE APPLIANCES. 

In line with many other companies, Mr. Eichenlaub 
has turned to products more directly connected with 
the promotion of our war aims but expects to be back 
serving the commercial stationery field as soon as the 
difficulties overseas are settled and metal restrictions 
are removed. 

o—— 0 
LIBERTY TYPEWRITER GETS CONTRACT 

The South Kingstown, R. I. school committee has 
authorized its school superintendent to contract an- 
nually with the Liberty Typewriter Company, Prov- 
idence, for servicing all its typewriters. 
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= USEFUL GLOBE-WERNICKE OFFICE 
ACCESSORIES and FILING SUPPLIES 
SPEED UP WAR WORK and BUSINESS: 


Dealers find that it pays to serve customers with dependable 
Globe-Wernicke office accessories, filing equipment and 
ANGULAR CELLULOID supplies. These indispensable tools of business enable people 

TAB GUIDES to do more and better work with less effort . . . make office 


ete ea at aase eae routine operate smoothly and efficiently. 
Fa-t-Yo b bale MEME: bate (WEN 0<-Saatohc-To)l-) 
inserts permit expansion. 





i 
| 





TABS HAVE THE 
NATURAL READING 
ANGLE OF 45° 




















G/W" bread and butter”’ items are in greater demand than 
ever before. We urge dealers to anticipate customers’ 
needs and place orders today. Be prepared to serve the 
war plants and other business concerns in your community. 


ao gag iia _ “PILOT” ... FIBREBOARD CARD INDEX CASES 
: Unusually strong and will give very good service. They are covered 
Made of heavy binders with green cloth . . . made in one and two-drawer styles for 3 x 3”, 
board with exposed edge and 4x 6”, 5 x 8” and 6 x 9” cards. Depth of outside case dimension is 
15”. The “Pilot” card index case is alsc made in one-drawer style only 


for Victory Tax forms... . 3% x 774" 
Se re og 

















corners reinforced...3 sizes. 








‘ie 
ae: OO) | © BOX FILES EVERYDAY FILE 
\11/@1@)8) DESK TRAYS Needed in nearly every office and Has many uses made in two 


; : often used for personal filing sizes several styles, tabbed alpha- 
Wide a¥etate! fo} o] 3 ab bale t-aaepal all practical and inexpensive. Avail- betically, days of months, etc. Also 
four sides Pb ate! Jelohadedeat make able in letter and cap sizes. Choice with metal tabs having removable 





of several styles of indexing inserts. A handy work organizer 


it easy to handle papers. 


Sm Globe-Wernicke 


WAR BONDS Ol alelialarlemmelalie 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
oe Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—-Specia! Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 




























OFFICE APPLIANCES 


WELLS 


132 





No. 150 Size 50x30” 
No. 160 Size 60x32” 





In use at home and throughout the world Wells No. 100 
"Utility Grade" is giving that built-in service. 


Made in all standard sizes of flat tops, drophead type- 
writer, as well as tables. 





Send for catalog and price list. 


Sold only through established dealer outlets. 


"WELLS-MADE 
means WELL-MADE" 










No. 24 
32x17—26” high 
No. 24—Oak 
No. 25—Mah 


No. 26—Wal 
Packed 6 to carton 
Wt. 175 Ibs. 


Wells Furniture Mfg. Co. 


LAUREL, MISSISSIPPI 
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SAN ANTONIO NEWS NOTES 





By B. C. Reber 

The shortages of typewriters has resulted in some 
interesting models being brought to light which had 
their origin in the days “When You and I Were Young, 
Maggie,” and when the modern office girl was some- 
thing prim and well-starched. G. C. Zimmerman, who 
has his headquarters in the Milam building, has a 
number of such machines for which he paid real 
money, and remarks that, two years ago, had some 
one tried to sell them to him, he would have concluded 
that they were crazy. Among them is an Underwood, 
No. 1852, which was turned out when the Wagner 
Typewriter Company, the firm that produced these 
machines, was in business. Then there is an old No. 5 
Oliver, whose type bars swung down from each side, 
and an old Monarch, No. 3. 

+ * ~ 

E. P. Haye, branch manager for L. C. Smith-Corona 
Typewriters, Inc., who has always been active in civic 
work, is devoting a portion of his time in making talks 
over the radio in behalf of the current Red Cross 
Drive. 





Thomas Hemphill and William Laughlin are | 


recent additions to the service department of his | 


office. 


* * * 


Frank Hall, local branch manager for Underwood | 


Elliott Fisher, is another in the business equipment | 


field here who is active in drives and luncheon club | 


work. He is secretary-treasurer of the Rotary Club, 
for which William C. Clegg is a co-editor of “The 
Wheel of Fortune,” local Rotary publication. 


* * * 


R. C. Hill, president of Maverick-Clarke, who is an- 
other member of the local business equipment fra- 
ternity active in civic enterprises, is behind a move 
designed to bring the city-manager form of govern- 
ment to San Antonio. In a recent survey designed to 
determine the acceptance of such a change, some 
very satisfactory returns were recorded. 

* * * 

Mrs. Ruby Teller, manager of the social stationery 
department for Maverick-Clarke, has returned from a 
business trip to North Texas, during which she at- 
tended the Dallas Gift Show. 


* * * 


K. W. Moak, traveling representative in the station- 


ery and business equipment field, had a noteworthy | 


experience while in the city recently. He had reg- 
istered at the St. Anthony Hotel, made a few calls that 
day, and had returned to the hotel to prepare for 
dinner. As he was in his room the cry of “Fire!” sud- 
denly filled the corridors and rang up and down the 
halls. 


Quickly, Mr. Moak threw open his door and started | 


out into the hall, which was filled with a dense cloud 
of heavy, black smoke. A short circuit in the air con- 
ditioning system had started a blaze which provided 
little fire but plenty of smoke and a lot more excite- 
ment. 

Running down the hall in search of a fire extin- 
guisher, Mr. Moak found a housemaid who directed 
him to a linen room where he secured an extinguisher. 
He ran back to his room and found flames coming 
through the ventilator. Just as he was about to turn 
the chemicals into the fire, the hose snapped off at 
the connection to the extinguisher. By that time, 
however, the various fire companies of the city were 
on the scene and took over, extinguishing the flames. 


ee 
W. H. FOSTER ON FLORIDA VACATION 


W. H. Foster, chairman of the board of the General 
Fireproofing Company, is in Florida on a vacation, 


and is not expected to return for several weeks.—AK | 


YOU CAN KEEP ’EM WRITING WITH 
RENEW-POINTS 






Production and material restric- 


tions—plus the demands of the a 
armed services and other cus- w ty, 
tomers with high priority rat- yj 


ings through our dealers—limit S: a 
the number of fountain pens we 
can deliver to the trade for con- 
sumer use during the next few 


months. 


But the War Production Board 
has authorized us to produce, 
during 1943, sufficient Renew- 
Points to meet reasonable demands. 
You can tell your customers, “We've got your Number,” 
and supply them with the Esterbrook Point that fits their 
style of writing or their war business writing task. You can 
assure users of Esterbrook Fountain Pens, Desk Sets and 
Dip-Less Sets that Renew-Points will be available to keep 
their pens in perfect condition. Please limit your orders to 
current requirements. 


Keep ‘em writing . . . with Renew- Points. 


THE ESTERBROOK PEN COMPANY, CAMDEN, N. J. 


bstectrvuR 


IS THE WAR BUSINESS PEN 














BRAND! 


A quality line for your more particular trade. 
Clean, long wearing and sharp writing. The 
| new Raven Brand is guaranteed to satisfy. A 
| satisfied customer means a “repeat” order. 


RAVEN 


Ask us for samples. 


an Macheys }bbivia & Corhiuatea 


Manufacturers 
1458-68 East 55th St., Cleveland, Ohio 



































STOOL and CHAIR 
Automatic... AY 


TO VARIOUS HEIGHTS IN LESS THAN A SECOND 


New +» ALL WOOD | 


for 


FACTORY and OFFICE | 


ADJUSTABLE... 
Can be raised in less than a second by merely lifting 
seat. A control latch, released with foot, lowers seat. 
Automatic spring action makes ad ustment positive. 
Size A—Adjustable from normal 24'' height to 26", 
28"' or 30". 
Size B—Adjustable from normal |8'' height to 20", 22" 
or 24". 
Foot rest that raises and lowers with seat furnished if 
desired. 


POSTURE . 

Saddied seat for maximum comfort. Back 
adjustable for height—can be tilted for 
proper support. Back rest curved to sup- 
port Lumbar regions. These principles of 
correct posture are found only in the most 
expensive Office Chairs. Use of chair will 
conserve energy, reduce fatigue—and in- 
crease war production. 


CONSTRUCTION . 
Tongue and grooved joints in pedestal are 
reinforced with screws and dowels. Legs 
attached with screws and qlued to pedestal. 
Adjusting column is recessed, dowelled and 









screwed to supporting members. Back sup- “ECLIPSE” 
ort recessed and screwed,.to seat support. 
" ” MODEL 


*VICTORY 
MATERIALS .. . | 
Made entirely of selected hard woods. Finished with two coats of 
Best Lacquer in olive green—Government approved. 


“Complete details and prices on request 


The THEODOR KUNDTZ CO. 


CENTER AND WINSLOW STS. | 
CLEVELAND, OHIO | 


June Savor 
FILE 


e Non- priority wood 
construction 








e Two Drawer — Top 
opens completely 


e "Two - Way" Com- 
pressor and Guide Rod 


e Letter and Legal Size; 
Olive Green Finish 


e Desk height 30!/,” 


e Shipment week or ten 
days. 


No. MF500G—Letter 


ND eine cae $27.00 List 
No. MF600G—Legal 
Size ._..........$29.00 List 





F.O.B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J Skokie, III. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Repair Business Excellent.—C. J. Harris, manager of 
the Los Angeles branch office of L. C. Smith and 
Corona Typewriters, Inc., states that the repair activ- 
ity right now is brisk and that the supply business 
is going along splendidly. Co-operating with the War 
Production Board, his branch has been able to obtain 
many machines not only from large users but from 
the general public for the armed forces. 

* * y 

Tim Snyder Visits Los Angeles.—H. L. Pettit of the 
California Typewriter Exchange, 517 South Spring 
Street, Los Angeles, reports that he recently enjoyed 
a visit from Tim Snyder, treasurer of the R. C. Allen 
Calculating Machine Company of Grand Rapids, Mich 
Mr. Snyder, after spending some time on the coast, 
left for his home March 10. While here he spent con- 
siderable time with E. E. Thornton, owner of the Cali- 
fornia Typewriter Exchange. 

Complimentary Letter.—Mrs. R. C. Anderson of the 
Business Appliance Company at 509 South Spring 
Street, Los Angeles, has reason to feel that the service 
department of her company is doing a good job. In 
support of this she presents the following letter from 
a Satisfied customer: 

“Gentlemen: 

“This is to express appreciation for the splendid 
overhauling you gave my typewriter. ‘Petunia’ never 
worked so well even when she was quite new. Quite 
frankly, ever since purchasing her she has always been 
somewhat petulant, but as I touch the keys now she 
seems to make me feel confident that she will accom- 
plish what I would expect of her. 

Yours very truly, 
Dorothy T. Nelson” 

M. P. Hemphill now is acting as manager of the 
Business Appliance Company. He formerly was owner 
of the Bell Employment Agency. 

* * ~ 


Los Angeles Store Closes.—The Wholesale Typewriter 
Company, a subsidiary of Underwood Elliott Fisher, 
has closed its doors at 440 South Spring Street, Los 
Angeles, for the duration. This store has been the 
clearing house for all Underwood Elliott Fisher trade- 
ins for Southern California, Arizona, New Mexico and 
West Texas. A. A. Lamoureux, who has been manager 
for twenty-three years, is retiring. He has a desert 
home about 100 miles east of Los Angeles which he 
has built partly with his own hands. He expects to 
spend considerable time there for the next few years. 

* o 7” 

Enters Re-finishing Business.—H. E. Sutter, 320 
South Spring Street, Los Angeles, reports that business 
has been very satisfactory for the last six months. 
He has gone into the re-finishing of used furniture, 
and his sales are now ninety per cent used and ten 
per cent new. He has recently shipped re-finished 
furniture as far East as Coffeyville, Kans., and as far 
North as Spokane, Wash. Most of his business is with 
sub-contractors, but he is still able to keep active 
several accounts of long standing. He makes the re- 
mark that the old accounts are still the backbone of 
the business even though the old customers may not 
be buying as much as formerly. 

* + + 

Leather Selling Well.—H. A. Jones, manager of the 
National Office Furniture Company, 218 South Spring 
Street, Los Angeles, says that leather upholstered 
furniture is selling well for homes as well as for 























You can take orders,for TOT Sfaplers, 
SPEEDMATIC Tackers,,Staples, SPEEDO Index Tabs 


and Sheets; also round and flat head (Steel) Fasteners. 





You will also be able to sell the new “War Model” ™ 
Swingline SPEED FASTENER (No. 3C) and SPEEDWAY 
PUNCH (No. 72) — made in accordance 


with WPB specifications. 


HOWEVER, where customers do not have 


the required Priority Rating, you'll have to 


continue to TELL THEM TO — 
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FOR BINDING 
PHOTOGRAPHS 
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BOOKS, PORTFOLIOS, BINDERS 
SCRAP BOOKS ALBUMS. ETC 
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ANGLE TAB GUIDES AND 
FOLDERS 


SPACE-SAVING 
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FILING FOLDERS 













VICTOR 
CABINET 
VISIBLE 


(Sold through 


franchise dealers) 


Visible indexing methods, 
forms, signals, informative 
literature, system service 
—in the field and from our 
home office. 











Eliminating Record Search 
Is YOUR Business 


Without America’s total effort, the allied cause cannot strike 
the smashing blows needed to crush the promoters of world THE VICTOR 
slavery. A BETTER 


We have no time for obsolete methods, for bumbling indeci- WOOD FILE 
sion; no time for searching when we can turn instantly to 
every needed reference. 






Victor equipment and supplies ofer proven ways and means : es 
. . “Visible Name” Filing 
of reducing or speeding up the paper work so often a brake 
: Systems for vertical files. 
on the wheels of production. Demonstrate these methods “Adjust-O-Flex”’ Systems 
to every one of your customers NOW— while for Card Files. 


America Is Making the Timetable of Victory PR tars col 7 


Victor can supply ammunition for your offensive against wasted the record load increases. 
time and effort. Write for literature and dealer discounts. 


When you see the knight remember — Victor helps YOU sell 
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offices. Brown is the most popular color for the aver- 
age home, but more vivid colors often are sold for 
dens, he said. He feels, however, that leather may not 
be obtainable for any great length of time. Mr. Jones 
has on hand a good line of executive desks. He is also 
finding good acceptance for wooden filing cabinets. 
The customers were at first skeptical of these cabinets, 
but that feeling has disappeared with use. 
~ * * 

Wooden Cabinets Accepted.—The Miller Desk and 
Safe Company, 219 West Second Street, Los Angeles, 
reports that wooden filing cabinets are meeting with 
favor after the initial prejudice had been overcome. 

x * > 


Miller Opens Photo Studio.—R. Pawling Miller of 
the Angelus Typewriter Company, Los Angeles, has 
opened his own photographic studio which he operates 
evenings. Mr. Miller, who is the shop foreman and 
superintendent of production, has always made a 





Here is Harold Rappaport, 
secretary-treasurer, Angelus 
Typewriter Company, Los 
Angeles, hard at work at his 
favorite pastime. Photo by 
R. Pawling Miller of Angelus 
organization. 


hobby of photography and has become a true pro- 
fessional. Marvin Rothman (“Uncle Marve”), brother 
of the senior executive of the Angelus firm, has left 
the company to take a position with the California 
Shipbuilding Corporation. 
x * x 

Furniture Company Enlarges.—The General Office 
Company, 1047 South Los Angeles Street, has added 
40,000 additional square feet of floor space which is 
being used for storage and for sample display. Accord- 
ing to Wallace Victor Segal of this company, a good 
business in safes and in Kardex now is being enjoyed. 
D. B. Register, who until recently was with the Pacific 
Safe Company, is a new man with the General Office 
Furniture Company and is working on safes and 
Kardex. Ninety-five per cent of his business is with 
the government or defense plants. 

* - fa 

New Assistant Manager.— Virgil Hoar has been 
appointed assistant general manager of the Grimes- 
Stassforth Stationery Company, according to R. A. 
Thomas, general manager. Mr. Hoar will continue to 
manage the drafting department which is an agency 
for the Keuffel & Esser Company, New York. This 
agency has been with the Grimes-Stassforth Station- 
ery Company for over forty years. Mr. Hoar started 
as a manager with Grimes-Stassforth in July, 1932. 
His business experience also includes several years on 
the road for Keuffel & Esser Company, traveling out 
of San Francisco. Prior to that time he had also been 
with John W. Graham of Spokane, Wash., as a depart- 
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20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
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plete informa- 
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Be sure to look in- 
to this systematic 
and protective fil- 
ing method ; insures 
utmost safety for 


stencils, at' low cost 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en- 
ables book to lie 
flat at all times. 


Send today for 
descriptive folder. 
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CANT-SLIP 
RENEWS 
RUBBER ROLLERS 


Gives new gripping surface. Ends paper shift- 
ing. For typewriters and other business machines. 
Easy to apply. Cant-Slip has been used success- 
fully in olfices nationally for over 15 years. 


Satisfaction guaranteed. Retails for 50 cents. 


CLAR-O-TYPE 


Cleans Type Instantly 


Stenographers prefer this type cleaner because 
it cleans type quickly and thoroughly—without 
spattering. The national leader for 20 years. 
Supplied with handy dauber. Retails 50 cents. 


BOTH PRODUCTS ARE NON-INFLAMMABLE 


SOLD BY ALL STATIONERS AND TYPEWRITER DEALERS 


Information gladly supplied on request 


THE CLAROTYPE CO., INC. 


16-D HUDSON STREET NEW YORK, N. Y. 
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Way, 
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STANDARDS OF PERFORMANCE and ef- 
ficiency are higher than ever these days. The 
demand is for speed-up of production without 
sacrifice of quality. Ink, the smallest expense in 
a duplicating job, is one of the most important 
factors in successful operation. Insist on 
TEMPO INK for the most economical and 
satisfactory results . . . there is a TEMPO INK 


for every purpose and every price requirement. 


mMiLO HARDING COMPANY 


436 W. Pico Blvd. e Los Angeles, Calif. 
617 Commonwealth Annex e Pittsburgh, Penn. 
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ment manager in the drafting department. He also 
served as manager for two years of this company’s 
branch store in Yakima, Wash. 

Returns to Remington Rand.—Frank. Wilbar has re- 
turned to the Remington Rand organization in Los 
Angeles as manager of the photograph record depart- 
ment. He had been with this company for fifteen 
years prior to a period of time spent with the North 
American Aviation Company. 

In Larger Quarters.—The Elliott Addressing Machine 
Company has moved from the former address at 108 
West Eleventh Street to 1200 South Hill Street, Los 
Angeles, where much larger and better quarters place 
everything under one roof. W. M. Anderson has suc- 
ceeded Gifford Cutler, who has gone into defense work. 
Mr. Anderson was formerly with the same company 
in Detroit for twenty years. This company is doing 
a nice business in war bond machines. The machines 
are sold to the California Bank, among other places, 
in large numbers and are used by this bank most 
especially for inscribing war bonds for Lockheed Air- 
craft Corporation. 

aca a 
NEW JERSEY OFFICE SUPPLY MAKERS WIN 
SAFETY RECORD CERTIFICATES 

New Jersey manufacturers of office supplies were 
prominently represented among firms winning certifi- 
cates for perfect safety records during the last quarter 
of 1942, when the fifteenth annual state-wide inter- 
plant safety contest was conducted under sponsorship 
of the State Department of Labor. 

Group winners, as just announced by State Labor 
Commissioner John J. Toohey, Jr., include New Jersey 
plants of the American Lead Pencil Company, and 
David Kahn, Inc., manufacturers of fountain pens, 
mechanical pencils and other products. Among those 
winning certificates for perfect safety records were 
plants of C. Howard Hunt Pen Company; Richard 
Best Pencil Company, Inc.; Neidich Process Division, 
Underwood-Elliott Fisher Company; Paramount Pen 
Company, Inc.; Eberhard Faber Rubber Company; 
Summit Pen Company; Joseph Dixon Crucible Com- 
pany; Mittag and Volger, Inc.; A. W. Faber Co.; Peer- 
less Key-Imperial Manufacturing Company; W. C. 
Horn Brothers and Company, and Thomas A. Edison, 
Inc.—BJ 

ee eee 
NEW OFFICE SUPPLY STORE IN NEWARK, O. 

The Advocate Printing Company, Newark, O., has 
opened a new retail office supply store in the Advocate 
Building, with John H. Dunkin, active in the office 
equipment business for a quarter of a century, as 
manager. A full stock of office supplies is carried. 
The storeroom has walls of Knotty white pine, carry- 
ing out a Colonial theme. Shadowless fluorescent 
lighting is used in both the store and display windows. 
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SUGGESTED WINDOW DISPLAY set-up for the new “Voy- 
ager’ V-mail kit just announced by W. A. Sheaffer Pen Com- 
pany, and described in the New Equipment section. 
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wall YOUR jramp nait!” 


In the narrow cabin the line grows shorter...every Thousands of young Americans have quietly chosen 
second. one man less...a blast of air through the this as their line of duty in this war. No, you may not 
open port... you're next! Pause an instant...don’t be a paratrooper... but it’s your jump next! Jump 
look down... then the jump straight into space. Be- into line and join the millions of patriotic Ameri- 
low? The rushing earth...miles, it seems. Ahead? cans who are doing the one thing we all can do to 
...Only the fortunes of war can answer that! speed Victory. Invest to the very limit inwar bonds. 


At | 10% Best i 
rhea ani « BG, Vv WAR BONDS * paper 


TO THOSE ENGAGED IN WAR WORK. Let a Monroe expert analyze your 


There are certain models of Monroe figure work and suggest time-saving 








machines available for purchase under short cuts: keep your Monroe 


WPB regulations. operating efficiently through reg- 
Our countless users did wisely when — ular inspections by trained special- | y ION ROE 
they put their figure production on _ ists under our Guaranteed Mainte- 


sturdy precision-built Monroe ma- nance service. Call the Monroe Machines for Calculating 
chines. Monroe equipment has always branch near you or write Monroe Adding and Accounting 
heen a priceless asset—now more so Calculating Machine Company, 

since our plant is on war work. Inc., Orange, New Jersey. 
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Makes Reference Speedy, Accurate 
and Certain 


BROWNE-MORSE COMPANY 


Manufacturers of Steel and Wood Office Equipment and Filing Supplies for over 35 years 


MUSKEGON, MICHIGAN 
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WHO IS A SALESMAN? 


By ROBERT E. STEPHENSON 


Cooper's Office Supply Company 
Chattanc 14 Tenr 


OR a few minutes suppose we think back over six 


years of associating with salesmen from factories, 
wholesale, and retail stores; each with a different 
personality, a different approach, a different sales talk 
and a different way of asking for the order. 

It is very noticeable that the majority of salesmen, 
especially retail salesmen, make their usual greetings 
or salutations, spend a few minutes with customers or 
prospects, offer to buy drinks for the crowd, perhaps 
as a bribe, then ask the worn out question, “Do you 
have anything on your want list?” That phrase 
should be buried to make way for new suggestions 
pertaining to the particular type of business or pro- 
fession you are trying to Sell. 

The greatest mistake any 
not equipping himself with the necessary tools to 
work with, such as current price lists, descriptive 
literature and catalogs, because it should be embar- 
rassing to anyone asking an order for an article he 
cannot describe or quote a price on without calling 
the office or store. Carrying these price lists and 
other material will require a brief case which should 


salesman makes is by 





ROBERT E. STEPHENSON 


afford, 
and 


since it 
attracts 


as each salesman can 
his company 


be as good 
serves as advertising for 
attention among people. 

Scientists and psychologists have made us realize 
that we practically live by habits; therefore, to get a 
story or sales talk over to your prospect, create the 
habit of carrying merchandise with you. Even old 
items, if clean and well preserved, can be moved out 
of store shelves by salesmen who are alert to the needs 
of offices compared to what the store has to offer. 
But, remember to carry new articles, keeping in mind 
how effective concrete evidence is in making the sale. 


Do Not Neglect Small Accounts 


There has been a tendency among retail salesmen 
for many years to neglect small businesses in their 
search for new sources of income. It would be wise to 
give a small, growing customer the same consideration 
and attention shown to well established companies or 
corporations who use a quantity and variety of sup- 
plies. These small buyers grow into big users over a 
period of years, and if not attended by your business 
doctors (salesmen), they will become the prey of 
competitors. During the past year many small, but 
good accounts have been dropped or overlooked by 
salesmen while concentrating on the unusual, such 
as defense plants and factories who are able to give 
high priority ratings. 

It has been said that birds of a feather flock to- 
gether. So, salesmen gathering at street corners, 
in the movies, or other amusement places in groups 
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Hunting facts in card files not 
properly “signaled” is like 
pushing through a jungle—slow and difficult! 
By the systematic use of Cook’s Steel File Signals, 
facts of every kind can be readily grouped or 
classified for instant reference. Twelve colors, 
types for all systems. Help yourself and your 
customers by concentrating on “jungle” files 
from now onl 


COOK’S STEEL FILE SIGNALS 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 
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OFFICE STAPLERS! 


THEY SHOOT FASTER — 
HOLD FAST AND 
HELP SPEED WAR SUPPLIES 

















LEADS 
ALL WAYS 
TO SALES 


A time-saver in war 
busy offices . . . Nev-R- 
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of two or more is not unusual. Some men seem to 
have time and money for these things. But, the 
disgusting fact about these same men is to hear them 
report that their competitors are getting the business 
by some miracle, or by offering merchandise at cut- 
rate prices. The truth is that their competitors have 
built up their knowledge of particular articles or prod- 
ucts and are using them as a means of introducing 
and advertising their firm’s name. Therefore, much 
time that should be used for studying and building 
knowledge is given to pleasure and enjoyment. 

Such family duties as the average citizen of our 
country has to perform during each week or month of 
the year can mean the success or failure of the sales- 
man who allows these duties to take preference over 
that which affects his income. No doubt, all of us 
have some personal business to attend to, but the 
truth is that often the best hours for contacting cus- 
tomers is used up by many salesmen on non-essential 
telephone calls, gossip, or individual business which 
could be attempted before or after the day’s program 
has been completed. 

Most all people have troubles and worries. For 
that reason do not speak pessimistically, grumble, con- 
demn competitors, or trouble any potential buyer with 
your own misfortunes. In many instances, what may 
have been sales, were muffed by a few careless words 
or an indifferent attitude. 

In considering the seven faults and mistakes out- 
lined above, which, however, are not all that could 
be mentioned, I am convinced that men who Sell must 
be thoroughly equipped with necessary information 
pertaining to the needs and desires of their potential 
customers. They must have a Knowledge of their 
products, which can be built up only by study and 
application. They must carry articles to show, with 
no intention of neglecting the smallest user of their 
products. They must forget about pleasure and per- 
sonal affairs during hours calls and contacts should 
be made. Finally, don’t knock your competitors 
in the presence of prospective buyers, but, rather over- 
come them by your sales ability. 

A FEW IDEAS FOR DEALERS’ PRINTED 
ADVERTISING IN 1943 

In listing possible printed matter requirements for 
retail and wholesale establishments, a recent issue 
of The American Printer names a number of ideas 
and possible promotions which fit into the stationery 
and office supply and equipment business. Among 


them are: 
New time-payment books’ Repair service literature 




















Kurl carbon paper is a 
money and temper 
saver at all times... 
and leads all ways to 
profitable sales for you. 


NEV-R-KURL 


CARBON PAPER 


@ Absolutely a non-curling Carbon Paper. Lays flat when 


it's hot, humid or cold. 


@ Never trees or wrinkles when inserted into machine. 


Smudgeless. 


e@ Actual experience and tests show 35%, to 50% more copies 


obtained from each sheet. 


@ Universal because same sheet is efficient on standard or 
noiseless typewriters, billing or bookkeeping machines. 
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Ceiling price posters 

New merchandise cards 

New blotters 

Memorandum pads 

Shortage explanations 

Tax explanations 

Service insignia cards 

Patriotic score pads 

New customer promotions 

New price lists 

Price change folders 

New package announce- 
ments 

“Carry your own” stickers 

Charge account regulation 
leaflets 

Government regulation 
explanations 


New delivery information 

Patriotic calendars 

Rationed items promotion 

Substitute suggestions 

Airplane silhouettes 

Institutional mailings 

Bill, letter stickers 

War tax explanations 

Honor roll placards 

New stationery 

New catalogs 

Merchandising tags 

“Parcels for service men” 
displays 

Service curtailment ex- 
planations 

Package stuffers on con- 
servation 


Some of these apply to retail businesses, some to 
wholesale establishments, and many to either. 


—- 


HARRIE COPELAND TO SUPERVISE HIS FARM 

Resigning from his sales post with Atlas Stationery 
Corporation, 326 Broadway, New York City, to actively 
manage his 160-acre farm, Harrie Copeland is spend- 
ing most of his time at his home in Flemington, N. J. 
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Who’s afraid of the new Focke-Wulf? 


“This Mitchell B-25 we're flying is a lot of 
fighting airplane, too! 

“Take a squint at the record and you'll see that 
this sweet medium bomber has three important 
‘firsts’ to its credit. 

“It was the first Army plane to ‘sight sub and 


sink same’ in the Atlantic. First to bomb the 


Japs in the Philippines, with General Royce. 


First to smash them in their own ‘home park,’ 
with General Doolittle. Add to this the steady 
pasting that hundreds of these B-25’s are dishing 
out to Hitler & Co. right now, and the score 
looks mighty good for our side. 

“So we're not afraid of the new Focke-Wulf... 
or the Messerschmitt... or the Jap Zero. They’re 


VICTOR ADDING MACHINE CO. 


Conserve your adding machines by having them 
inspected and cleaned at regular intervals 
by your local Victor dealer or factory branch, 


good, and don’t tell me they’re not. But with 
planes like this baby, we’re taking care of them 


. and ourselves, too!” 


* * * * * 


> Victor workers’ production record of vital air- 
craft parts—precision-built, many of them, to 
one-tenth the shickness of a human hair—is 
backing our fliers with the kind of firepower 


they need to win. 

> Naturally we can’t say what parts, or how 
many, they’re turning out. But you can take it 
from us that these men and women, working to 
standards already familiar to Victor, are doing 


a great war job. 
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That EXTRA Something: 

















If you HAVE I 


people know tt. 











They say ul 
shows up in 


your WRITING. 





oe PERSONALITY 


"Ah-hhh! That MILLER LINE Carbon makes a bee-u- 
tiful copy, Miss Gooch. | signed it, thinking it was the they eall il 


original." 


"Thank you, Mr. Boss. A girl appreciates having tools 
that turn out such classy correspondence." 




















TYPEWRITER AND OTHER INKED HIBBONS 
CARBON PAPERS 
THe Line THAT = Ss OTENCIL INKS FOR MIMEOGRAPHING 


COMPARISON 





Manufactured Exclusively by 


MILLER-BRYANT-PIERCE, Aurora, TIL. U.S. A. 


Division oF L C SmitnH & Corona Typewriters INc. 





U. S. WAR BONDS for VICTORY now and SECURITY after the War. 
MILLER LINE Writing Media for BETTER BUSINESS Always! 
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PRODUCTION HAZARDS OF 
OFFICE APPLIANCES 


By Joseph Callahan 








ARELESSLY used office appliances create serious 


hazards. Not personal hazards, of course. The only | 


“dangers” an office worker experiences in many years’ 
service are likely to be no more serious than a pin- 
pricked finger, a torn stocking or two, and a momen- 
tary scare from a carbon paper blaze in some waste 
basket. The hazards pertain to production. If office 
machines break down through misuse, if office devices 
fail to function through negligence, production sags. 
And that’s a mighty serious risk, with a mechanical 
war on, and a shortage of repair men and materials 
to boot. 

The general shift of emphasis from sales to produc- 
tion has its counterpart in the office equipment indus- 
try, where the shift has been from sales to service. 
Everyone likes service business, but no one wants more 
than he can handle. As the supply of skilled office 
mechanics and trainees diminishes, extraordinary de- 
mands for service will come from war plants straining 
their equipment with twenty-four-hour operation 
schedules. It is advisable, therefore, to be ready with 
intelligent suggestions for reducing these demands. 

It is not enough to step inside a customer’s office 
and leave printed instructions on the proper set-up 
and care of office equipment, because such pamphlets 
are too often ignored. The faulty arrangements and 
methods so largely responsible for unnecessary repair 
calls are due to habitual, easy-going inefficiency in the 
average office. Here are a few bad situations commonly 
found in well managed offices, and a few hints as to 
how they may be remedied. Apparently a broad edu- 
cational programme is needed. 


Hazards to Avoid 

1. The “lugging” of scarce machines from one desk 
or cabinet to another, to keep them constantly work- 
ing. This habit risks breakage, furniture scratches, 
and loose, awkward positions on each desk. The 
mechanism of an electric typewriter may go bloo-ey 
when the carriage crashes against a desk file placed 
too closely to the machine. To remove these hazards, 
suggest that all general service machines, complete 
with working equipment, be solidly affixed to general 
service desks with adjustable chairs. 

2. Sticky keys clogged by dust. When the free ma- 
chine service period ends, renew instructions on the 
necessity for cleaning visible parts. 

3. Ribbon trouble. Typists usually take care of this 
in stride, but adding machine operators often rush for 
the telephone when the ribbon jams or runs off the 
spool. Sometimes the trouble develops from outside 
pressures. If operators knew how to make the neces- 
sary minor adjustment, many service trips would be 
eliminated. 

4. Forcing locked drawers, or tugging horizontally 
at overloaded drawers supposed to be released auto- 
matically by a lift. These habits warp parts and make 
replacements necessary, when a little patience and 
foresight would have preserved the parts and proper 
working arrangement. 

5. Bent, torn or odd sized cards for electric punched 
card machine assignments. The cards reproduce faulty 
figure sequences, with astonishing results that are 
carried over into other departments, and increase 
seriously the wear and tear on other machines. Cards 
filed upright in tightly packed, exposed cabinets, 
visibly indexed, reduce these hazards. It should be 
possible, of course, to loosen the cabinet stays easily 
so that work on the cards may be done freely when 
they are active. 

6. Heavy rubber stamps that soil and dent the ex- 
terior and interior of soft wooden desks. It’s a simple 





NT. JOWNS TABLES 


% Write today for the ST. JOHNS catalog 
and fill your Army, Navy, Maritime and 
War Industry specifications from their 
line of approved wood office tables. 


% ST. JOHNS tables have been designed 
and manufactured in keeping with the 
nation’s war restrictions on labor and 
materials, so your orders will receive 
the greatest amount of delivery consid- 
eration that it is possible for a modern 
production factory to give them. 


BUY WAR BONDS 


No. 24 Table Description: 


% Selected Northern Oak in 
Office Golden or School Brown 
Finish. Top is 7%” thick, Legs 
244” square. 









* bow A one m Rene my Sizes: 
ichigan Har e as No. 
25 table finished Walnut, Ma- 37 * ap inches 
hogany or School Brown. 30 x 72 inches 


St. Johns Table Company 


CADILLAC, MICHIGAN 
New York Office: 206 Lexington Ave., N. Y. C. 
Chicago Office: 666 Lake Shore Drive, Chicago 

















ARE YOUR CUSTOMERS’ FILES 
“RUN DOWN AT THE HEELS” 


It is vitally important to keep files in A-| 
condition today but under stress of war pres- 
sure you may find your customers relaxing 
their standards. Their files are getting that 
"run down at the heel” look, with folders 
jammed to twice their capacity, poorly 
labeled, etc. 


Don't let this happen to your customers. 
Help them keep their records ship-shape 
with WARSHAW Filing Supplies. They will 
remember this service when all the rush is 
THE _—over. 
WARSHAW MFG.CO., Inc. 


1 Main Street, Brooklyn, N. Y. 
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[0 MARGIN 
FOR ERROR 


In this coordinated war 
everything must be explicitly 
clear. When dictating cylin- 
ders are used, clarity in re- 
production is vital. Standard 
tested Cylinders have proven themselves tops in clarity, 
strength and clean-cut grooving. Write for “The Voice 


of the Dictating Machine.” 


for DICTAPHONES and EDIPHONES 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street, Brooklyn, N. Y. 
Cable Address: Stanrecord 














“VIC” PAY ROLL OUTFITS 


Ideal for the many thousands of me- 


loose leaf binders and contains all the 
essential records for complete pay roll 
system forms. Are designed to pro- | 
vide for the new Victory Tax and | 
| other deductions. List at $4.00, $5.00 | 


| 
dium sized concerns. Put up in neat 
| 


and $6.00. 
| SEND FOR LITERATURE 


and get acquainted with this fast sell- 
ing item. Also a full line of up to date 
pay roll forms for all sizes and types 
of businesses. Ask for catalog “K”. 











THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
Be) cei \ lass Aa A 
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matter to rig up a rack to hold such stamps, and to 
protect the desk surface with a serviceable cover or 
thick blotting pad. 

7. Loose pins, clips, staples, etc., that get wedged in 
places where they damage equipment. All of these 
little trouble makers should be segregated neatly into 
boxes or leftover sponge bowls, and kept in their places. 

8. Shaky, squeaky typewriter or equipment tables 
that the operator must keep secure by Knee action. 
When concentration from the job in hand is thus 
diverted, materials are left resting on top of the ma- 
chine, and errors result. Better to have a machine 
nailed solidly to a strong barber pole base, than set on 
some of the rickety contrivances now rolling hourly 
through certain offices. 

9. Top-heavy ink wells that overturn and spill con- 
tents on the day’s bookkeeping or correspondence 
output. Papers must be replenished, and the fresh 
sheets again run through machines. Fountain pens 
and suitable ink containers are still available to pre- 
vent such hazards. 

10. Extra strikings of multi-copy reports, because of 
special paper thicknesses. Whenever a report is re- 
quired to have more than two additional copies, point 
out the advantage of using reasonably thin paper, and 
keeping the alignment precise by a good printing job 

These points are far from inclusive. They may help, 
however, to get dealers started on ideas to build 
soundly for tomorrow by meeting the exigencies of 
today. 

—>-  —— 
OFFICE EQUIPMENT SALESMAN HAS ONE MAN 
SAFETY DRIVE 

For many years A. R. Steele, Monroe, Wis., for 
twenty years a representative of the Art Metal Con- 
struction Company. has conducted a one man safety 
drive to reduce traffic and industrial accidents and has 
accomplished a great deal in this respect. 

Mr. Steele started his drive about three years ago. 
Since that time he has visited many towns and cities 
and hamlets lecturing, showing motion pictures of his 
own taking and generally stressing the importance of 
preventing traffic and industrial accident. 

Since Pearl Harbor, Mr. Steele enlarged his activities. 
“Now that we are at war, we'll have to be more care- 
ful not only on the highway, but about the home, in 
the shop and on the farm. The shortage of farm and 
factory help tends to increase accidents, because more 
inexperienced men and women are going on jobs. By 
practicing safety rules we can do much to conserve 
man power for the task of winning the war.” 

Before the war Mr. Steele’s lectures had been in 
greatest demand among school groups, women’s clubs, 
Boy Scout troops and farm organizations. This year, 
however, he works with city and county defense com- 
mittees, mostly, but he also appears before other 
groups as in the past. 

Mr. Steele got his safety idea during the course of his 
twenty-five years’ driving experience in which he saw 
many accidents attributable to carelessness and ignor- 
ance. Then when he read a magazine article stating 
that something could be done to prevent accidents, he 
decided to do something himself. 

It was in 1939 that Mr. Steele conducted his first 
safety lecture at Monroe, his home town. A repre- 
sentative of the state safety division came also and 
showed movies about traffic hazards. Several hundred 
people attended this meeting and Mr. Steele was en- 
couraged to try more of them, with himself as speaker. 
Within a year he had conducted more than fifty safety 
meetings. 

It wasn’t long before folks from neighboring coun- 


| ties wanted Steele to give safety lectures. It got so he 


was making five lectures a week and the state couldn’t 
keep him supplied with motion pictures. Then he bor- 
rowed movies from some friends and continued his 
campaign. 

It wasn’t so very long, either, before Mr. Steele 


| bought his own equipment and began making his own 








SPEED-0-PRINT 


- A VITAL LINK IN 
COMMUNICATION S5S 








Automatic 
—<_ Feed Model 
(post card to 

legal size) 


$39.50 





4 Speed-O-Print is the practical and 
® economical way to produce 
_ multiple forms. It’s no wonder 
~ modern business, big and small, _ 
~ chooses THIS rotary stencil dupli- 
r.., for speed, accuracy 
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movies. He spent much of one summer photographing 

motor cars weaving across the center stripes and no 

more than slowing down at stop signs. He took pic- 
tures of cars after they had been wrecked in accidents. 

He paid all his own expenses and never charged a fee, 

insisting the organizations sponsoring his lectures 

admit listeners free. 

In order to give his program some variety, Mr. Steele 
photographed such community activities as Labor Day 
parades, citizenship days, etc. and showed these pic- 
tures, as well as his safety films. In one area it is said 
that over 300 people, about ninety-five per cent of the 
population, came to one of his lectures. 

During a period of two years Mr. Steele has handled 
about 200 safety meetings with an estimated attend- 
ance of 40,000 persons throughout Southern Wisconsin. 
He gets a big fan mail and is very proud of it. Many 
boys and girls write to him, saying that they know 
now what “safety” means after seeing his movies and 
listening to his lectures—NPS 

a - 
ARKANSAS FIRM’S ALERTNESS PAYS 

The Arkansas Printing & Lithographing Company, 
Little Rock, Ark., makes many extra and profitable 
sales through inexpensive direct mail advertising 
which is so well aimed that each piece has an excel- 
lent chance of scoring a bull’s-eye. 

The mailing list which is so rich in prospects costs 
nothing and the mailing consists of only a printed 
circular, an order blank and a business reply enve- 
lope. The list is obtained from the Secretary of State’s 
office in the state capitol, and gives the names of all 
newly elected or appointed justices of the peace. 
(There are more than 2,000 in the state.) 

The circular is headed, “Justice of the Peace Pocket 
Seal,” and carries an illustration of the appliance, 
under which is the wording, “Only $4.95, including a 
suitable pouch with glove snap fastener. We pay all 
parcel post charges.” 

“Dear Sir: (Reads the body of the circular) 

“We are pleased to learn that you have been 
elected a Justice of the Peace. We offer you our 
services for furnishing you with the necessary seal. 
Because of shipping delays, we urge you to place 
your order with us immediately. Just fill in the 
form below and mail it in the enclosed envelope.” 

The form mentioned reads as follows: 

“Arkansas Printing & Lithographing Co. 

1000 Center Street, 

Little Rock, Arkansas 

Gentlemen: 

Enclosed please find my remittance of 
for which please send me the following:” 

(Several blank lines, appropriately identified, are 
provided for the name, county and township of the 
customer as same are to appear on the finished seal.) 

Since such a seal is a necessity for each J.P., it is 
natural that this shrewdly aimed circularizing brings 
in a high percentage of profitable replies, and at a 
trifling cost.—ADR 

<> 
PURCHASES OFFICE SUPPLY STOCK 

The Scottsbluff, Neb., Typewriter Company, operated 
by Allen F. Kissack, has purchased the office supply 
stock and business of LeRoy Brothers and will move 
into remodeled quarters in the LeRoy store location, 
1522 Broadway, Scottsbluff, about April 1 


Tomplar DURO Zeae RELIANCE PENCIL CO.U.S-A- 777 weive 


SERVING ON THE WRITING 
FRONT WITH TEMPLAR DUROLEAD 


. in the daily battle of business production .. . 
on the sea... in the air or in any other action where 
split seconds and accuracy count, DuroLead Pencils 
will not fail . . . they are 25% to 75% stronger than 
ordinary Se pencils, 

The patented lead and binding process give added 
strength and longer life to the silky-smooth writing 
quality and precision grading. Only TEMPLARS 


are accurately graded in SIX lead degrees. 


MR. DEALER 


This is the type of advertising running the year round 
in a large number of industrial and consumer maga- 
zines. Send for our sales promotion plan. “Cash in™ 
on the growing demand for Templar DuroLeads. 


RELIANCE PENCIL CORP. 


Manufacturers of Pencils for all purposes 
Department ‘‘A6’*, MOUNT VERNON, NEW YORK 























Headquarters 


for 


CRAM 
WORLD 


MAPS 


and 


GLOBES 





In Hinged or Wall Map Style 


Our Maps in Your Window 


Mean SALES in Your Store! 


Until remodeling is completed the Scottsbluff Type- PANORAMIC WORK MAPS @ There's eye appeal and buy appeal 
writer Company will continue in business at its pres- Fg es and profits—in Cram’s Panoramic 
ent location, 1613 First avenue. The LeRoy store will with Miniature Flz Vork Maps of 
be remodeled into two stores with the typewriter com- vee ataieeiee tke 
pany occupying one and the LeRoy office supply store Nels ie~en heave 
the other. ———- 
Earl Sopher, former Scottsbluff stationer, has re- ¥-8-Sitend Stas so6 baw Maps are printed in 8 colors—clear 
turned from Rapid City, S. D., and will join the type- ESictussawlon hes cts oe eee 
writer company staff. The purchase includes the Le- 
Roy office supply section fixtures as well as stock and 
business, but the LeRoys will continue in the jewelry 
and jewelry repair business. 


the World. Just what 
istomers want to locate and flag 
attle fronts day by day—with min- 
foreign nations furnished 


s at bottom. Order from catalog or 
Priced from $1.00 up write for details. 


THE GEORGE F. CRAM COMPANY, 730 E. Washington St., Indianapolis, Ind. 
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CHALLENGE 
STENCILS 
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Every once in a 
while, a new prod- 
uct appears on the 
market that offers 
PLUS PROFIT to 
the dealer and 
PLUS VALUE to 
the consumer. 
Challenger Stencil 
is such a product. 


SELL CHALLENGER STENCILS WITH 
A MONEY BACK GUARANTEE! 


Confidence in Challenger Stencils prompts this offer to 
responsible stationers. We will ship you an initial order of 
10 quires at our regular 50 quire price. Place these stencils 
with some of your customers. If these users—at the end of 
30 days—are not entirely satisfied, send the unused stencils 
back to us and our invoice will be cancelled in full. 


Satisfy your customers—increase your stencil profits—sell 
Challenger Stencils. 


WINDSOR DUPLICATOR SUPPLY CO. 


125 WINDER AVE. DETROIT, MICH. 
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CLEANER 





Now, more than ever, it is essential to 


prolong the life of rubber stamps and 
typewriter rollers and to keep type- 
writers and other office machines 
operating most efficiently. Our type 
cleaner does that, which accounts for 
our greatly increased sales. We solicit 


inquiries from Dealers. 


The Martens Type Cleaner Co. 
7 West 29th St. 
New York 








THE PERFECT FLUID AND PATENT APPLICATOR 
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4,600 CHECKS PER HOUR! 


... and each with three vouchers and 
addressed and numbered envelope 








SIX IN USE 
BY U. S. TREASURY 


Here is one of Government's 
new specially designed auto- 
matic check-writing units 


O MEET wartime needs, the Division of Disburse- 

ments of the U. S. Treasury Department has pur- 
chased six automatic check-writers of special design, 
each of which produces 4,600 checks per hour together 
with three vouchers and one addressed and numbered 
envelope per check. The machines have been placed 
in operation and are reported in continuous use. 

Major units of each machine include pneumatically 
operated feeder for checks and envelopes, four paper 
supply rolls individually driven by motors, and five 
imprinting stations, automatically controlled. Dual 
plate discharge makes possible uninterrupted opera- 
tion. 

The machines were built by the Addressograph- 
Multigraph Corporation, and one of their features is 
the design of their arc-welded steel beds which won 
an award of $500 for John H. Gruver, product engineer 
of the company, in the recent $200,000 award program 
of the James F. Lincoln Arc Welding Foundation, 
Cleveland, conducted to further the scientific progress 
of welding. 

When first designed, the machine beds consisted of 
four cast iron members bolted together, but this pre- 
sented problems in machining for maximum accuracy 
to accommodate the precision alignment of the func- 
tional units. Therefore, the bed design was changed 
to a single arc welded unit which gave the desired 
strength and rigidity, and, at the same time, reduced 
length from nine and one-half to six and one-half 
feet and weight of the bed from 1,200 pounds to 420 
pounds. A substantial saving in cost also résulted, both 
in material and assembly expense. 

In operation, check copies and the three vouchers 
are fed through the machines and turned twice on 
angular bars. When completed, the vouchers show ten 
impressions, uniformly spaced. Then they are auto- 
matically cut into sheets, page numbered, certificate 
imprinted, reversed and stacked in numerical order. 
Total weight of each machine is 3,260 pounds. 





JOHN KRUEGER RETURNS TO CIVILIAN LIFE 

After four months of service in the Army, John 
Krueger has been released to civilian life and took up 
his duties again as Chicago manager for F. S. Webster 
Company on Monday, March 1. He was welcomed at 
the office where he has been manager since 1936. 
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McA-McC 
McD-McG 
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—The name you want is the first name you 


find. 


numbers. No 








hunting. No page 
Thumbing. 
—With the left hand, you open directly to 


the page wanted. 


—No 


name 





The New, Improved LeFebure Cross Reference Index System 


—The LeFebure Name Finder then takes 
you instantly to the name you want. 








—COMPLETELY INDEXED and ASSEM- 
BLED, ready for use. 
—For speedy, accurate operation, the 


LeFebure INDEX is 


supreme. 








eKxtra Revenue” 


for office applianee dealers! 


“[)Pp” 
1943! 


HERE’S A WAY TO 
YOUR INCOME DURING 


A real opportunity lies ahead of you. It 
is simply a matter of contacting public off- 
cials and presenting the compelling story of 
the new and improved LeFebure INDEX 

a needed and practical system which 
may be quickly and easily installed in any 


State, County, City, or Industrial office. 


HEAD AND SHOULDERS 
ABOVE ANYTHING SIMILAR 
ON THE AMERICAN MARKET! 


The LeFebure Index is the culmination of 


the best thinking and widest experience in 





the field of indexing. It is safe, accurate. 
speedy, expansible. A big and receptive 
market beckons. You are in a position to 


cash-in on this promising situation. 


WRITE AT ONCE FOR 
CATALOGUE-DEMONSTRATOR 


Catalog-Demonstrator of the 


FREE 

The new 
improved LeFebure Index is now on. the 
press. It contains actual applications which 
enable you to make an effective demonstra- 
tion. Send for a copy at once. Selling is 
easy, and profits are substantial. We'll send 
full details the moment we hear from you. 
(Juick action on your part insures exclusive 


franchise in your locality. 


lEFEBURE CORPORATION 





Originators 


and Manufacturers 


CEDAR RAPIDS, IOWA, U.S. A. 
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No. 1 MAN 
on our list... .. d/Ways! 





You've guessed it. He is the PEERLESS KEY- 
IMPERIAL Ribbon and Carbon Dealer. Be- 
tween us is a warm friendship that binds people 
with the same ideals. Traveling the same road, 
we have the same immutable ambition—to 
produce and sell the highest quality ribbons 
and carbons . . . to conduct a clean, honest 
relationship with our fellow men... and to 
engage in business at a fair margin of profit. 


No. 1 GIRL 


.. Always! 














The girl who hammers 
the keyboard is the [i 

ultimate judge and 

jury of quality. It is to please her, to lighten her 
burden, that all our research and 


improvement are directed. 








PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 


BRANCHES: DETROIT NEW YORK CHICAGO LOS ANGELES 
37 Linden St., River Rouge, Mich. 32! Broadway, New York City 179 W. Washington Street 528 S. Spring Street 
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REDUCE NOISE FOR MORE 
OFFICE EFFICIENCY 


LARGE middlewestern power company recently 

completed plans for a multi-story switch house 
to occupy a location close to several office buildings. 
The design was for the usual type of riveted steel 
structure. 

But just before general contracts were let company 
officials suddenly changed their minds. They ordered 
the design radically altered from riveted steel to 
welded steel construction. Accordingly, new plans 
were drawn and the switch house rose to completion, 
one of many all-welded industrial and commercial 
buildings to be erected since the start of the war. 

What caused the “powers that be” of this power 
company to make this abrupt and thorough-going de- 
cision, involving as it did the extra time and expense 
of drawing new plans and compiling new specifica- 
tions? 

Of several factors considered, one stands out to com- 
mand the attention of everyone interested in office 
efficiency. It was the matter of noise. The company’s 
management was convinced that the loud and insistent 
pounding of riveters’ hammers would result in serious 
dislocations of business in adjacent offices. And they 
were correct. 

Businessmen as well as the medical profession today 
recognize that noise seriously injures the human sys- 
tem and definitely impairs work efficiency. Noise con- 
trol and sound conditioning, in fact, have come to rank 
in importance with air conditioning and proper light- 
ing. Time and again it has been demonstrated that 
elimination or isolation of distracting sounds pays big 
dividends in more work and better work on the part 
of employee and executive alike in every kind of busi- 
ness or industry. 


Sound Conditioning a Lucrative Field 


On several occasions in the past, OFFICE APPLIANCES 
has pointed out to dealers the lucrative field that lies 
ahead in sound conditioning. Already this field is ex- 
panding with startling rapidity and with far less 
groundwork or preliminary campaigning than might 
be expected. Since noise control is a definite efficiency 
factor, it ranks with air conditioning and proper light- 
ing and thus is benefiting to a large extent by their 
broad publicity and acceptance. 

It is not suggested or intended that office supply 
and equipment dealers become acoustical experts or 
sound conditioning contractors. Rather, it is recom- 
mended that they extend their activities as “office 
efficiency consultants,’ by working out arrangements 
with local contractors or architects whereby noise con- 
trol recommendations can be made on a factual basis 
with an equitable distribution of the profits. Such 
arrangements have been carried forward quite suc- 
cessfully in the air conditioning and lighting fields 
with the result that the dealer has found an additional 
source of profit and the contractor has found an addi- 
tional source of business. 

Sound conditioning in most cases involves less ex- 
penditure than air conditioning or revisions in light- 
ing systems. In the average office, treatment of the 
walls and ceiling with acoustical material is all that 
is required, but that is not quite so simple as it ap- 
pears. The job should be done by an acoustical en- 
gineer who knows what Kind and how much material 
to use, taking into consideration the size of the room, 
height of the ceiling, number of employees and in- 
tensity of outside or even inside noises to be con- 
trolled. 

Generally speaking, the larger the office in floor 
space and the lower the ceiling the acoustical 
treatment is required. It is estimated, for example, 
that an office containing at 


less 


least 1000 square feet of 
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EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings. Trafalgar Square. London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 


Date 
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Keys 
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The SPRING’S 
the THING! 
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Guaranteed for three 
years. 
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DARNELL CORP. LTD., 
LONG BEACH, CALIFORNIA 
60 WALKER ST. NEW YORK.N.Y 
36 N. CLINTON, CHICAGO, ILL 


















When You're Asked 
for ,@m» FACTS 






CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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floor space with a ceiling nine to twelve feet high can 
be sound treated satisfactorily by using acoustical 
material on the ceiling only. However, if the ceiling 
is unusually high, or if the floor area is less than 1000 
square feet, side walls also probably would need treat- 
ment. : 

Dealer’s Sales Approach 

In talking sound conditioning to their prospects or 
customers, office equipment dealers have any number 
of sound arguments to advance. One of the best is a 
survey made by the Aetna Life Insurance Company 
which showed that with noise control reducing the 
“noise level’ fourteen and a half per cent, the volume 
of work turned out by employees increased eight and 
eight-tenths per cent, errors were reduced twenty-nine 
per cent for typists and fifty-two per cent for ma- 
chine operators, employee turnover dropped forty- 
seven per cent, and absences declined thirty-seven and 
a half per cent. 

Aetna endeavored to translate these percentages 
into costs and savings, and found that the increased 
efficiency of eight and eight-tenths per cent per em- 
ployee at $1000 a year would save $88. The average 
cost of sound conditioning treatment was figured at 
sixty cents per square foot. It was considered that 
each employee occupied some fifty square feet, which 
would mean $30 in expense of sound conditioning, or 
a clear saving of $58 the first year per worker. 

The Bell Telephone Company also has made sound 
tests in offices, and concludes that distracting noises 
reduce the efficiency of the average worker by five per 
cent, which, in turn, will lower the output of the 
average executive by thirty per cent. 

And if medical opinion need be quoted, here is what 
Dr. James L. McCartney says in the Pennsylvania 
Medical Journal: 

“As has been pointed out, noise may lead to deaf- 
ness, but of all the hazards, the effect upon the nerv- 
ous system is the most serious. The nervous system 
controls the higher faculties of an individual—his 
ability to work, his mental capacities, and even his 
expressions of personality. Thus, anything which in- 
jures the nervous system is very dangerous to the wel- 
fare of the individual and to society in general. Noise 
lowers all of our faculties. It slackens and dulls our 
mental processes. It clouds judgment and reduces the 
precision of our actions. It decreases general efficiency 
and drags personality to a lower level. It makes us 
irritable, pessimistic, and grumpy. We become un- 
pleasant people to live with when harassed by noise, 
and do not enjoy living with ourselves.”’ 


_ —>- 


YEAR-ROUND GIFT ITEMS 


Diaries and photo albums, if small enough, are most 
welcome gifts at any time of the year for men in the 
armed services, whether they are stationed in the con- 
tinental United States or overseas. They are appro- 
priate not only as holiday and birthday gifts, but as 
“oreetings” from the folks back home any day in the 
year. 

These cannot be taken along by the soldier or sailor 
if they are bulky or too heavy. Maximum dimensions 
for either should be approximately post-card size. 

Relatives of men in the armed services are excellent 
prospects for the sale of photo albums and scrap 
books. For them, size is not so important, and larger 
items can be suggested. The idea most likely to create 
the buying impulse is that records of the servicemen’s 
activities on duty will become treasured keepsakes as 
time passes. The two groups, diaries and albums to be 
sent to servicemen and albums and scrapbooks for the 
folks back home, make an effective combination for 
window or counter display. 

Their effectiveness can be identified by displaying 
them with demonstration copies, showing their use: 
opened albums with arresting photos, diary with en- 
tries and a scrap book with clippings pasted in—ADR 
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“ALLIED” FOR VICTORY 





ALLIED’S NEW “ECHO”? STENCIL 
A genuine cellulose product 


THE FIRST CHOICE FOR— BEST ASSURANCE AGAINST— 
Long runs, sharp reproductions distortion, disintegration and 
and stylus work broken letters CARBON & RIBBON MFG CORP 
New Echo Stencil Ink is the ideal companion. Results:—clearer, 165 DUANE STREET 
stronger impressions and greater ink-mileage NEW YORK. N. Y. 


SEND SAMPLE ORDER OR WRITE FOR CATALOGUE AND DEALER DISCOUNT 
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That defense plant in your neigh- 











borhood sure requires a lot of 


files. Why not point out »” 
the many superior feat- GG 


ures of Peerless wood 
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PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA, PA. 
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Symbols of Success 
me the iDiive for All Out Victory! 


In the Office « e 


an Efficient Desk 





A desk for every 
office need 





In Combat e e 


A Mobile Rapid Firing Fortress 





@ Modern warfare requires the ultimate in 
efficiency. America’s formidable tanks prove 
their merit in actual combat. 

Office desks—such as are made by Indiana 
Desk Co.—-also make a real contribution to 
the war effort—-here is where Uncle Sam 
“draws” the plans for Victory. 





Catalog will be mailed on request. 


INDIANA DESK COMPANY 


JASPER 


INDIANA 








DEALERS : 


We again remind you that Office Furniture 
Dealers are doing a profitable business selling 
our Heavy Duty Tool Trucks to factories that 
have War contracts. They will furnish you 
the necessary (A-le or better) priority cer- 
tificates. 

These trucks are extremely essential fac- 
tory equipment on account of their time- 
saving, work-speeding qualities. 

Made in 3 different styles: No. 7170 with 
one tray; No. 7150 with 2 trays; No. 7160 
with 3 trays. For full description, see our 
catalog pages 30 and 31 or ask for our folders 


No. 871 on which you can place your imprint. 





o. 7160 with 3 trays 


Drawer is extra 











VICTORY 





BUY 
UNITED STATES 


sine THE TOLEDO METAL FURNITURE CO. 


SAVINGS 
BONDS and 


STAMPS 1764 HASTINGS STREET 





im | UHL STEEL Furniture 


Manufactured by 


TOLEDO, OHIO 
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S Wliies Duty i ie 


To your country, to your customers and to yourself is to show users 
of Typewriter Ribbons and Carbon Papers how to get the most from 
their supplies. One of the fundamental requisites, of course, is that 
they specify a reliable long-service brand like the Mittag and Volger 
“Plenty Copy” or ‘M and M”. Utilizing both tracks of a single-color 
ribbon, reversing carbon paper topside down when worn and other 
such ideas “conserve without curtailing’ business procedure. Ask 
M & V about other “conserve without curtailment’ methods. 
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. «+ Keeps up your 
equipment volume NOW/ 


Made without an ounce of steel or 
rubber — without altering the 
basic design which made its reputa- 
tion as one of the greatest aids to 
desk workers. Your customers ap- 
preciate the opportunity to keep up 
efficiency with an item obtainable 
now; their satisfaction brings you 
repeat orders .. . The base and as- 
sembly rods are wood. The uprights 
are treated hardboard which gives 
a warm, pleasing appearance and 
great durability. A companion item 
to the successful glass Handi-pen set. 

Stock both . . . Write for circulars. 
age business desk. Price 


$4.50. Models 3V-S to 12V-S use Sengbusch Self-Closing Inkstand Co. 


standard assembl ods. ‘ 
; ears 304 Sengbusch Bidg. Milwaukee, Wis. 


Equals 6 baskets re —__—s- Model 6V-S 
a (illustrated) meets 


or trays — Takes requirements of the 
less space than 1. 
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RN ADJUSTING SALES MILEAGE 
‘ TO GAS RATIONING 


i By J. EDWIN PASEK 


Vice-President, American Technical Society 
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H A An Address Before the Wholesale Stationers Association in Convention 
at New York City, March 4) 


HE war has created many new problems, caused 


for many unusual sacrifices, and in general created an 
L os A T b r R entirely new set of conditions in business. We have 
been transformed from a pleasure-loving and peace- 








ful nation into a hard-biting fighting nation. No 

EHRLICH UPHOLSTERY WORKS branch of industry has met the challenge more en- 

520 West 42nd St. e New York, N. Y. thusiastically and effectively than the wholesaler—the 
distributive branch of commerce. 


A year ago we talked about the effect on sales trans- 
portation of the auto and tire rationing edict. Now 
we need to look at the adjustments which need to be 
made in your distributive function by adjusting sales 
mileage to gas rationing. 

I interviewed approximately 100 sales executives to 
learn what each of them were doing to keep their 
salesmen “on the road.” I want now to share with 
you the results of that survey. Many unique and 
workable plans have been devised. You and I may 
not be able to use many of them in just the form 
used by our fellow sales-organizations, but will un- 
doubtedly visualize very quickly a variation of some 
of the plans which we can adapt to our own solution 
of the same problem. 

Let us take a look at how different companies are 
tackling this problem of adjusting sales mileage to 
MOORE PUSH-PIN CO., 113-25 SERKLEY ST., PHILA. gasoline rationing in spite of war-time obstacles. 
Makers of Famous Moore Push-Pins—Push-less Hangers since 1900 There are about two dozen ideas, plans and policies 
which I want to pass on to you. 

1. Most companies have cut down the use of cars to 
a minimum. 

a) A greater use of public transportation is urged 
and required. 

b) Personal use of the company car has been 
eliminated. 

c) Many companies have required salesmen to 
reduce their mileage twenty-five to fifty per 
cent even though they have gasoline rationing 
to permit more miles. One company which 
asked its salesmen to reduce mileage to save 
tires keeps weekly tabulation of the miles 
driven by each one. The weekly sales bulletin 
quotes the general decline in each territory as 
an example for the men to follow. 

d) Two companies have made quite a bit of their 
“park-your-car-and-walk” program in their 
weekly sales bulletin. Salesmen park at a con- 
venient location in each area and visit cus- 
tomers on foot. These companies report “a 
more thorough coverage of customers” under 
this plan. 

2. In several organizations the salesmen are asked 
to urge the retail dealers to do some of the initial 
sales effort formerly done for them by the whole- 
saler or manufacturer—the dealers to take more 
responsibility upon themselves to introduce a new 
product. 

3. One company has cut down on sales mileage by 
asking salesmen to ride the Company truck to a 
point near their route. 


Loose-leaf envelopes, punched; card-cases, any 4. More companies now report bicycle use. 


size; menu covers; factory record protectors; tag : ‘ 
heldors; Ml-fold eo stamp containers, etc 5. Some salesmen ride between towns by train or 

ade of aceta ame resistant) transparent cel- , y S 7 
Scien, ‘Wp alld fo 0) yous artieuinc aaad. Wedie bus and rent cars when absolutely necessary for 
us for details. out-lying local calls. 


Markile Company, Mfrs. 6. Greater emphasis has been placed on the use of 
3633 S. Racine Ave. Chicago. U. S. A the telephone to replace many of the personal 
visits of salesmen. Experience has shown that 
































SELL 
ENGRAVING 


@ No stock to carry 

@ Simple price list 

@ Lowest prices in U.S. 
@ No investment 








Wedding Invitations 
$7.95 
Calling Cards $1.65 


(less trade discount ) 










Social Engraving Sample Book mailed for deposit of $1.00 whieh is 
refunded after receiving $10.00 net of engraving or return of sample book. 





NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 
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PROCESSE 


CARBON PAPER 


“Flat and Duwalble” 


THE NEW PROCESSED CARBON PAPER DESTINED FOR BIG SALES 


Rejoice, Mr. Dealer, for the “eventual” has arrived! No longer need your customers complain 
about carbon papers that curl, smear or wear out quickly . . . FLAT IRON Carbon Paper, 
scientifically processed, eliminates all these undesirable qualities! 


@ FLAT IRON Carbon Paper does not curl under any conditions. 
@ FLAT IRON Carbon Paper produces sharp, clean copies, absolutely void of smear. 


@ FLAT IRON Carbon Paper excels in durability, as proven by independent tests. 


Samples of this sure-fire profit item will be sent upon request. See for yourself how FLAT IRON 
can increase your carbon paper profits by leaps and bounds! Write today! 


U. S. TYPEWRITER RIBBON MANUFACTURING COMPANY 
Filbert at Tenth Street, 
Philadelphia, Pa. 


A 


*4 Ribbon For Every Machine « Carbon For Every Purpose” 














The Trend in Stencils 
is to Red Feather 













Precision Engineered, they cut clear and clean—Always turn out 
perfect work whether for just 100 copies or for 10,000. Now used 


in every business where clean and accurate messages are essential. 


Business and Public Schools have found them superior to others 


when teaching beginners on stencil work. 


The Red Feather Factory is now on two shifts daily to keep pace 


with the demand. 


If you get your order in the production line now you'll be ready 


to serve your customer when he asks you for the best stencil made. 


The Red Feather inks, correction and Hecto fluids and type cleaner 


match the Red Feather Stencils in high quality. 


RED FEATHER PRODUCTS, LTD, 429 BUSH ST, SAN FRANCISCO, CALIF 
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LEOPOLD 
DESKS 


Have (pone (2 ler 


In wal plants from coast to coast 








Leopold Desks are used to plan and produce 


products for victory. 


LEOPOLD C0. 


BURLINGTON, IOWA 

















Announcing STORM SPIRIT 








A NEW 
SPIRIT HECTOGRAPH 
CARBON 




















Here's a new spirit hectograph carbon for general use that 


assures better results at lower cost. Send for samples now. 


W 


H. M. STORMS COMPANY 56! Grand Avenue, Brooklyn, N. Y. 
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the telephone saves a great deal of time as well 
as rubber and gasoline. 

Most of the companies are using the mails more 
to contact isolated customers or the small mer- 
chant. An effort is being made to educate dealers 
that certain costly personal services are not to 
be continued “for the duration.” 

One company has devised a special want-order 
book made up of postage-free postal cards on 
which the dealer can fill in his needs and the 
shipping instructions and drop it in the mail. 
Such orders travel for one and one-half cents and, 
as this company reports, are very popular—the 
dealers like them. 

More salesmen are now “doubling up” with non- 
competitive salesmen who cover the same terri- 
tories. This practice is considered most satisfac- 
tory in small towns in rural areas. The car is 
parked on main street while the men separate to 
do their respective selling on foot. 

An effort has been made in some parts of the 
country, not only by commercial sales organiza- 
tions, but by the OPA for government bureaus, 
to develop a central clearance agency where those 
who need to travel by car may register their auto 
and travel route or their desire to “double-up.”’ 
The OPA is finding out, and salesmen might well 
also learn, that many times two or more Cars are 
traveling in the same direction with only one or 
more passengers in each. This system may save 
the unnecessary trip for more than one car. 
More and more companies are insisting upon bet- 
ter maintenance of company cars. Periodic check- 
ups are required at stated mile-posts. Salesmen 
are reminded of the 35 mile an hour speed-limit, 
and the effect of speed on tire wear. Salesmen 
who do not like to change tires on the road will 
be inclined to drive more slowly when that fact is 
impressed upon them. 

One company, not unlike many others, has com- 
bined two territories which are now worked by one 
salesman. Since this firm formerly provided com- 
pany-owned cars, they left both of the cars in the 
field and the salesman there now has the use of 
a double ration of gasoline. 

One company selling to dealers in far-reaching, 
country areas, asks the salesmen to go by train or 
bus to some point in the territory and pick up 
their car for nearby use. At the end of one or two 
weeks they leave the car in some town and take 
the train back to headquarters. 

Several companies report that less frequent calls 
are being made by salesmen on all of their cus- 
tomers. They report that with a little planning, 
foresight, and proper explanation, dealers are 
easily induced to place larger orders and less often. 
One Canadian firm adopted the policy whereby no 
traveler is permitted more than one call per month 
by car on any one dealer. This means that many 
of the cars are not used more than one week in 
four, and car mileage has been reduced sixty-two 
per cent for the fleet. 

Speaking of Canada, calls to mind the patriotic 
service being rendered by the sales force of one 
prominent wholesaler in Toronto. “For three 
months before Christmas practically the entire 
sales force of this firm was at the disposal of the 
National War Finance Committee to sell Victory 
Bonds and War Saving Certificates. Each sales- 
man worked on his own territory and in many 
cases continued to call on his own customers or 
their neighbors and as a result he was able to 
maintain his contact without having to sell mer- 
handise. At the present time several of the lads 
of that firm are working on the Russian Relief 
Campaign and their actual territory selling job for 
the wholesaler appears to be more of a side line 
than a full time job.” 

More companies are re-studying their sales coach- 
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In War Production Now 


The Yellow Box Line has gone to war... 
it is helping speed important paper work in 
plants of the Arsenal of Democracy. 





COMPANY 


Division of Scovill Manufacturing Company 
WATERBURY, CONNECTICUT 





NEW YORK CHICAGO SAN FRANCISCO 
In Canada’ BROWN BROS.. LTD... TORONTO 2 


SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 








No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
torm. Sold on 10 day 
tree trial basis. Nation- 

















ally advertised! Write Simply tip 
: the card 
for details nowl nea ae 


3468 N. Clark St. 


Meilicke. Aystems, Inc. Chicago, Ill. 


RANSON 
POSTAL SCALE 


Modern—Efficient 


> The fastest working mail scale. 

Accurate to the fraction of an ounce. 

> Shows exact postage instantly on 

computing dial—air mail—first class 

and merchandise—no figuring. 

> Automatic—no beams or weights 

to adjust. Will pay for itself in a 

short time with postage saved. 
See your jobber 

ASK FOR BULLETIN No. 5 


Hanson Scale Co. 























525 N. ADA ST., CHICAGO 





* Pnrociso PAPER TRIMMERS * 


OUT TO TRIM THE ENEMY 


War production comes first. Our facilities are engaged 
100% in war work. We are doing our part to help win the 
war as speedily as possible. 

The situation is temporary. When the war is won we will 
again supply you with even finer PRECISE PAPER TRIMMERS 
than before, and be glad to care for your needs as we have 
in the past. Just now, it's Yours for Victory. 


Precise DEVELOPMENTS CO. 


SUCCESSORS TO 


AMERICAN PHOTO LABORATORIES, INC. 


‘ 28 N. Loomis St., Chicago, Hil. 
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Wartime Restrictions Limit the Supply—but— 


Sine tine ot WELT Y’S ‘sxccess 


“GUARANTY FOR LIFE” 
$3.50, $4.00, 
ENS ?2:* 
$10 List 


Other Pens at $1.50, $1.75, $2.50, $3.00. Send your order now! VHA Ey 
Stocks limited and deliveries subject to completion of pens... 


AND UNAVOIDABLE DELAYS! e 


ALL MAKES REPAIRE 


; : Gold Points—Sacs—Caps—Clips— 
somage 3 gra Barrels—Fillers—Standard Prices 
Swan, ant, elty, Send all makes to one place— 


Sheaffer, Wat ’ 
Moore ond Parker. =\WELTY PEN CO. 
World's Largest Selection Pen Manufacturers Since 1904 


GOLD POINTS 38 SO. STATE ST. CHICAGO 

















IN TIMES LIKE THESE... 
Quality Counts! 


% The best desks, like the best men, are 
those that show their quality under pressure. 
That’s why National Desks are more popular 
with buyers now than ever. (Their hand- 
someness, like MacArthur’s, is so much 





velvet!) 





NATIONAL DESK CO., Ine. 


New York 


stoe eiiitos 











STARKRAFT 


STENCIL 
CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to be 
THE FINEST FLUID in THE BEST 
PACKAGE. 
For full information, prices and 
samples, write 


STARKEY PAPER & SUPPLY CO. 
720 Delaware St. Kansas City, Mo. 














WORKING FOR 
MORE OUTPUT 
PER TYPIST 

Busy with War work, we still 


supply parts and service, to 
speed your typing. 


THE DAWN MFG. CORP. 


DIVISION OF THE 


HALL-WELTER CO., in ROCHESTER, N. Y. 
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ing program to give new men better training to 
enable them to make the sale on the first call— 
and thus avoid backtracking. 

17. More and more companies are limiting their pre- 
war schedule for sales meetings, and meetings still 
continued are better planned. 

18. One company staged a very unique and different 
type of Sales Convention—a Radio Sales Conven- 
tion. They reached ninety per cent of their key 
salesmen throughout the country over a closed 
circuit through a network of 147 stations. They 
gave their salesmen a one-hour program—stress- 
ing salesmanship under war-time conditions, 
covering subject matter not unlike that which 
they would have covered had they brought the 
men to some central convention city. 

19. One company is making miniature samples of its 
merchandise, so that salesmen can pack what used 
to take several sample trunks into one or two 
hand cases. 

20. One wholesaler put these questions to his sales- 
men: Do you have to make a trip each time with 
a full load of samples? For example: 

a) Can you make the first trip in the car with a 
full load? 

b) The second trip by public transportation with 
its limited baggage facilities? 

(c) Instead of a third trip, will the customer come 
to visit you at the hotel showing. 

21. Another wholesaler concentrates on hotel show- 
ings. The towns (five to eight) in each district 
are chosen carefully so as to be accessible to the 
greatest number of accounts. The salesman ad- 
vises each customer well in advance of the date 
and location of the hotel showing. Sometimes a 
customer can come to either one of two or three 
showings if they are equi-distant, and the sales- 
man lets him know that. This is important—be- 
cause the dealer might not be able to meet the 
date of the first showing he hears about. Customer 
promotional material is provided by the general 
salesmanager’s office as a build-up to the show- 
ings. 

22. One company having several sales divisions is try- 
ing to co-ordinate activities so that calls for each 
of the divisions may be made by members of the 
other divisions. 

23. Another company which formerly had two to four 
men, each one representing a different depart- 
ment, calling on the same town, has been conduct- 
ing evening training courses in each district to 
educate their staff so one man may represent all 
departments in the future. 

24. One company has prepared and distributed to its 
salesmen a special bulletin called: “LESS TALK- 
ING—MORE WALKING.” This is to impress upon 
salesmen the need for shorter social visits with 
each customer in order to save time needed to 
reach other customers. 


The plan or policy that seemed to me to have the 
most far-reaching effective results was the one hav- 
ing to do with Routing and Re-routing of Salesmen. 
Strange as it may seem, considering the fact that I 
had interviewed so many well-known, seemingly well- 
managed corporations, very few of the sales managers 
had done very much about Routing. Now—it is a dif- 
ferent story. “Pearl Harbor” and “Rationing” have 
become the sales manager’s excuse to do things now 
that should have been done many years ago. 

Gasoline rationing is hard on the salesmen, as well 
as on the companies which employ them. Gas ration- 
ing can, however, be an opportunity. Your competi- 
tors are in the same boat with you, and if you are 
ingenious enough to devise ways and means of getting 
business in spite of gas rationing, you will improve 
your competitive position not only during the war, but 
for long after the war. 
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DAYTON STENCIL 
WORKS CO. °ohic"™ 














| maxens OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 
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NATIONAL BLANK BOOK COMPANY 


Holyoke, Mass. New York Chicago Boston 


SPS TENET ol | 














163 





Please 


HARTER—pioneer manufacturer of posture chairs 
and other steel seating equipment—is co-operating 
to the fullest extent in war work. At present the 
Harter Corporation is not making its regular lines 
of steel chairs for general distribution. However, 
research—post war .planning—is being continued. 
When vital raw materials are again available Harter 
will be ready to produce chairs—advanced in design 
smartly styled in steel. 


HARTER CORPORATION 


STURGIS, MICHIGAN 
Vew York, 354 Fourth Ave. Chicago, 14 Jackson Blvd. 


Note! 

















BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passhooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 





Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 














SPEED-MO...The Automatic 
Inking Pad 


The automatic inking surface re- 
leases ink only on pressure of 


stamp. Surface is self sealing 

against evaporation. 

A size and model for every need 
- with these 12 features 


Clear, Sharp 9. Super Large 


i. 
Impressions ink Reservoir 
2. tong Lived 10. Cleans Stamp 
3. Sag Proof while inking 
4. Lint Proof 11. Full, Rich 
5S. Sweat Proof Inking 
6. Dust Proof 12. Can bere-inked 
7. Silent indefinitely; no 
8. Saves Rubbe scraping before 
Stamps re-inking 


Send for catalog No. 141 showing 
many types of stamp pads. 


RIVET-O MFG. COMPANY 


95 JASON STREET ORANGE, MASS. 











WAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 











RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 





ROLLING STORE LADDERS 
"kk" Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 


New Literature Now 
Ready 
WRITE FOR IT, WITH 
PRICES AND DISCOUNT 
Manufactured by 


COTTERMAN 








155 NO. UNION ST. 
CHICAGO 
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WORKERS 









Millions 


DOLLARS 
Millions 








Starting August 1942) 


STUDY THEM WITH AN EYE TO THE FUTURE! 


There is more to these charts than meets the eye. 
Not seen, but clearly projected into the future, is 
the sales curve of tomorrow. Here isthethrilling 
story of over 25,000,000 American workers who 
are today voluntarily saving close to FOUR AND 
A HALF BILLION DOLLARS per year in War 
Bonds through the Payroll Savings Plan. 


Think what this money will buy in the way of guns 
and tanks and planes for Victory today—and 
mountains of brand new consumer goods tomorrow. 
Remember, too, that War Bond money grows 
in value every year it is saved, until at maturity 
it returns $4 for every $3 invested! 





Here indeed is a solid foundation for the peace-time 
business that will follow victory. At the same time, 
it is a real tribute to the voluntary American way 
of meeting emergencies that has seen us through 
every Crisis in our history. 

But there is still moreto be done. As our armed 
forces continue to press the attack in all quarters of 
the globe, as war costs mount, so must the record 
of our savings keep pace. 

Clearly, on charts like these, tomorrow’s Victory 
— and tomorrow’s sales curves—are being plotted 
today by 50,000,000 Americans who now hold 
WAR BONDS. 


Gave wth 
War Savings Bonds 





This space is a contribution to America’s all-out war effort 


THESE CHARTS SHOW 
ESTIMATED PARTICI- 
PATION IN PAYROLL 
SAVINGS PLANS FOR 
WAR SAVINGS 
BONDS (Members of 
Armed Forces Included 
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Long years of experience and the skill of artisans has produced from the rough, a 
line of stencils worthy of the name Heyer—which symbolizes the finest in Dupli- 
cators and Supplies. The unexcelled qualities of Heyer Stencils and their brilliant 


teproductions, make 
their intrinsic values. 


Neyer Quality 
lupplies, prod- 
«ts of 40 years 
"perience, defin- 
tly assure your 
‘tomers econ- 

(- long service 
'"d lasting satis- 
tion. 


them analogous to diamonds, where cutting alone reveals 


Heyer Quality Stencils are available for all stencil dupli- 
cators. From the finest Cellulose Dry Stencil for skillful 
reproductions to the most economical for general work, 
each designed to produce a maximum of clear, sharp, 
brilliant copies. 


ALWAYS 


Heyer Quality 
Supplies consist 
of a complete 
line, for every 
make of Gelatin, 
Stencil and Liquid 
Duplicators. Every 
Product fully 
GUARANTEED. 
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New accounting machines can be purchased in some cases under War Pro 
tion Board Regulations. Also, in many organizations, we have been able to 
help solve their accounting problems without the purchase of new equipment. 
Increased capacity frequently results from mere revision of the system. 
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Every new man taken on means more work for the Payroll Department. Every 
instance of overtime means more entries on the payroll records. And every 
rise in the rate of labor turnover makes the going tougher. 
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tl 
Just when demands upon the Department are heaviest, competent workers leave 
and are hard to replace. New workers are more easily trained where mechanical 
equipment has been in use for some time. Which also means that the experi- 
enced worker sacrifices less productive time acting as instructor. 
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1943 is the Payroll] Department’s toughest year. On top of all its other burdens 
there’s the added work involved in Victory Tax deductions. 


& 








A VICTORY ) 


on the Production Front 
that was won 


BEFORE THE WAR! 


For its tremendous wartime expansion, Ameri- 
can industry has had to fight... and fight hard. 
And in no sector of the home front has the pres- 
sure been greater than in the Payroll Depart- 
ment. 

It has had many more workers to pay, more 
deductions to make from every payment, and 
one problem after another in maintaining an 
efficient staff. 

But wherever there had been peace-time installa- 
tions of mechanical methods, the Department 
was able to triumph over these wartime con- 
ditions. 

In thousands of war plants Underwood Elliott 
Fisher Sundstrand Payroll Machines have en- 
abled accounting procedure to keep pace with 
mounting production. 

Many a company has taken advantage of our 
knowledge and experience by having us revise 
its system so as to handle the increased volume. 
And large numbers have seen the value of sign- 
ing up on a yearly basis for the expert care pro- 
vided by Underwood Maintenance Service. Ow 
Maintenance Service from coast to coast is being 
kept in complete and efhicient operation. 

Spare parts. too—we are providing for all your 
Underwood, Sundstrand and Elliott Fisher ma- 
chines—as well as a complete line of carbon 
paper and ribbons, unsurpassed in quality, for 
every make of office machine. Underwood Elliott 
Fisher Company, One Park Avenue, New York, 
New York. 





Underwood Elliott Fisher 


Sundstrand 
PAYROLL MACHINES 


*% We are now in war production on—U. S. Carbines 
Caliber 30M! {irplane Instruments — Gun Parts 
{mmunition Components—Fuses—Primers and Miscel 
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